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Always in demand— 
The bat that drives them over 


Not alone in demand by Famous Sluggers of Major and Minor Leagues and in 
the World’s Series, but the choice of semi-professionals and amateurs every- 
where. 


That’s your insurance of the salability of Louisville Slugger base ball bats, 
the bats that for nearly half a century have put them on and driven them 
over. 

You can place your orders for Louisville Sluggers with the assurance that for 
no other item in your sporting goods department will there be a steadier 
demand. 

Standard for nearly fifty years; consistent advertising is helping it to main- 
tain its premier reputation. 


Place your orders now for your spring needs. 


HILLERICH & BRADSBY 


INCORPORATED 


LOUISVILLE KENTUCKY 





Published Weekly by the IRON AGE PUBLISHING CO., 239 West 39th Street New York, N. Y., U. S. A. 
Entered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 187 
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Twenty-six piece set of the new Ancestral pat- 
tern in chest—silverplate and chest together for 
the price of silverplate alone—is a combination 
that sells itself. 


A wonderful merchandising opportunity! 


Ask your jobber or write Sales Promotion Department. 


INTERNATIONAL SILVER Co., Meriden, Conn. 
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Here it is! The new counter display 


for V & B Drop Forged Planes. Fur- 
nished gratis with your order, for a quar- 
ter of a dozen of these new “unbreakable 


planes.” 
Drop forged from a solid bar of V & B 
supersteel—finished in light gray—trade 








>a 
age 


marked in etched gold—and finished 
with vanadium blade*and walnut handles 
—V & B Drop Forged Planes are sales 
makers! 


Ready for shipment—place your order 
now! 


The sales possibilities on these unbreak- 
able planes are obvious. Place your orders 
to assure immediate delivery now! 


VAUGHAN & BUSHN 
MANUFACTURING COMPANY 











Get This Display 
of Unbreakable 
Steel Planes—Now! 
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(HAakers Of Fine Toots 














2114 Carroll Ave. 7 


~ Chicago, Ill. U.S.A. 
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One label—more than a hundred products 


BUILD TO ENDURE WITH CERTAIN-TEED 
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Atkin Silver Steel Saws 


7 To My Fellow Hardware Dealers” 





whom — are connected and that this dealer handle 
Atkins 


WINNER THIS WEEK 


FRANK CAHILL #4 
C/o SIMPSON HARDWARE CO. ~*~ . 
Omaha, Neb. 


HIS LETTER 


E. C. Atkins & Company 
Indianapolis, Ind. 
Gentlemen: 

Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware Dealers. 

Did you ever stop to think that every fellow that comes into your store has use for a certain type 
of saw? Whether he needs it on the farm, around the house, or in his trade, he needs a good saw. 

If you carry a line of Atkins Saws, you have a saw for every use and “The Finest on Earth.” 

In my experience, I have found that in showing a man saws, he will most always say, “Let me see 
that Atkins.” The beautiful Damaskeen or Mirror finish attracts his attention. Upon careful exam- 
ination, he sees the taper grinding, the Perfection handle, and feels the comfortable hang of the saw. 
On asking the price, he finds it varies little from the price of saws far inferior in quality. He imme- 
diately makes up his mind that the “Atkins”!is his. 

When an Atkins saw enters your stock, it is half sold, because of the advertising of the makers and 
because of the Silver Steel in the saw. 

Yours very truly, 
SIMPSON HARDWARE CO. 
Frank Cahill 


A FEW POINTERS ON ATKINS GRINDING WHEELS 


Hardware stores nowadays must have a complete line of grinding wheels 
in stock. Atkins Acrolite wheels for grinding steel and Atkins Ferrolite 
wheels for grinding cast iron have no superior. Made in all sizes, grades 
and shapes. Write for our grinding wheel booklet which will give yow 
complete information on the subject. 





E. C. ATKINS & COMPANY 


Established 1857 


Machine Knife Factory: Home Office and Factory: “The Silver Steel Saw People” 
Lancaster, N. Y. Indianapolis, Ind. Canadian Factory, Hamilton, Ont. 
BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris, pranes 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Sydney, N. S. W. 


ATRINS ALWAYS AWEAWD” 


s 
i Finish Attracts Attention” 

| eo i Many dealers have told us that our attractive Damas- 
keen and Mirror polishes get the attention of the prospective 
« buyers quicker anything else. Everybody likes good 
looking tools. If you do not have Atkins Saws in stock 
yon are losing lots of pee as they are noted for their 
igh quality and rapid turnover. Be convinced and put 

in a small stock of them. 
ty ? Do you want $10.00? If so send us a letter for this 
= contest and if we accept it for publication we will send 
2 you that amount. Our only requirements are that the 


letter be written on the stationery of the dealer with 
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The P. A. has it 


all figured out--- 
HE is glad to stand- 


ardize when he 
discovers a satisfactory 
brand of tools that’s 
priced right. 


You don’t have to SELL 
Kearney & Foot Files. The 
men who are using them will 
do that for you. Let, them con- 
vince the P. A. You be ready 
to supply their demands ! 





“KEARNEY & FOOT 


Paterson, N. J. 
Owned and Operated by NICHOLSON FILE COMPANY 


Providence, R. I., U.S. A. 


Kearney & Foot Files 


TRADE MARK ¢ 
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DEXTER 


DEXTER 
CRUISER 
MODEL 
GW 
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DEXTER MODEL DH 





DEXTER: 

I as, wanes tins nbn 
the following Dexter Hand Power 
Washers: 


a0 tes Model DH; .....Model GW. 


(_]Send us complete information and 
prices covering the Dexter line. 


Who's Getting the Hand Power 
Washer Profits in Your Community? 


for more than $2,0C0,000. That represents profit possibilities 

you should not overlook. In every community‘ people are 
buying hand power washers and dealers who are selling them are mak- 
ing satisfactory profits. You should get your share of this business. 

Model DH, shown above, has a detachable power pulley—a very 
light-running, dolly-type machine which can be operated by engine 
power, if desired. 

Model GW is a highly efficient hand power washer of the vacu- 
um type. It is very easy to operate and — it cleans clothes quickly 
and thoroughly. 

Every Dexter Hand Power Washer you sell paves the way for a 
Dexter power or electric sale at some later date. 


Use the coupon; we’ll ship the washers the day we get your order. 


Mite: than 105,000 hand power washers were sold last year— 


Warehouses at Peoria, Columbus, Harrisburg and Utica. 


The Dexter Co., Fairfield, lowa 


Hand 
Power 
Washers 
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think of it— 
15,523,898 


autos registered in U.S. A. July 1, 1924 


Thousands, Mr. Dealer, are owned in your 
neighborhood 


These owners are prospects for Columbian 
Garage Vises 


Order now to meet this demand for a good, 
practical, low cost vise 












No. 143—3 inch jaw opens 3'/: inches 
No. 144—4 inch jaw opens 6 inches 


Jobbers everywhere stock both sizes 


COLIUMBIAN 


GARAGE and HOUSEHOLD VISES 
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This is the 


OTE the construction of this famous 
: burner. The gas and air are mixed at 
one point, insuring perfect combustion and 
: a uniform flame. This construction also 
eliminates the tendency to draw lint and 
dust into the burner, which then would ad- 
here to the bottom of the grids and obstruct 
the flow of gas. 


The burner-top is divided into sections. 
Each section is fitted with a separate grid 

for each element. The grids are made of a 
non-corrosive material and will last indefi- 
nitely. The burner is fitted with an adjust- 
able air-shutter and gas-cock which makes 
it possible to obtain perfect regulation of the 
flame regardless of gas pressure. 


This famous burner is found only in 
Reliable Golden-Glow Heaters (portable 
and fireplace types). 








Reliable Golden-Glow” 
Fireplace Type) 















Showing burner, mixing- 
cha and valve 





Famous “Reliable” Golden-Glow Burner 


The fireplace type (here illustrated) is 
beautiful in design and unique in construc- 
tion. The frame is built of unbreakable 
channel iron. The joints are fitted with a 
precision that eliminates cracks and misfits. 
The joints are then electrically arc-welded. 


The hearth-plate andreflector-sides are made 
of a new non-oxidizing metal with a brown 
finish. This metal will not discolor from 
heat or atmospheric conditions of any kind. 


The frame of the Reliable Golden-Glow 
Fireplace Heater is finished in antique brass 
whichharmonizes withthe finestfurnishings. 


Wherever shown, these Heaters are greatly 
admired. Wherever used, they are highly 
praised. 


We suggest that you order a sample im- 
mediately and make your own check of our 
claims for Reliable Golden-Glow Heaters. 


Our prices will enable you to “turn” a 
“neat” profit quickly. 


RELIABLESTOVE COMPANY 


Division of American Stove Company 
Factory and Main Office, 1787 E. 40th St., N. E. Cleveland, Ohio 


152 West 42nd Street NEW ENGLAND STATES 
New York City REPRESENTATIVE: 
315-317S.WabashAve. The Eastern Service Co. 


Chicago 131 State Street, Boston 
718 Mission Street 


San Francisco EXPORT OFFICE: 
350 East First Street 209 West 43rd Street 
Los Angeles New York City 





GEES GLOW 
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HOSE DEALERS, jobbers and distrib- 
utors who have joined with Horton— 
and there are thousands of them—constantly 
tell us that the friendly spirit of service 
so much in evidence at Horton, is of a 
quality and quantity which generatessuccess. 


Likewise, that same Horton spirit, which 
carries on through every link in the great 
Horton chain of distribution, is directly 
responsible for the superior quality — the 
practicability of HORTON Washers and 


Ironers. 


HORTON Washers and Ironers cannot 
be judged by the ordinary standards usually 
applied to laundry appliances. They are a 
forward step — the development of over a 
half century's experience in laundry appli- 
ance manufacture. As a result of careful, 


painstaking engineering effort, HORTON 
Washers and Ironers meet the practical 
demands of women perfectly. 


From the wood tub models, hand or power 
operated, to Horton’s finest achievement— 
the No. 40 original three-cup Suction 
Washer; from the 30 inch roll Horton 
Ironer to the 46 inch roll — the Horton line 
is complete. You need never pass a prospect 
— you need never miss a sale — with 


HORTON Washers and Ironers. 
We believe there are other forward think- 


ing business men who can appreciate the 
advantage of a mutually friendly business 
relationship such as Horton offers. May 
we not have the opportunity of acquainting 


. you with facts — and the whole Horton 


story ? Let us hear from you. 


HORTON MANUFACTURING CO. 


1318 Fry Street 


Fort Wayne, Ind. 

















Horton Home Ironer 3 inch roll. Irons 
EVERYTHING perfectly. Retail price, 
$140 (gas heated}; $175 [electrically heated). 





Horton No. 40 — the original 3-cup Electric 
Suction W asher.Retail price, $160 with copper 
tub; $165 with white vitreous enamel tub. washers. Retail] price $89.50. 





Horton No. 33—the acme of 
perfection in dolly type electric 





September 25, 1924 


4 
ne 
ra 

[ 

2 




















HARDWARE AGE 





HORTON SPIRIT is simply a prac- 
tical application to business of those 
qualities in mankind which inspire 
confidence—the qualities of loyalty, 
sincerity and consideration for the 
other fellow. 

It is, in fact, a spirit of service. The true ex- 
pression of HORTON SPIRIT is found in the 
common devotion of all of us—the men who 


build, the men who sell—to sincerely serve the 
best interests of our customers. 


HORTON SPIRIT embraces good faith and 


fairness; a viewpoint that is broad and unselfish; 


a will to co-operate that is friendly and cordial; 


and above all, a desire to please that is whole- 


hearted 
HORTON SPIRIT lives—is human—is a most 


vital force in the conduct of our business. 





























WASHERS AND IRONERS 
a 








Horton Miracle Washer No. 22 
— the mignon grade hand oper- 
ated washer. Retail price. $18. 
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Horton ‘‘Peegless’’ Washer No. W 
Ib. pressure. Retail price, $22.50 


Horton Washer No. 35 
—Water Power. Requires only 25 — Vacuum Type, Hand Power 
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Saunders Norvell 


Mr. Norvell has grown up with 
the Hardware Industry from stage 
coach days to Pullmans. The rise of 
great business houses, and the passing 
of men who have made hardware his- 
tory have been personal experiences in 
his life. In a forceful, yet intensely 
human way, Mr. Norvell has woven 
into this story thrills, romance, the 
descriptive power of a great novel and 
a fund of fine hardware merchandising 
principles. It is a human story of a 
very human individual and a chronicle 
of 40 developing years of the Hard- 
ware Trade. 
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Should Be In — Hardware Man’s Library 


=7T is filled with human and interesting reading for you. 
m “Forty Years of Hardware” will be highly prized in your 
RE wat 4% library and give many happy evenings with its romance 
of the business that is YOURS. 


In a forceful, yet human way, Mr. Norvell has woven into the 
story of his business life thrills, romance, the descriptive power 
of a great novel and a fund of splendid merchandising principles. 
It is a human story of a very human individual. Stock boy—travel- 
ing salesman—sales manager—executive—president of a nationally 
known hardware jobbing company—what an experience—what a 
background for “Forty Years of Hardware.” 





“Forty Years of Hardware” is not a one month, nor a one year 
book. Hardware men will know it as a romance that draws them 
back—always—to re-read parts, or the whole, or for its fine busi- 
ness philosophy. 


This is the kind of book to place in the hands of your son or 
employees. It instills the history, tradition, romance and methods 
of the business to which you are devoting your efforts. Nothing 
more helpful for them has ever been written. One well known 
company has ordered sixty-five copies for their sales force. 


Advance orders already call for several hundred copies. The 
edition may not be large enough to supply late orders. A second 
edition will not be printed for months, if at all. Do not chance 
being disappointed. 


$3.00 per COPY ORDER AT ONCE 


It stands alone—the most intensely human chronicle of the 
hardware business ever written. 


HARDWARE AGE, 239 West 39th Street, NEW YORK 
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GUN IMPLEMENTS 


ALWAYS MOVE WELL DURING 
THE HUNTING and TRAP-SHOOTING SEASON 





Genuine Tomlinson Cleaner. 
8-20 Ga. 





No. 161—Loading and cleaning set. 
10-28 Ga. 


No. 166—Loading and cleaning set. ome inte 
32 and .410 Ga. 











er 


No. 141 B—Brass Rifle Cleaning Rod. 
22-50 Cal. 






No. 95 Shot Gun Cleaning Rod VRC OGEORMAB A 


and Implements. No. 246 B Rifle Cleaning Brush. 
10-28 and .410 Ga. 22-50 Cal. 


MANUFACTURED BY 


HARDWARE COMPANY 


TORRINGTON, CONN., U.S. A. 
New York Office 151 Chambers Street 


1864 SIXTIETH ANNIVERSARY 1924 
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There are many people playing party politics in the hope 
that when their party comes into power, they will capital- 
ize on the strength of their association. 


The trouble with this form of politics is that although 
they may reap the profits of their association for a period 
of four to eight years, eventually they will either have to 
desert their party or look around for a new source of in- 
come. 


Many dealers today are pursuing a similar policy. How- 
ever, the farsighted dealers are seeking the association of 
nationally known manufacturers who are in power all of 
vane and who assure them of continual and permanent 
pront. 


Westinghouse is recognized by the buying public as a 
leading party in the electrical industry. Those dealers who 
know the value of being associated with such a party are 
announcing to their customers that they are Authorized 
Agents for WESTINGHOUSE Mazda Lamps. 


For information regarding the profitable West- 
inghouse Mazda Lamp Agency Plan that requires 


no investment write 


WESTINGHOUSE LAMP COMPANY 
150 Broadway, New York, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada » 


Westinghouse 








Politics 
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Radiola Regenoflex 
With four WD-11 Radio- 


trons and Radiola Loud- 
speaker but less batteries 
and antenna . . . $191.00 


“Will YOU make 
these sales of 
Radiola Regenoflex? 


The above ad is addressed to the farmer direct 
—in farm papers—in addition to a great cam- 
paign in the big national magazines. 





Are you getting the sales? 


“There's a Radiola for every purse” 


Radio Corporation of America 


Sales Department 
233 Broadway, New York 10 So. La Salle St., Chicago, IIl. 433 California St., San Francisco, Cal. 


Radiola 


REG. U.S. PAT. OFF. 
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Washrite Requires 
No Servicing — 





























Send for Our 
Different and Better 
Sales Plan 

















The G. F. Mitchell & Sons Co. 
“Known to the Hardware Trade Since 1874” 
Cedar and 65th Street 
CLEVELAND, OHIO 





WASHRITE is different and better in every way. 
It is unmatched in simplicity of mechanism and 
in perfection of work. No such effective and 
rapid cleansing action was ever secured by a 
washing machine before. 


Because it is mechanically trouble-proof, WASH- 
RITE is the machine for dealers who don’t want 
to waste time and lose money “servicing.” 

















‘WASHRITE 
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Your customers will want this NEW 


Hygrade Reflector Lamp 


MILL TYPE 
THE LAMP THAT CARRIES ITS OWN REFLECTOR 


ey eGR QAR et LS ae gi: Oe RR NRO VS AR, ORIN PT ea Se re AU NS Bi So TAY i immer eT 


1. It can be used without shade or reflector. 
2. Glare eliminated in most cases. 


3. Seventy per cent of the light is thrown down, where it 
is needed. 
4. Unusually rugged. 
5. The reflecting surface cannot get dirty on the inside. 
List Prices 
110 to 125 volts 220 to 250 volts 


25 and 50 watts 50 watts only 
.35 ; 37 


Descriptive circular gladly mailed 


HYGRADE LAMP CO 
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| Hygrade Lamps 








You cannot buy a better lamp 
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fetime use- 


your biggest selling point \ 


os 
- 


Lifetime use—because the cleaner is built to last 
a lifetime. 


“re 
Lifetime use—because the ball-bearing motor— | j 
packed in lubricant—cannot be hurt by ; 
over-oiling or under-oiling, and thus es- | 
capes the biggest percentage of the motor EN \ 
troubles of other makes. | 
oN 
an 


Lifetime use—because the speed of the motor, 
and thus the power of the suction, is main- 
tained through years. The ball-bearing 
motor does not wear out! 





These features are being forcibly brought to the attention of the house- 
wives of the nation in fall advertising in the great national women’s 
magazines—and in the SATURDAY EVENING POST. They mean 
sales for you. And they mean the lasting confidence of your customers. 


Tie up your sales activity to Premier Duplex advertising. 

Distributed. in Canada by 
the Premier Vacuum 
Cleaner Company, Ltd., 
Toronto, and the Canadian 
General Electric Company, 
Ltd., Toronto. 


General Offices: Toronto 


ELECTRIC VACUUM CLEANER CO., Inc. 
Cleveland, Ohio 
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© _Better-Cost Less 


UL” Radio Prod 





Millions Know Crosley 










, : , Crosley Model 50, 
The name Crosley in your window or hung from your store 1s Price $14.50 
the stop signal for more radio prospects than any other name Sint ane tlle ant 


you might display. It is a guarantee to the public that you offer —¢,asiey Head Phones $22.25 ai 
in radio receivers the greatest efficiency at the lowest cost. 


It is quantity production that has enabled Crosley to build the : 
best of radio receivers at such ion Se ——, — it — : 
is the efficiency of the instruments themselves, coupled with a del S0-P. Price $18.00 
great amount of national advertising, that has made the Crosley Page i et 9 a — ane 


franchise so valuable to any Hardware Dealer. 
If you want to keep up with the fast moving radio procession, 
display the name Crosley and Crosley Radio Receivers. 


They Will Pay You Big Dividends. 
Good Jobbers Everywhere Handle Crosley Receivers. 
Write for Free Catalog. Crosley Model 52, Price $30.00 


With three tubes and Crosley Head Phones $45.75 
THE CROSLEY RADIO CORPORATION 


POWEL CROSLEY, JR., President 


9794 Alfred St. Cincinnati, Ohio 












- 


All Crosley regenerative sets are licensed under 
Armstrong U. S. Pat. 1,113,149 
Prices West of Rockies—Add 10% 





Crosley Trirdyn Regular, Price $65.00 
With three tubes and Crosley Head Phones $80.75, 


Crosley owns and operates 
Broadcasting Station WLW 










Crosley Model 51, Price $18.50 
With two tubes and Crosley Head Phones $30.25 





Crosley Model 51-P, 


Crosley Trirdyn Special, Price $75.00 . Price $25.00 
With three tubes and Crosley Head Phones $90.75 With twe tubes and Crosley Head Phones $36.75 
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U. S. Portable 
Electric Drills 


are distinguishable from all 
others by their lightness, 
perfect balance, power and 
ease of control by means 
of the new under-the-finger 
switch. They are built to 
stand exceptional shop abuse 
and are also distinguished by 
the total absence of features 
that give novelty but hinder 
operating efficiency. 


Write for catalog 21-L and 


new reduced prices, also 
“Handbook of Portable Elec- 
tric Drill Practice.” 


District Sales Offices and Service Stations 
Detroit Philadelphia 


Pittsburgh 
St. Louis 
Cleveland 





Complete stocks carried in all Service Stations 


Jacobs Chucks 
Standard Equipment 











gamble with 
the uncertain when 
you know 
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will meet the most 
exacting require- 
ments? 


If your Wholesaler does 


' mot sell them, write us. 


THE SAVE SALES COMPANY 
Toledo, Ohio 
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exclusive features of the 
Navy lype Headset 


WO extra technical developments _" one extra testing 

operation! These add clarity and distance. These are 
the three exclusive features which make the Brandes Navy 
Type the ideal long distance headset. 
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I, —The development of the braided copper tinsel radio- 
frequency shield {shown at the left} surrounds the 
conductor cords and grounds all radio-frequency currents 
which might cause detoning effects in the receivers 
And in addition, it eliminates cord capacity. 
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—The use of inside terminals, so designed that the 
cords may be removed or replaced without taking off 
the cap of the receiver or in any way disturbing the 
perfectly matched tone. 
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¢ 7A very delicate testing operation matches the tone 
of the two receivers so that both ears hear exactly the 
same sound at the same instant. 








And to assure absolute perfection of every detail, every Navy 
Type Headset must pass 22 different tests and inspections. 
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Superior 
Matched Tone 
Headset 


4 $7 in Canada ad sf H 
of the Rockies h / ] | 
CC.Brandes Inc. i924 In Canada*l4 
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The Home Lighting 


Contest 
Is a Good Thing for Your City 


‘ 


BOOST IT! 


NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 


EER EER Ree ee, * e 


More and 
MODEL E-15 Bigger Profits 


PRICES = farce ACE 
Gasoline Power , ‘ — 

TALK Reig tor J, el Hot Spark 

ie | Ignition 

spony: ——f : Batteries 


Hot Sparks give the user 
better and longer 


7 





Backed by 50 
years’ reputa- 
tion and  in- 
creased produc- : profits. Ask for prices 
and discounts on Hot 


tion the latest a 9 Sparks, ACE Radio Bat- 


7 " 7 ~ é eG #4 
4 a es Cells. These will prove 
models of Voss A — ry coup eiet satbien. 
Washers’ can : 
now be retailed _ eS \ 4 
at the low Ses Pie LANCASTER, 


prices shown. 
An 














° The ELECTRICAL GOODS 
Exclusive VOSS Feature MARKET 
The Voss Flote-Plane Agitater the Voss Floto-Plane Agi- 


tator is now used in both For practical, commonsense hints on How to 
models here listed. This Sell more Electrical Merchandise watch the 
feature insures cleaner fourth issue of HARDWARE AGE each 


washing than any other ey 
method. 


i : This number will contain feature stories on 
peer ee the merchandising of electrical goods through 


ial electrical mer 
Voss Bros. Mfg. Co. hardware stores and a specia 
chandi d caine i 
A Nea-Rusting, All-Metal Fleating Davenport, Iowa | ise advertising insert. 
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lveGot a 
DAY: FAN OEM” | 


Thousands upon thousands of people 
who have radio sets are prepared to get real 
enjoyment during the long, cold winter months 
just ahead. These people will have the benefit 
of listening in on broadcasting stations which 
will offer a greater variety than ever before. 





Are YOUR customers prepared to get this 
enjoyment ? 


Progressive hardware men are finding radio 
equipment offers a big opportunity to increase 


a ~ 
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The ease of operation, clearness of tone, ap- 
pearance, and all around performance of the 
DAY-FAN set, Model OEM, have made a 
lasting place for this set in hundreds of homes. 
It is worthy of your immediate investigations. 


Full details of this remarkable set will be sent 
you immediately upon receipt of your inquiry. 


’ Four Tubes -*98 


Model OEM°ll 
ThreeTubes-#90 
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Let Winter ome 











Weighs. t cha Rode as Vays! 
Pee Sagem ee fo. aed Se Pete SR CRBS va ed 


their profits. A great many of them are taking 


on the OEM models and are finding them to be (Ae Dayton Fan and Motor Company 


ready sellers Manufacturers of High Grade Electrical Equipment 
or over 35 Years 
DAYTON OHIO 
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NEVERCRUSH | 


r the Great Safety Wringer | 


The PRIMA Washer equipped 
with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
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2 plenty of satisfied customers. % 
= The PRIMA will wash clothes is 
= clean — easily and quickly — bs 
= without harming the daintiest s 
= fabrics. The elliptical tub is : 
= perfectly smooth on the inside : 
—there are no mechanical de- : 
RY vices to wear or tear the ie 
5 clothes. e 
5 The tub is made of Douglas Ye 
D} Fir— GUARANTEED FOR % 
=) We have a sales plan that offers big Operat 110- s 
|  pecetbtitties fer live dealers. TEN YEARS. num vell curvent. E 
D % 
2 The Buckeye-Prima Company, Siew, Ohio & 
a OX. OV 10X0 (ON ONTO ON ANON ONION TONE TONU ANTON TON TON ON (ON. QXUTOXNTAX TON ON OV 0N1 01 (ON ON ON. 00) 0\10\1 0 ON ANTON OY, ‘/e\ 9] 
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No. 405 


Radio-Lectric 
Countersink 
Retails at 15c. 


No. 445 
Radio-Lectric 
“Crow Bill” Plier 
Retails at 50c. 


IN YOUR CITY AND MAKE MORE MONEY 


These Radio-Lectric Tools are just what they want and they are 





No. 480 Radio-Lectric Socket Wrench Set 
Retails at 50c. 











we 





No. 490 


Radio-Lectric Combination Wrench Set 
Retails at $1.00 


SUPPLY THE RADIO FANS 


priced right to sell rapidly. 


You don’t need to know a thing about Radio or carry other radio 


supplies to sell Radio Tools. 


They are packed on cards which tell the story in a few words; they 


sell themselves. 


Many dealers are increasing their tool sales and profits greatly by 


pushing these new tools. 


Send for booklet showing complete line and let us tell you more 


about them. 


THE BRIDGEPORT HDWE. MFG. CORP. 


No. 442 


Radio-Lectric Nut Forcep 
Retails at 60c. 
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% RADIO: LEE TRI 


Retails at 50c. 


BRIDGEPORT, CONN. 


U. S. 


A. 





Radio-Lectric Socket Wrench Set 
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No. 475 


Radio-Lectric 
Wrench Set 
Retails at 25c. 


No. 465 


Radio-Lectric 
Reamer 
Retails at 25c. 


No. 485 


Retails at 7 


Ret ails 
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A ‘Test of Efficient 
Store Management 








DAILY INFORMATION FORM 


Yesterday’ Sl Ue, a 
Yesterday's Cash Sales .....ccceeee ed 
Yesterday' 3 Credit PelOws oaks ows be 


Sales and Profits by Departments 











2 t ° ° 





Sales Total by Clerks 





Yesterday's Invoices Itemized by Departments 


—_ 5 
6 
7 
: 8 


Amount owed at close of business day neteee 
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meinses ao ; nb°S0" far “GALS MOREA vresecee cscs: 
Expenses)» " 











pase so far This Month Itemized 











ee : C et Interest&Taxes 3 

Li aht & Heat > WA Be 00 0 0 0 Dee Rixtures.......g———— 
Te ephone. ee > Insurance. e Repairs. 266 0:0 © OEimeeeeiees 
Other Expenses $ 

















THE McCASKEY REGISTER CO. 
ALLIANCE, OHIO 


Watford, England 


Galt, Canada 
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We show here a daily informa- 
tion form embodying facts which 
every successful merchant must 
have to make his business earn 
its maximum income. 


SE a a a a aE aL 


Can you fill in that form from 
information in your possession? 
Try it. 


Is there a single item sug- 
gested which you wouldn’t want 
to know? 


€ © 


If you cannot instantly fill in 
every figure required from infor- 
mation in your possession you 
are doing business under a severe 
handicap. 
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You must know the facts to 
make your business earn for you 
what it can earn. 


There’s a way to get this in- 
formation in a few minutes— 
EVERY DAY. 


Mail that coupon. Let us tell 
you how merchants in all parts of 
the country, in your own line of 
business, are finding out every day 
just where they stand. 


ORL EP EAI OG AA ET SS ee 


lia? 





COUPON 


The McCaskey Register Co., 
Alliance, Ohio 


Please send me information 


on the McCaskey System. 


for cash business [] (check) 
for credit business [(] (which) 
TET errr Ferry. 
NS cu deieii tet peso se dem 
> Re pete rere 
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Machine Screws 
Stove Bolts 
Tire Bolts 


eee 
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American Screv Co. 


PROVIDENCE , RI. 
WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 


\ 
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A new automatic Drill 


that’s different - MILLERs ratis 
No.81 





ARD wood is a hard test for 
automatic drills, That’s where 
No.81 shines. Try it yourself—you’ll 
get the difference. You’ll know why 
we talk enthusiastically in our 


national advertising. Specifications | 
Simplicity—that’s another of No. Eight drill points | 
81’s virtues; simple.design, simple Improved ball chuck 


construction. It’s easy to get out the 
right drill point. Just loosen the 
knurled magazine nut—the handle 
slides down exposing the points. 
Each has its own pocket—number 
and size marked plainly. 


The handle fits the hand comfortably. 
The whole tool is polished and nickeled 
with a bright finish which will endure. 


No. 81 is the kind of drill the “handy 
man” likes on sight. We're telling him 
about it in The Saturday Evening Post, 
September 27th; PopularScience Monthly, 
October. Are you ready to show him 














Improved shell; cannot be 
completely unscrewed 
and lost 


Handle handsomely 
knurled 


Spiral nut of Tobin Bronze 


Highly polished and nick 
eled overall 


Length 10% in. Weight, 


each, 9 oz. 


Packed one in a box. 





MILLERS FALLS COMPANY 


No. 81’s advantages? 






Millers Falls, Mass. 
28 Warren Street 9 So. Clinton Street 
New York Chicago 


MILLERS FALLS 
TOOLS 
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“WICK WIRE” FENCING AND NETTINGS 
(ALL GALVANIZED) 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 


Ww hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 
out longer at the expense of width as is generally the case with the ordinary forms of mesh. 
W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 


CN ¢ > 


"Sh BOOSSOS! 


comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One 

H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating — one and one- 

half, two and one-quarter to three and evens inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and stock as well as a protection to them against prowling 
animals. Woven and galvanized on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp werd to crack the galvanizing. 


HEX NETTINGS 
The Perfect Formed Mesh 


- the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. ; 


WICKWIRE BROTHERS, CORTLAND, NEW YORK 
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An Empire cold punched nut fitted to. 
an om New Daseese bolt will ban- : 
nish an Dy worry connected. with assem- | 
bly wor Beas ] 
Empire cold. sncked nuts are meade on /¢g—m°\ | 
machines that reduce five operations to - 4/3]; | 
 one~thus insuring an absolutely uni- — . . 





form accuracy of fit and flawlessncss 
ofstructure. | 


Empire New Piceng bolts are madeby 


_.\- building-up the thread ina new'way: _ ee ee ST | 
without cutting. Thismakes the thread 
eee _ tremendously strong and gives itanac- ae : | 


curacy of 0005’ 
clams es on Remues 
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WIRE FENCES 


Me 
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“Super-Zinced” is an improved process of zinc coating wire which marks 
a great development in the fight against rust; the name “Super-Zinced” is indi- 
cative of the superiority of this process over ordinary galvanizing. We have 
been working out this improvement for some time but delayed its announce- 
ment until making sure that it represents the utmost in rust protection. 


Columbia and Pittsburgh Perfect 
Super-Zmced Fences 


Every bundle of Super-Zinced wire is rigidly tested and if for any reason it does not 
come up to our high standards it is not allowed to be made into “Super-Zinced” Fence. 
Both Pittsburgh Perfect and Columbia Fences are “Super-Zinced”; they are offered at 
NO INCREASE IN PRICE and with the following guarantee: 


We guarantee our products to be first class in every respect, fully up to 
gauge and measure, and in accordance with U. S. Government standards. Our 
fences are “Super-Zinced,” that is, protected against rust by an extra heavy 
and well bonded coating of zinc and are unexcelled in quality and durability. 


“Super-Zinced” Wire Fences are being extensively advertised throughout the farm mar- 
ket. Farmers in your’*community are reading about their greater service and economy. 
With “Super-Zinced” Fences and our liberal plan of cooperation, you can gain a new ad- 
vantage in the sale of fence. Full information about our agency proposition will be sent 
upon request, 


Pittsburgh Steel Company - Pittsburgh, Pa. 


New York Chicago Memphis Dallas San Francisco 


Columbia and Pittsburgh Perfect Fences 
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upeinced Wire Fences 


More than 4,000,000 copies of these Farm 
Papers are _ telling farmers about the better, 
more durable Super-Zinced Fences. See opposite page. 


Columbia and Pittsburgh Perfect Fences 
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HAT hatdware. for your 
«home — once looked upon 
merely as part of the “work- 
| ing equipment” of a house 
can be made a vital part 

: _of the decorative scheme has’ 
| ay been ably demonstrated by 





‘ ltsabethan 


Russwin artisans who create 
‘‘ the beautiful designs for 
.  Russwin Hardware. 
J .» ., For more than eighty years 
| eae eee the name Russwin has been'a 
+ of security,trouble-_ 5% 

ee. acted « free ‘service and unrivalled 
foe > S  beauty of design. 
| 5 _ > And. these features, which 
he © a Iaawe led to its installation 

a in many of America’s finest | 

_ 02-4) eminently the hardware for os ee 
Fo ae | spoate home. shee 








Mc ou “To Russwin-ise is to Fconomise— 
=. son The Bionomy of the Best” | 
Gi ee 
“RUSSELL & ERWIN MEG. CO. 
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YOUR Customers 
Are the Ones 


HE Russwin Hardware 

advertising campaign of 
1924 is an unusual one. In- 
stead of using a few publi- 
cations reaching millions 
who might be interested in 
hardware, we are using a 
number of periodicals whose 
readers will buy it. 


These readers include 
your customers. They know 
your store and your service. 
They will come to you for 
Russwin Hardware. And 
you will find many new 
customers as well. 


That is what Russwin 
advertising will do for you 


in 1924. 


This advertisement, in larger sizes, is part of the powerful 1924 Russwin advertising campaign which includes 
black and white advertisements in Elks Magazine, National Geographic, Literary Digest, Sunset Magazine,— 
and in four colors in Architecture, Arts and Decoration, Atlantic Monthly, Century, Country Life, Garden 
Magazine, Harper’s Magazine, House Beautiful, House and Garden, Review of Reviews, Scribner’s Magazine, 


Spur and World’s Work. 


“To Russwin-ize is to Economize—the Economy of the Best” 


Russell & Erwin Manufacturing Company 


The American Hardware Corporation, Successor 


NEW BRITAIN, CONN. 


New York Chicago 


San Francisco London 
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eS Reaching Se. 


& the Man with Money & 


Sunbeam advertising is aimed to reach the man in your terri- 
tory who has money to spend. It reaches the man who is 
building or buying a twenty-room mansion, and paves the way 
for you to sell him a large sized Sunbeam Pipe Furnace. It reaches 
the man who is planning a moderate priced home and convinces 
him of the value of the smaller type Sunbeam. It reaches the 


heat and cheaper heat with a Sunbeam Cabinet Heater. 


Day after day, year in and year out, Sunbeam advertising is 4t work 
in your territory, selling every prospect from the man who thinks only 





of more and better heat to the man who is chiefly concerned with low 
first cost and low fuel cost. For every prospect, in every price class, there 
is a Sunbeam product that will exactly meet his heating needs—give 
him more heat for less money, keep him sold on Sunbeam, and keep 
him satisfied with the dealer who made the sale. 
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5 farmer and sells the Sunbeam Pipeless, and, finally, it reaches S 
the bungalow builder and shows him how he can get more ae 
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o 
a4 The complete Sunbeam line, backed by consistent Sunbeam advertis- 
vig ing, represents an unequalled profit opportunity for the ambitious dealer. 
. The Sunbeam Proposition shows you why, and tells you more about 
wo how we help you reach the man with money. Write for a copy today. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 


Largest Makers of Heating Equipment 
Boston Atlanta Cleveland Chicago Denver San Francisco 
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U.S. 
. Poultry 


INCH 


- Netting 


The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 









Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and détermining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 


complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


. Satisfied Dissatisfied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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have something out of the ordinary to talk about—something to offer 
your customers that you do not have when selling other lines of 
pumps. Exclusive patented features in design, construction and 
method of operation afford numerous talking points that really 
simplify and make sales easier and more profitable. ‘‘If it’s a Myers | 
it will pump” is a common expression in trade circles everywhere, 

but this expression is not broad enoughtfor Myers Self-Oiling Power 
Pumps. Size for size they will pump a larger volume of water.in 





When you handle MYERS SELF-OILING POWER PUMPS you | 











The Myers Trademark] \ 
the Stamp of Quality LNW 


Vv a. \f 
=} [— De ! a given time and do it with less care and attention and at a lower 
for 50 year’s. 7 —— — Ja ~angtd ld ¥ cost for operation than any other type of open gear, can oiled, cup 
“i | Myers elf-Oiling Bulidozer lubricated power pump on the market today. And what’s more, they 
l —Deep Well Working Head will render this service continuously, twenty-four hours daily, if d 
. with Brass Air Compressor. required to do so. 
eae / 






















You can safely tell your customers, your prospective purchasers 
of power pumps, that for economical, care free, long time, dependable 
power water service, MYERS SELF-OILING POWER PUMPS are 
superior in all respects and will give them more value in service 
rendered than the imitations which are springing up on every . 
hand or than the old style pumps with which they are familiar 
can possibly give. 


Dealers, Plumbers and Pump Men who want to inject new 
life into their power pump business will do well to write us for 
late catalog—just off the press—our reduced prices and favorable 
terms. r 







One Good Myers | 
Product Sells Another 


Look for the name of MYERS on 
Pumps for every purpose. Hay Un- 
loading Tools and Door Hangers. 


J, 
\ 








Myers Self-Oiling 
Working Head for 
Deep Wells. 





~ ae 
Myers Self-Oiling 
Deep Well Work- 
ing Head with Anti- 
Freezing Set Length. 




















aut 


vie! 


BR as Tye 


me 








38 HARDWARE AGE September 25, 1924 

















































Best known articles turn most rapidly. And the most rapid turn- 
ing articles give the greatest amount of profit at the season’s end. Since 
1867 COLDWELL DEPENDABLE LAWN MOWERS have been the 
best known in the world. Year after year our advertising in leading pub- 
lications the length and breadth of the country tells your customers why 
COLDWELL DEPENDABLE LAWN MOWERS are better mowers. Tie 
up with a complete line of good profit making lawn mowers—the Coldwell 
Dependable line. 


Ask for our new 1925 agency proposition. 


COLDWELL 


DEPENDABLE LAWN MOWERS 
Hand Horse, Motor’ Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.S. A. 


Factory Branches—DES MOINES, lowa: 319 South West Fifth Stecet. CHICAGO, Ill.: 4139 West Kinzie Street. 
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“"ACCO” CHAINS|| | 
ell All Year Round/ 
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El-Wel-Tra 
Trace Chain 


Halter ana There are no “slack” periods for 
Chain “Acco” Chains, because in the “Acco” 
Line there is a chain for every pos- 

sible need. If one or two “Acco” 

Chains happen to be out of season, = | : 

there are half a dozen strong sellers Chain 


in season. 
Drop us a card for illustrated folders. 


Tenso 
Porch Swing 
and Hammock 

Chain 
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AMERICAN CHAIN COMPANY, INC. 
BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 
District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 
—™ Largest Manufacturers of Welded and Weldless Chain for Ali Purnoses and Makers of the Famous Weed Automobile Accessories 
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“Copper City” Copper 
Wash Boilers 


long-wearing features 
plus attractive prices 





“Copper City” is a wash boiler, typically 
ROME, that you can offer at a very 
attractive price. 


We have designed this boiler to help 
wash boiler and copper ware sales in 
general. In its manufacture economies 
have been effected without detracting 
from the wearing qualities of the boiler. 


Heaviest where wear is 
greatest—on the bottom! 


“Copper City” boilers are made in Nos. 8 and 
9 sizes and are similar to our standard Nos. 
148 and 149. Heavy copper is retained where 
the wear is greatest—on the bottom. The sides 
are slightly lighter, but this is compensated 
for by an extra heavy swage. 


Packed 1/12 dozen to a crate, or % dozen 
each No. 8 and No. 9 nested to a crate. (The 
latter method provides a saving in weight and 
cost of packing, which, of course, lowers cost 
to you.) 


Ask your jobber or write us. These boilers 
are exceptional items for special sales. The 
buyer will see readily the big value for the 
price at which you can offer “Copper City” 
wash boilers. 


ROME MANUFACTURING CO. 
ROME NEW YORK 


BRANCHES: 


— YORK: 342 Madison BOSTON: 60 India St. 

ve. 

SAN FRANCISCO: 610-614 SEATTLE: 302 Pioneer Bldg. 
Wells Fargo Bldg. 








COPPER & ALUMINUM UTENSILS 
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ATLAS TACK CORPORATION 


The Largest and Oldest Manufacturers 
of Tacks in the World! 


WHY? 


BECAUSE its products are the world’s highest 
standard and are scientifically designed for 
their intended use, insuring proper count and 
weight; and 


BECAUSE its prices are right, and its trade 
mark a guarantee of quality. 


*‘The Greatest Quantity of ' 
Quality at the Price’’ 


Fairhaven, Massachusetts St. Louis, Missouri 
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Remington, Cutlery Advertising 


All through the year paves the way for bigger holi- 
day and Christmas Pocket Knife Gift Business 
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) . Remington, ° 
J POCKET KNIVES |¥ 
=f. The Acceptable Gift aim 
>» for Everybody @& 














EMINGTON has established a new 
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Business has its 


Remingto Knives for Eves, 4S 


wie Practical Use °° 

Rem m 
We suggest that you place your fall order for Remington Pocket 
Knives now. Be prepared to meet the Fall and Holiday demand 
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Ways and Means 


for Increasing 


The NATIONAL policy of selling direct to 
the hardware dealer has been steadfastly main- 
tained for nearly 25 years. By this method we 
have found it possible to give our customers 
the full benefit of larger profits from a greater 
volume of sales, and at the same time offer 
prompter shipments without substitution or 


delay. 


To Provide 











Your Sales 





Our efforts have successfully resulted in creating a mutual friendship which is 
repeatedly expressed in terms of profit. In cultivating the good-will of our many 
distributors we have also assisted them in gaining the confidence of their cus- 
tomers. 

Quality and the construction of NATIONAL designs have played an important 
part in building up this trade. Only the best of materials are used—our work- 
men are experts—final inspection is perfect. Shipping facilities are equal to the 
best. A complete stock is always on hand and 


YOUR ORDER IS SHIPPED THE DAY RECEIVED. 
We would be glad to send you full details. We believe they will interest you if 
you are anxious to increase your sales. 








Natienal 








Write us for complete catalog of Builders’ and Garage Hardware 


National Manufacturing Co. 





No. 801 GARAGE DOOR SET 


One of the practical, neat and efficient designs is shown in the 
above illustration when installed on 
inside of garage doors. Set packed 
complete in heavy attractive carton 
with screws. 





No. 840 REVERSIBLE “T” No. 27 SWINGING DOOR 
HINGE LATCH 

Can be used on any garage or Furnished as part of No. 801 

Swinging door. Can be re- Set. Can also be ordered as 

versed and used as full sur- separate item. “The Aristo- 

— hinge or mortised into crat of Door Latches.” 

jamb. 





Sterling, Illinois 
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Electrical Appliance Market 









99% HAVE NO 
ELECTRIC DISH 
WASHERS 







98 % HAVE NO 


ELECTPIC /RONING 












MACHINES 


95% HAVE NO 
ELECTRIC 


PERCOLATORS 







71% HAVE NO 
LLECTRIC CLOTHES 
WASHERS 






Has Vast Possibilities 


OME idea of the sales possibili- 

ties in the electrical appliance 
market may be obtained from 
the accompanying discographs which il- 
lustrate vividly the fact that this market 
is far from being saturated. 





Electrical merchandise sales, taken 
from year to year are falling behind the 
rate of growth of the market for such 
merchandise, as measured by electricity 
users. The percentage of “appliance sat- 
uration, ’—that is, the number of appli- 
ances in use per customer—is actually 
falling. A larger percentage of electricity 
users are without vacuum cleaners or 
washing machines or toasters today, than 
in 1922. And 1922’s saturation was ac- 
tually lower than that of the preceding 
year, 1921. 


Our present appliance market is mea- 
sured by 9,903,828 wired homes now sup- 
plied with electricity by the lighting com- 
panies. Yet the lighting companies’ lines 
pass in front of 8,175,510 other homes 
which are still to be wired and made elec- 
tricity consumers. These 8,175,510 homes 
when so equipped will practically double 
our existing market. 


What are you as a progressive mer- 
chant doing to correct this situation? 


56% HAVE NO 


67% HAVE NO 
ELECTRIC 
FANS 


















95 %o HAVE NO 
ELECTRIC SEWING 
MACHINES 


88 %o HAVE NO 
ELECTRIC 
TOASTERS 


87% HAVE NO 
ELECTRIC 
HEATERS 







28% 
HAVE NO 
ELECTAIC 
LRONS 
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Some Impressive 
Figures 


1—Radio ranks _ forty-third 
among the industries of 
the United States. 
2—The total value of its prod- 
ucts to-day is about $350,- 
000,000. 
3—During 1924, expenditures 
for radio will be approxi- 
mately :— 
$50,000,000 for tubes. 
$250,000,000 for sets and 
parts. 
$45,000,000 for batteries, 
all kinds. 
$50,000,000 for miscella- 
neous items. 








Radio— You Can Do! 


$1,500 in Radio in One Day 


C. A. Londelius & Sons, hard- 
ware dealers, Chicago, hung up 
a radio sales record on a Satur- 
day that is hard to beat. The 
total sales for the day amount- 
ed to $1,500. Sales covered 
four large sets and six smaller 
ones, and the sales of inciden- 
tals ran between $400 and 
$500. The firm considers the 
radio department’s growth in 
the space of two years as noth- 
ing short of remarkable. 

The company has adopted 
“Service” as its slogan, and its 
unusual success may be at- 
tributed in no small measure 
to the fact that its radio sales- 
men know radio and are there- 
fore qualified to give expert ad- 
vice to customers in respect to 
the type of apparatus best 
suited to their individual re- 
quirements, operation, and 
care of sets.—HARDWARE AGE, 
July 24. 





Turns Stock 14 Times a Year 


“Our radio business has ex- 
ceeded all our hopes and ex- 
pectations,” says True & Blan- 
chard Co., Newport, Vt., and 
our records show that during 
1923 our stock turn was 14, 


and during the month of 
December our’ stock turned 
three times. Our 1923 busi- 
ness was approximately ten 
times that of 1922. We feel 
that it is one of the best de- 


partments we have ever in- 
stalled.” — HARDWARE’ AGE, 
March 13. 





$25.000 a Year in Radio 


Sales 


Fred Kirchner, of the Gar- 
ver Hardware Co., Des Moines, 
Iowa, has the honor of opening 
the first radio department in 
the State of Iowa. He has 
grown with the job and is still 
making things hum about his 
section of the store. In 1924 
the sale of radio ran in excess 
of $25,000. It is expected that 
the 1924 totals will be in the 
neighborhood of $35,000. The 
stock today invoices at $5,000, 
and the sales show a very good 
turnover of merchandise with 
a satisfactory profit. Sales at 
Garver’s run as high as $500 
some days. — HARDWARE AGE, 
March 27. 





$100,000 in Six Months 


The William Hardware Co., 
Streator, IIl., 


picked up $100,- 


000 in six months 
sales. 
pany does it—Catalogs 
mailed, letters are sent 
twice a month, windows 
trimmed frequently and 
cient sales people handle 
sales. 


What Others Have Done with 


in radio 
Here’s how this com- 


are 
out 
are 
effi- 
the 


The company has been 


handling radio for two years 
and now operates a broadcast- 
ing station, WTAX, which goes 
on the air every Monday night 
at 9 p. m., Central Standard 


time. 


Since installing this sta- 


tion, the company’s sales have 


mounted 


AGE, May 22. 





A Wonderful Record 


rapidly. HARDWARE 


During the months of Jan- 


uary 


and February of this 


year H. M. Ash, Jr., head of 
the radio department of H. M. 


Ash, Paterson, N. J., made a 
splendid record—his sale of 
radio sets and equipment ex- 
ceeded the total sales of all 
the other departments com- 
bined. Mr. Ash turns his radio 
stock once every month, dur- 
ing the winter and summer 
months. He does this by care- 
fully pruning his stock during 
the summer months, when radio 
sales are lightest—HARDWARE 
AGE, Aug 28. 
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Your First Radio Stock 








retailer entering the radio field, has been especially compiled for HARD- 
WARE AGE by H. W. Muller, purchasing agent for Haynes-Griffin Radio 
Service, Inc., 41 West Forty-third Street, New York City. 


This initial or wedge stock, is confined to a minimum quantity of the most 
essential radio items and amounts to $350. A few completed sets are included, 
increasing the list to $603.92. The last group is intended to enable the retailer 
to fill out his stock later. . 


From these lists a retailer can increase the quantity of the individual items 
to suit his immediate requirements. Should he want to expand still further 
he can handle any number of different makes and styles of the items shown. 


r NHIS list of items, comprising a complete radio stock for the hardware 








Suggested List for an Initial Radio Stock 


List Cost Total 
Bee) ee er AI ik on iigicd sec ccs wbessbaceencceves $3.75 $2.44 $29.28 
pM FPP TT TTT TITEL TT CLE 2.00 1.30 7.80 
ee rt eae & eb hea Se eeles 4.00 3.00 18.00 
12 Vacuum Tubes Detectors and Amplifier UV201A.............. 4.00 3.00 36.00 
12 Vacuum Tubes Detectors and Amplifier UV199 Dry Cell Operation 4.00 3.00 36.00 
12 Vacuum Tubes Detectors and Amplifier WD12 Dry Cell Operation 4.00 3.00 36.00 
12 Antenna Wire 100 Feet Coils 7/22 Stranded Copper............ .75 .40 4.80 
a SS Se a de wey eke Cab ee WON € a be Bb e082 10 .05 2.50 
. peg fate SERED Sa Ae ean wipe Lee eae hn eee ~ ¢is Ry 
Ee ee peek bs EOL OY OC eKSS PRWeb eee 440% ' 50 ; 
, (33 hai ets a a a i a A eS 25.00 16.25 16.25 
i A i wt Wee whee & i < oe tee OE eb e Caw bes .50 .33 3.96 
ei ee SR le Ce el ee ek eh ee ere we ee be bs 75 48 5.76 
I a a a a a as ne i .25 16 1.92 
12 Rheostats (4) a od ew ce Rind Cae Galea On 4X50 ee Se be ce 4ee wer .50 .33 1.32 
I EAR a ra ae le Al ee ee wed 15 .48 3.84 
12 Lightning yn Be ERE EP SEAS ie tee er ort eee eee 5 .30 1.80 
Pe Cbte bbc ew ON/OS oe wwe oe? 60.0405 6 860860 00% 1.00 .60 3.60 
ee te eared ahha eee wks OOP Ree E eee 3.50 2.28 6.84 
re LCR REM UE AUS 6600 «65th el hdnnae wa pcs 6.00 3.90 11.70 
a i a ag ee ees a oe .05 02% 2.50 
6 Variable Condensers 23 p. .0005 Vernier..........c.ccccccccees 4.50 2.93 17.58 
24 Fixed Condensers 18 with Leak a a ag i aaa SE i aa .49 2 4.86 
PN SG 6c 65d o.00'5 bo ctr ieee baertwaess 40 .24 1.44 
LGR REN LEAN LOE LILLE ELS ALE OPIS OTE BELT TS. BEAD 50 .30 7.20 


Stock list continued on next page. 
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List Cost Total 
EN ee eee ee ee oe ee $0.02 $4.00 $4.00 
OO i ei i ltt he ote ee a ale eal are Bige ob ae es .02 4.00 1.00 

EES CL | a a ee ee 1.64 .90 

OE Sf ee ee ee Pr ee nr 2.30 1.27 
SE a Lic dh oienealecdiarns ie wala atneis whe anglais 2.96 1.63 22.48 

Cs. ain a ne wl a 6 es Wa ee Ee 085608 6RSE OS 3.45 1.90 

ES 5 een saa ee ees erie 3.96 2.18 
all eS rr ee ee 3.50 2.28 6.84 
DD sccodcudesabnebudatcd oka Sen eaekbe 5.60 3.25 9.75 
De i | i nie a’ ce eSi eae es-basustiatese 19.00 11.40 22.80 
$343.82 

Suggested List for Increasing Radio Stock 

; ‘ List Cost 
1 Radiola Super-heterodyne Set Complete.................2eee8: $269.00 $174.85 $174.85 
1 Three Tube Regenerative Receiving Set................-0e0e00- 150.00 97.50 97.50 
Me RS ER eer er pra ee 35.00 22.75 22.75 
a a ee aera hee 6 be eae 30.00 19.50 19.50 
Se er St nen 8450506666804 8 6665.08 be ead hatatibewhic statis 65.00 45.50 eee 
$603.92 

Suggested List for Increasing Radio Stock 

List Cost 
og I IS, INI fo 8 aes a ale ewe ak $18.00 $11.70 $11.70 
nn ada tem et de ou enue kes tobe chelate 5 33 3.96 
pf lc a a ne ae 75 .49 2.94 
tI NER eRe SEA Kary SGC R Se RO oes MeN ae ome ar 1.00 .60 3.60 
ee 3.) 2 ad wie ee wa ky eee eens +e eee .80 .48 5.76 
I a lk a ial a a at alle a twa a .60 Oo 2.16 
Se ED 605% 60 640866506506 06546 beh ews tba et eeeastedeees 7d .49 5.88 
Bi i se le a ne we a es Re .75 .49 2.94 
I > ee, a Me ad 15 .10 5.00 
ee : A ed oe hind oa be baeak be su Mek ke oeekmedee .03 01 1.00 
a i ee ey 2.75 1.65 9.90 
 - 5 ., > 9“ poe eeEE PEE CP SN Eo Re ie 75 49 5.88 
mw se 8 eS ee aa ere Seon par 80.00 2.00 52.00 
Se Ce .  . . so cle e bY bel eadllaes taba auees 75.00 48.75 48.75 
> rr ee, ME . <6 s+ wes wed eee ceeds cobb eta’ 10.00 6.50 13.00 
re ea eee e ek 66. alc ktk tes cun ti thekbhaxtudéces 50 33 1.98 
ier Nan Ene he St Ge 3.50 2.28 13.68 
i I ae aaa eee ee i gl de oie MR Sie Cen ee 2 5.00 3.00 6.00 
12 Battery Switches 60 39 4.68 
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Radio Advice from Reidenouer 


a4 UY nothing except certified 
materials and study radio 


in your spare time.” This 
is the sound advice of E. F. Reide- 
nouer, head of the radio department 
of Thos. S. Reidenouer & Son, Potts- 
town, Pa., who has been unusually 
successful in handling radio. 

“Try to understand the mysteries 
of radio,” says Mr. Reidenouer, “and 
take special pains to study up the 
questions your customers fire at you. 

“Some of the dealers today are 
making the big mistake of trying 
to get more trade, to their way of 
thinking, by placing large horns out- 
side their place of business, and as 
the concerts come in, send them out 
through this horn for the benefit of 
the passerby. But have you ever 
stopped in a crowd that is listening 
to one of these demonstrations, and 
hear the comment passed on radio. 

“There is a certain amount of in- 
terference caused by power lines and 
stations, and perhaps static, which 
when sent through a powerful horn 
is considerably amplified. There are 
also noises caused by tuning in the 
stations, which at times sound 


very disagreeable this is also made 
louder through the horn. 


To stand 


next to a person who has never 
heard radio before, and have him 
smile over to you and say ‘That is 
pretty fine music coming in there.’ 
Then all at once the fellow operating 
the set, usually a voice, will turn one 
of the knobs to get it a little better, 
and, oh, such a noise, this same per- 
son will turn and say ‘There must 
be a dog fight on there.’ Every- 
thing goes along fine again, and then 
some of the interference starts up 
that we spoke of, and the music is 
almost lost. You will notice quite 
a few people start moving, and the 
usual comment will be ‘I guess I 
won’t bother with a radio set just 
yet, I will wait until they get rid of 
those horrible noises,’ 

“Now right here is where a large 
percentage of the enthusiasm is lost, 
and can all be laid at the door of the 
dealer, who really thinks that he is 
benefiting himself. The noises and 
interference can easily be explained 
but you must have this customer 
right in your store and explain to 
him the reason for ‘Those Dog Fight 
Noises,’ which when brought in over 
the pair of phones, as they should 
be, are hardly noticed. It is the 
carrier wave of a telephone station, 


and when the set is properly tuned 
is entirely eliminated. That is why 
you should do away with that out- 
side horn, it ruins more business 
than it makes, and use other means 
of drawing customers inside, to 
make them radio enthusiasts. You 
can give a wonderful demonstration 
inside by first tuning your set 
properly through the phones, and 
then putting it on a horn, that is not 
amplified to the limit. If you get 
any interference during a demon- 
stration, tell the customer that most 
of the interference you have is due 
to location, that you are right in the 
midst of high power lines, and, of 
course, are bound to get some noises 
while if you have one of these sets 
out where the customer lives, prac- 
tically all of the interference is done 
away with. There are other ways 
of explaining why your demonstra- 
tion is not going as it should, and 
just make the customer see the good 
points. Don’t have them standing 
there looking for bad points. Just 
make everything run so smoothly, 
even to your talk that you will 
send them away all boosters instead 
of knockers.” 
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Only a Library Table, But— 
It Sold Electrical Merchandise 


N the west end of Grand Rapids, Mich., Cornell’s 

Hardware Store handles a full line of shelf hard- 

ware and housefurnishing items. The store is 
practically divided into two sections, one for the hard- 
ware and sporting goods and the other half for house- 
hold hardware ana electrical appliances. 

When you enter the store you note a well polished 
dark oak library table with three or four small items 
displayed on top. There may be a leather table scarf 
under the goods to offer the proper contrast. Walter 
Cornell believes this library table is one of his best 
silent salesmen. He told the Michigan State conven- 


tion that a display of three electric irons on this table 
sold three dozen irons in less than two weeks. Another 
time he featured toasters and sold nearly as many 
in the same time. 

Cornell believes the polished table gives more tone 
to the front of the store and is sufficjently differert to 
attract attention. The table usually features the 
smaller sized electrical appliances. It is an easy type 
table to sell from. The polished surface is a real 
sales booster on such items as percolators, curling 
irons, toasters, table stoves and other pieces which 
are used on highly polished tables at home. 








Types of Radio in Rural Homes 


Fifty-two per cent of the radio receivers used in rural homes are factory built, while 48 per cent 
are of the homemade variety. The percentage of crystal sets is 6.2; the percentage of one-tube sets 
is 20.8; the percentage of two-tube sets is 8.9, and the percentage of three-tube or more sets is 64.1. 
The average cost of the manufactured sets is $172.60; the top cost of manufactured sets is $600; the 
average cost of homemade sets is $83; the top cost of homemade sets is $375; the average cost of 
crystal sets is $10.95; the top cost of crystal sets is $43. 
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Why the Hardware 
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Retailer Should 


~ Sell Electrical Merchandise 


ing appliances has reached an 

enormous volume in the compara- 
tively short period of time since these 
appliances have been developed and 
have come into popular use. Gradually 
the hardware dealer has made his en- 
try into this new field of merchandis- 
ing endeavor. It is doubtful, however, 
if he has come anywhere near taking 
full advantage of the opportunity 
opened to him. There are sufficient in- 
stances among hardware dealers to 
prove that this class of merchandise 
can be advantageously and profitably 
handled. Many worthy successes have 
been. made—striking examples of what 
can be done when proper methods are 
employed. 

The hardware dealer in the begin- 
ning was slow to take up the sale of 
electrical appliances primarily _ be- 
cause it was a new kind of merchan- 
dise whose character of service was 
different from anything he had pre- 
viously sold. Then, too, in the early 
years of this business, electrical ap- 
pliances were not as reliable as the 
great majority manufactured today. 
There was the experimental and de- 
velopment stage when, because of this 
unreliability, the servicing necessary 
required more than the average know)- 


[ine sale of electrical housekeep- 


By FRANK E. WATTS 


edge of electricity. This knowledge 
the hardware dealer looked upon as 
something with which he was not 
equipped to deal. Therefore he was 
skeptical about entering a field where 
he had to reckon with something be- 
sides the commodity itself—that mys- 
terious force which can be seen only 
in the results it produces—electricity. 
It was largely this “mystery of elec- 
tricity” that kept so many hardware 
dealers out of the electrical appliance 
field for so long a time. 

But with the development of better 
appliances the servicing feature has 
been reduced to a minimum. Today 
this feature should be no deterrent to 
the hardware merchant who wishes to 
engage in the sale of electrical appli- 
ances so long as he selects a reliable 
brand of merchandise. Unless he does 
this he is likely to encounter trouble 
with which he cannot successfully cope. 
His first consideration should be de- 
pendable merchandise when selecting a 
stock of electrical appliances. The 
hardware dealer, by tradition, training 
and prestige, is ably fitted to do a suc- 
cessful business in the merchandise 
under consideration. This is univer- 
sally true with the possible exception 
of the larger cities. Even there the 
small community dealer under proper 


conditions can make many sales. But 
in cities ranging up to 100,000 his op- 
portunity is especially good. 

There are a number of reasons for 
this. First, he is well known and al- 
ready established. Many people daily 
come into his store to supply their 
wants for all sorts of household utili- 
ties. Second, his store is usually in a 
good location where it is convenient 
for people to buy. Third, he is nat- 
urally schooled into merchandising 
methods and needs but to adapt these 
methods to meet the peculiar require- 
ments in selling electrical appliances. 

There are two ways in which the 
dealer can engage in electrical mer- 
chandising. He can put in a stock of 
such commodities as have become sta- 
ple and depend for sales upon the in- 
quiries from customers who enter his 
store to make other purchases. This 
might be styled as “passive merchan- 
dising,” but he will not get far by this 
method. The other way is to get ac- 
tively into the business and adopt 
those methods which have been found 
necessary and have proved successful. 
To do this there are several funda- 
mental things which he must realize 
and make the basis of his operations. 
Obviously the first is to make an anal- 
ysis of his market. This market lies 
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in the number of homes wired for elec- 
tricity in his community. To secure 
this list is no great task as the in- 
formation is available from _ local 
sources. Then he must know some- 
thing of the saturation point reached 
in the sale of the several appliances 
which he is to handle. Out of this en- 
tire list of wired homes he must grad- 
ually take a “sales inventory” of pos- 
sible prospects. This becomes his ac- 
tual immediate market of prospective 
purchasers. Then he must take into 
consideration his future market—based 
first upon the number of already built 
homes, wired each year for electricity, 
and second, upon the number of new 
homes built each year to take care of 
the normal growth in population. The 
extension of the use of electricity to 
the farm is going on at a tremen- 
dous rate and is opening a great mar- 
ket which the hardware dealer stands 
in a peculiarly fortunate position to 
secure. His present farm customers 
become prospects for new merchandise 
of all kinds just as soon as electrical 
service is installed. This market is 
destined to see a remarkable growth 
within the next decade and will bear 
cultivation. 

Let us for a moment take a broad 
view of the entire national market for 
housekeeping’ electrical appliances. 
There are upward of ten million wired 
homes in the United States today. It 
is conservatively estimated that each 
home is a prospect for an average of 
five hundred dollars worth of electrical 
merchandise beyond the present equip- 
ment. This gives a staggering total of 
five billion dollars of potential busi- 
ness in homes now wired. Add to this 
the future market of approximately 
five million homes now within reach of 
central stations service but not wired; 
the shortage of nearly three-quarters 
of a million homes in the country; the 
number of new homes amounting to 
over a quarter million, required an- 
nually to take care of the normal in- 
crease in population, and we have a 
possible market that is almost beyond 
the power of the human mind to vis- 
ualize. When we take into considera- 
tion also the development of new elec- 
trical appliances for home use, we get 
a still greater realization of the possi- 
bilities. There is an unlimited market 
at the door of the hardware dealer if 
he will but organize to get his share 
of it. 

Now what are some of the essentials 
required to build an organization to 
successfully sell such merchandise as 
is under discussion? First, there must 


’ be the realization that there are two 


separate and distinct types of this 
merchandise, namely, what might be 
termed “shelf goods” and the major 
appliances. Under the first may be 
classed such articles as electric irons, 
toasters, percolators, grills, chafing 
dishes and so forth. Under the sec- 
ond comes electric washing machines, 
ironers, vacuum cleaners, fireless cook- 
ers and electric ranges. And here it is 
well to mention another commodity 
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which is destined in the near future to 
find a big market, and that is the elec- 
tric refrigerator. It is none too soon 
for the hardware dealer to give this 
subject a little study. 

Appliances under the foregoing clas- 
sifications will require somewhat dif- 
ferent methods in selling. The sale of 











Frank E. Watts 


It’s Up to You— 
Says Watts 


The hardware dealer is quali- 
fied by tradition, training and 
prestige to successfully sell 
electrical housekeeping appli- 
ances. 

He can merchandise “passive- 
ly” or “actively.” 

Analysis of his local market 
is the basis of intelligent sales 
effort. 

There are two broad classi- 
fications of electrical house- 
keeping appliances; shelf goods 
and major appliances. 

Major appliances require 
more intensive sales effort. 

Training of inside and out- 
side sales forces is imperative. 

Quality of product is essen- 
tial to permanent success. 

Manufacturer’s merchandis- 
ing plans and policies must be 
sound. 

Service after the sale cannot 
be ignored. 








the former may be promoted in much 
the same way as any staple merchan- 
dise. Such articles require very little, 
if any, demonstration but are pur- 
chased outright when the customer is 
sold on the service rendered by each 
and is convinced of the dependability 
of the merchandise. The prestige of 
the dealer goes a long way in this as- 
surance. The larger appliances, how- 
ever, require more intensive selling 
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methods, primarily because the unit of 
sale is larger and the utility of the 
article usually must be demonstrated. 

The very starting point in building 
a sales organization is the retail clerk. 
This salesman must be schooled in the 
construction features which make the 
appliance reliable. He must know his 
merchandise first, then he must know 
how the appliance is operated—his de- 
scription of this must be clear and un- 
derstandable. Above all, however, he 
must knew the utility of the device— 
the service which it is built to per- 
form. He must know the problem of 
the housekeeper and how the partic- 
ular product will meet this problem in 
the saving: of time, labor, health and 
money. His sales will be measured in 
exact accord with his knowledge of 
the above fundamentals. The capable, 
efficient retail clerk will be found one 
of the outstanding factors in making 
profits on the business. The percen- 
tage of prospects which he turns into 
buyers will be the measure of his abil- 
ity and worth. If the appliance is to 
be demonstrated in the store, there 
must be at hand the necessary equip- 
ment to make the demonstration com- 
plete and convincing. There must be 
the employment of the everyday “tools” 
which the merchant uses in his busi- 
ness. These tools are proper store dis- 
play of the merchandise, newspaper 
advertising, letters, mailing pieces, 
window display and other effective 
forms of advertising that are well 
known and in constant use by the pro- 
gressive dealer. However, they all 
must be employed in correct and 
proper relation to each other to pro- 
duce the greatest results and have a 
cumulative effect. Newspaper copy, 
window displays and direct mail should 
all be built around the same basic idea 
and properly coordinated to be most 
effective. 

In addition to bringing buyers into 
the store these factors should be used 
as a means of securing prospects or 
leads wHere house to house canvassers 
are employed. House to house canvas- 
sers have been utilized to a great ex- 
tent in the past in selling the major 
electrical appliances. They will have 
to be used for many years to come 
and will possibly never entirely dis- 
appear any more than the sewing ma- 
chine salesman has. However, the sit- 
uation is changed from what it was a 
few years ago. With the advent of the 
major electrical devices there was an 
immediate and spontaneous market. A 
man could go along the street and 
practically every home was a prospect. 
While there is today a big market, a 
point is being reached where it is im- 
perative for the canvasser to go out to 
call on definite prospects. 

These prospects constitute the deal- 
er’s mailing list, and “leads” must be 
secured by means of his several forms 
of advertising. As a matter of fact, 
his advertising activity should be di- 
rected fundamentally to this objective 
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Importance 
of Departments 
in Your Business 


By Frank Mappes 





partmentalizing a hardware store is, “How 

many departments should there be?” The 
answer, of course, cannot always definitely be given 
without accurate knewledge of the circumstances 
but, to all intent and purposes, eight subdivisions would 
be practicable. 

In very large stores it is sometimes found advisable 
to increase this number to twelve or more. The advan- 
tage being the division of responsibilities rather than 
the physical arrangement and layout. If the cause for 
departmentalization is desire for more accurate ac- 
counting, the lines of demarcation can be removed and 
any number of departments and sub-departments can 
be created. 

This article will treat the subject from the physical 
rather than from the accounting standpoint. It has 
always been my contention that fixtures and equip- 
ment should be installed only for the purpose of facili- 
tating sales and the storage of the merchandise to 
take care of requirement for quick service. I am sorry 
to say that these most important functions are too 
many times lost sight of when the dealer is sold on 
new fixtures. He permits himself to visualize the 
beauty of the store rather than the convenience and 
facilities. One of the saddest sights to me is to see a 
handsomely equipped store with a hodge-podge ar- 
rangement of the goods to sell. 

It is probably meet to remark here that the “Better 
Stores” idea has received many a black eye because 
some merchants who installed new fixtures overreached 
themselves and struggled under the handicap of a 
heavy burden of a non-productive investment. The 
fault does not lie in the equipment but in the use of 
it. 


‘ke question most frequently asked about de- 


Just the other day a man who owns three prosper- 
ous hardware stores told me he was superstitious. 
about certain makes of equipment, as every store- 
familiar to him that had them was not successful. If 
the facts in those cases were known to him as they 
were in most instances to me his superstitions would 
appear to him as they really are, ridiculous. One: 
might as well put a new suit of clothes on a bum and 
expect the miracle of producing a man. 

As stated previously, eight departments will suffice 
as a basis from which to start. Architectural limita— 
tions are necessarily to be considered in any layout 
or arrangement, so we will assume a hypothetical case- 
of a store twenty-five feet wide and one hundred feet 
long without faults, projections, etc. We will assume: 
that the eight departments are as follows: Tools, 
Cutlery, Sporting Goods, Household Goods (including 
Stove and Refrigerators), Builders’ Hardware, Paints: 
and Auto Accessories. The eighth department vary- 
ing with type of business. 


Tool Department: 


A well aranged tool department in a hard- 
ware store is a “joy forever.” It makes no differ— 
ence on which side this department is located. 
I have used either side and can find no differ-- 
ence. 

Commencing at the front with saws and planes. 
in wall cases followed by a showing of carpenters’ 
tools sampled on display doors, with items com- 
monly used by other mechanics following these.. 
It is obvious that companion sales are seldom 
made unless items of the same class and nature 
are shown in close proximity. A pyramid table 








Let Mr. Mappes Help You 


Mr. Frank Mappes, the author of the series of articles now appearing in 
HARDWARE AGE on store arrangement, store management, merchandising dis- 
play, and other timely topics, has had wide practical experience and knows his 
subject thoroughly. Modern competitive conditions necessitate well laid out mer- 
chandising programs. Mr. Mappes will be glad to help you solve your individual 
problems. Write him in care of HARDWARE AGE Editorial Department. 
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is a good fixture to show miter boxes, tool grind- 
ers, bench drills, blow torches, plumbers’ furnaces, 
glue pots, vises and other items that do not lend 
themselves to panel displays. 

It is necessary to carry parallel lines for some 
articles in tools for competition and comparison, 
but these should be the exception and not the 
rule. A well selected line of tools ranged in 
sizes and kinds will produce a sufficient number 
of turnovers to make the Tool Department prof- 
itable. Beware of “Too Many Makes” and paral- 
lel lines. This mistake is more prevalent in tools 
than in any other line except paints. 


Sporting Goods Department: 


Opposite the Tool Departmerit, beginning at 
the front of the store, commence with guns and 
ammunition in wall cases, followed by panel door 
fixtures for the display of gun accessories and 
fishing tackle. Following these baseball, foot- 
ball, tennis and other athletic goods should be 
carried on open shelving in original boxes. These 
may be sampled in floor cases in front of the 
wall fixtures’ thus permitting clerks to show the 
samples ard produce the desired article from the 
open shelving and wrap it up in its original con- 
tainer. Bicycles and other large items of sport- 
ing goods can be displayed on the floor in close 
proximity. Fishing tackle is sometimes shown 
to advantage in floor cases, but the stock usually 
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as builders’ hardware. In the arrangement of 
this department, if the store does considerable 
volume and frequently has no figure from blue 
prints, it is advantageous to set aside a small 
space for the exclusive use of the builders hard- 
ware man so that he can show his samples to 
prospective customers without interruption. 
This, of course, should be partitioned off from 
the rest of the store if space will permit. We 
will treat this part of the work from the “over 
the counter sales” angle and not that of con- 
tracts. 

We will start with the smaller and popular 
selling items and those that appeal to the aver- 
age customer, particularly to women. padlocks, 
night latches, wardrobe, till, drawer and trunk 
locks, should be shown on the first two doors, 
followed by cabinet hardware, wire goods and 
miscellaneous hardware. Sash locks and lifts 
may well start the regular line-up of items that 
constitute building hardware. Following with 
butts, hinges, catches, hangers, screen door sets, 
etc., and continuing along the line with rim and 
mortise locks, outside, inside, front and store 
door sets. Strap and tee hinges and the rougher 
items should be sampled farther toward the 
rear. 

These goods should all be put away in drawers 
in the same manner as that described for tools. 
The items having screw holes should be mounted 
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Suggestion for Arrangement of Departments 


is in such deplorable shape that it often presents 
an endless confusion rather than a display of 
salable goods. 


Auto Accessory Department: 


There are many tools in hardware stocks that 
are now found in auto accessories. Therefore it 
is a good plan to gradually merge the display of 
ordinary tools to that of tools designed for use 
exclusively for the auto and in that way carry 
out the principle of suggestion in order to create 
companion sales. 

Many articles, such as spark plugs, rings, 
fuses, gaskets, couplings, grease guns, switches, 
connectors and others lend themselves to panel 
displays and can be stocked in the same manner 
as tools. Large items, such as spot lights, horns, 
storage batteries, lenses, jacks, pumps, etc., to- 
gether with oil measures and funnels, should be 
shown in wall cases and open shelving. Some- 
times a pyramid table nearby will produce better 
results in the sale of the larger articles. 


Builders’ Hardware Department: 


All other items other than tools which are 
generally known as shelf hardware can be classed 


with at least two screws—using 1% in. No. 4, 5, 6 
or 8 screws. The articles should be shown in the 
pipe organ alignment with only enough space 
between necessary to prevent overcrowding. 
Every item in all different finishes should be 
shown in all finishes. Padlocks should be fastened 
to the panel. The keys must alWays be fixed near 
the lock so that samples are salable when stock 
is exhausted. 


Household Goods Department: 


rt 


The possibilities of larger volume and in- 
greased cash sales are not as pronounced any- 
where as in the Household Goods Department 
of a hardware store. 

This department should follow sporting goods. 

Open shelving and pyramid tables, spaced to 
the best advantage, is the best way to display 
these goods. Open shelving is ideal for cooking 
utensils, wooden ware, crockery, etc. The pyra- 
mid tables should be used for the myriads of 
small items in wire baskets or trays and the 
many household specialties. The bases under 
the tables lend themselves to the display and 
samples of large items, such as galvanized ash 

(Continued on page 90) 
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One-Stroke Roman 


By Joseph Bertram Jowitt 


September 25, 1924 


Alphabet 








Joseph B. Jowitt, 
HARDWARE AGE 


Dear Mr. Jowitt: 


I have followed your show card instructions in HARDWARE AGE with very 
satisfactory results, but there is one point that has been troubling me somewhat. 
I do not know exactly the correct way in which to shade a letter, and would 
appreciate your advising me in this matter. 
I have taken your advice “not to give up” and my perseverance has been re- 


warded so far. 


HarrRY H. HUMESTON, 


Des Moines Street. 








OTHING illuminates or _ en- 
hances the appearance of a 


IN show card like the shading of 


the letters; it makes the plainest let- 
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for that ¥% 


Trip: 


Let us help you 
with your list. 
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ters appear as if raised or embossed. 
The writer received several letters 
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from HARDWARE AGE readers who de- 
sire more detailed instructions on shad- 
ing. The following communication re- 
ceived from Mr. Harry H. Humeston of 
Des Moines, Iowa, demonstrates what 
the writer has so often stated, success 
only comes to those who keep on keep- 
ing on. 

Shading is used to cause letters, 
borders, scrolls and ornaments to ap- 
pear in relief, or as if projected or 
raised from the background, and is the 
most important auxiliary of lettering. 
All letters should be shaded at the left 
and to the bottom, using one size small- 
er brush than used for the lettering, 
maintaining an angle of about 45 
degrees, it being assumed that light 
falls on a letter at this angle. The 
black circle No. 1, illustrated on the 
alphabet plate shows the correct way 
to shade all round letters such as C, D, 
B, G, J, O, P, Q, S, and U the widest 
portion of shade occurring at “B” mid- 
way between the points A, A, and 
gradually diminishing in width, termi- 
nating in a fine point at the bottom A. 
The graduating width being accom- 
plished by a very slight pressure on 
the brush. (See circular Fig. 5, this is 
the correct position of holding brush 
while shading all round letters.) No. 2, 
the letter “F” illustrates the correct 


way to shade all square letters, at the 
left and at the bottom of each portion 
of letter. All letters should be shaded 
on the same angle and every part of 
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shade should be of equal width on 
(Continued on page 84) 
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Single Stroke Roman Alphabet 
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In practicising lettering you will find this chart particularly valuable, in that it not only 
shows the construction of the Single-Stroke Roman alphabet but also the correct man- 
ner in which to hold the brush. 
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The Salesman’s Relation to Collections 
By “The Sales Manager” 


tween the credit manager and the salesman from 

the standpoint of the credit man. In this article, 
I wish to chat about the salesman’s relation to credits, 
and incidentally, to collections. 

The worst possible mistake any manufacturer, whole- 
saler or retail merchant can make is to allow his cus- 
tomers to gather the idea that it does not make any 
difference when they pay. When a house becomes 
easy-going in collections, customers put them at the 
tail-end of the list for payments. The houses that 
are prompt collectors—that send out their statements 
promptly and convey the idea, by every movement, 
that they expect to get the money promptly—usually 
receive their payments promptly from the first collec- 
tions of their customers. When the customer gets 
around to paying the easy-going collector, he finds his 
money is all gone and has been used up paying the 
prompt pushers. So, usually, he puts off the easy- 
going collector until the following month. 

In the meantime the salesman of the prompt col- 
lector calls and as the merchant does not owe his house 
any money, he gives this salesman a nice order. How- 
ever, when the salesman of the easy-going collector 
turns up, he is either put off altogether or he is given 
only a small order because the customer has not the 
nerve either to order any goods or to send a large or- 
der when he is behind in paying his account. Say 
what you please, it works this way all the time in every 
line. 

Then again, when the easy-going collector finally 
becomes impatient at the slow payments and decides 
that the customer is imposing upon him, he usually 
writes a sharp letter. This letter arrives when the 
account is long overdue. Does the customer appre- 
ciate the fact that he has been treated very leniently? 
As a rule, he does not. He becomes indignant at the 
sharp tone of the letter. He writes back an angry 
letter to the easy-going collector. He says to him— 
“Are you afraid of losing your money? I want you 
to understand that I am ‘perfectly good.’ I have 
bought goods from you for years. It is certainly 
strange that when I need a little accommodation in 
the way of extra time, you write me such a sharp 
dunning letter. Please tell your salesman to discon- 
tinue calling on me. This remittance will close my 
account.” Haven’t we all read letters such as these? 
It is simply the reward for our easy-going collection 
policy. 

If a salesman is wise, he will help his house at every 
point in making prompt collections. He will not hesi- 
tate to tell his customers that his house expects prompt 
collections. He will not lead the customer to believe 
that his house is going to be lenient with him. Often 
and often when I was a salesman, I used to say to my 
trade—“‘Well, my house does not mind cutting prices. 
As you know, it gives splendid service in the way of 
filling orders and in shipments, but on one point it is 
adamant—it certainly wants its money when it is due. 
You know, the old man—the president of the house— 
has a saying that ‘a nimble sixpence is worth more 
than a slow shilling.’ The old ‘gent’ certainly does 


i my last article, I wrote about the relations be- 





believe in prompt collections. Another one of his say- 
ings is—Promptness is the essence of all good busi- 
ness.’ ”’ 

I also used to say to some of my customers who were 
inclined to be slow—‘‘Do you know that my house 
takes the cash discount on everything they buy? Did 
you ever figure out just how much a cash discount 
amounts to at the end of the year?” I would figure 
it out for him and I would show him that 2 per cent 
for cash in 10 days was a good deal more than 12 per 
cent per annum on the money. I would tell my cus- 
tomers how my house always went to the bank and 
borrowed money in order to pay its bills promptly and 
to derive the benefit of the cash discount. I did not 
hesitate to impress upon them the fact that my house 
not only wished to earn the extra money for the cash 
discount but that it also knew that discounting its 
bills helped its credit and led to its being given every 
concession in the way of extra discounts in buying its 
goods. 

If a salesman is struggling to get the maximum 
returns in the way of sales from his territory, he 
must watch collections very closely. There is no surer 
way to lose business than to allow a customer to run 
behind in his payments. 

There is another angle to prompt collections that a 
salesman can pass out with a smile and a twinkle of 
the eye. If a merchant is buying from a house that 
insists upon prompt payments, you can put it down as a 
safe bet that this merchant himself will in turn insist 
upon prompt payments from his own customers in 
order to meet his obligations. The manufacturer or 
the wholesale house that handles collections in an easy- 
going manner are actually setting a very bad example 
to the retail dealer. They are doing him a direct in- 
jury instead of a benefit. 

Some houses are very careless about keeping their 
salesmen posted in regard to the payments of their 
customers. Many salesmen wonder why customers do 
not buy when, if they knew the facts about their pay- 
ments, they would understand fully. A salesman repre- 
senting such a house on his visits to headquarters 
should carefully go over the accounts of all of his 
customers. He should take the time and trouble to 
see exactly how they stand. If the credit man has not 
been sending him statements, it would be a good idea 
to make arrangements to have statements of all slow 
accounts mailed to him. Even if the salesman is not 
permitted to make collections, these statements would 
post him on conditions. 

I am aware that the modern thought in merchandis- 
ing is not to depend upon salesmen to make collections. 
This is a poor selling plan. Experience has taught 
that it is much better for collecting to be done direct 
by the house and that statements should be sent to 
the salesmen for collection only in extreme cases. 
Experience has also taught that where salesmen make 
collections, many abuses in the way of claims and 
credits develop. These is no question that the cus- 
tomer will attempt and usually succeed in putting 
over claims with a salesman when he would never have 
the nerve to make these claims direct to the house, 
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Salesmen are naturally over-anxious to sell and when 
a little claim of a dollar or two interferes with a 
sale, as the salesman thinks, of a nice fat order, he is 
entirely too prone to quickly allow the customer’s 
claim. This of course is a bad thing because it is 
simply encouraging customers to make these claims. 
If any collecting salesman will analyze his business, he 
will soon find that in those cases where he has been 
generous to a customer, the matter has ended in the 
customer’s becoming a regular K. K. (Kronic Kicker.) 
In other words, when a dealer finds a salesman who is 
an easy mark in allowing claims at times of payment, 
you cannot blame him very much if, when he receives 
the salesman’s card announcing the date of his next 
visit, he spends an hour or two going over this sales- 
man’s invoices, trying to figure out claims to put over 
at his next settlement. 

Then salesmen who make collections frequently give 
allowances in cash to customers that never get on the 
books of the house. This is an exceedingly dangerous 
thing for a salesman ever to start. A shrewd and 
tricky dealer often works an easy-going salesman to 
death in the line of secret cash settlements. The only 
method to keep away from this is never to start. 
Every credit should go through the books of your 
house. 

How do I know these things? Simply because I 
have had experience. I have made cash credits and 
have ruined customers by doing it. I have been easy- 
going on collections and have lost accounts by being 
so good-natured. 

There is only one way to do business and that is to 
do it in aclean-cut manner. If you are to have trouble 
with a customer about a collection or about a claim, 
you had better have it the first time the subject comes 
up and get through with it. The longer the matter 
drags, the worse off you will be. Little troubles have 
a habit of growing. Every salesman should kill off 
a little trouble just as soon as it shows its head. 

There is another angle to this idea of being gen- 
erous and easy-going. You will soon find that you 
attract to yourself all the slow payers and kickers in 
your territory. Trying to collect these slow accounts 
and working on these claims will finally take a great 
deal of your time. You have only so much time. Your 
share of time while it lasts is no more than the time 
of every other salesman. While you are devoting your 
time to trying to collect accounts that have gotten 
in a bad way and trying to settle claims that have piled 
up on you, your competitor who has been more busi: 


HARDWARE AGE 


7 


ey 


ness-like—who has not been so easy-going—is devot- 
ing his time to selling the best trade on the territory. 


Now in conclusion, do not gather the idea that | 
mean that a house or a salesman should always be a; 
hard as granite in collecting or in handling claims. 
There are times, on account of misfortunes that are 
not the fault of your customers, where they not only 
should be granted an extension of time but where this 
extension should be cheerfully offered to them. There 
are such things as fires and flood. Death comes knock- 
ing at the door. If it is your habit to collect promptly, 
when the time arises that you should grant extensions, 
you are in a position to grant these extensions. When 
they are cheerfully offered to a customer before he 
asks them, your generosity is very much appreciated 
and you hold and build up accounts. 


The same thing is true of claims. If a customer 
makes a claim where he is entitled to the credit he 
asks, it should be granted immediately and it should 
be granted cheerfully. The salesman should express 
his regret that the error was made—that the wrong 
goods were sent or that the quality was not what it 
should be. 


However, on the other hand, while granting that 
there are such cases where credits should be made, the 
very moment a customer starts on the system of claim- 
ing rebates to which he is not entitled after the goods 
have been shipped and billed, then a salesman must 
firmly use all of his tact in declining even to consider 
such claims. 

When you are sure that your customer is wrong, 
never, never, never allow your customer to persuade 
you to refer the matter to the house. Never take the 
position that you will help the customer put something 
over on the house. This is fatal. When you do this, 
you lose your customer’s respect. As far as he is con- 
cerned, you should be the house. If he is the right 
sort of merchant he will respect you if you stand up 
for the rights of the house. In the case of collections, 
claims and cut prices, the salesman who attempts to 
put one over on the house in collaboration with his 
customer is indicating a weakness to the customer 
that is certain to result in a loss of that salesman’s 
influence with the customer. 

After all is said and done, in order to build up the 
maximum sales in your territory, you must first of 
all be clean yourself. You must hold the idea before 
your customers of doing a clean business and you must 
keep your accounts also clean. 








A Problem in Cutlery Merchandising 


VERYBODY knows that the United Cigar Stores, Schulte’s, Liggett’s and other big chain 
) stores are selling razor blades at the cut price of 79 cents for a package of ten, or 40 


cents for five. 


How are you meeting this cut price competition? 


This important question is discussed in next week’s HARDWARE AGE by John Cassin, a 
recognized authority on cutlery merchandising. Watch for it! 
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Attorney General to Aid Trade 


Associations in Testing Laws 
Will Bring Friendly Suits to Decide How Far Organizations 


May Go—Increase in Paint Production— 


Favorable Trade Balance 


WASHINGTON, Sept. 22, 1924. 


SSURANCES given during the 
A past week by Attorney General 
Stone make it probable that in 
the near future the twilight zone in 
which many national trade associations 
have been working will be so illumin- 
ated that the jurisdiction, rights and 
immunities of these organizations will 
be so clarified as to preclude any fur- 
ther clashes with the Federal authori- 
ties. There is reason to hope, therefore, 
that the trade associations will soon 
have a clear pathway blazed for them in 
which they may proceed securely to 
expand their useful functions. 

The Attorney General’s assurances 
have been given in connection with a 
series of informal conferences held here 
with the representatives of a number of 
trade associations who have urged that 
the Government should outline clearly 
just how far trade organizations*can go 
in the collection and distribution of sta- 
tistics and trade information. Gen. 
Stone has gone considerably further 
than his predecessor, Atorney General 
Daugherty, was willing to go in his 
correspondence with Secretary Hoover, 
and trade associations everywhere will] 
be the beneficiaries. 


Will Test Laws in Court 


In a word, the new Attorney General 
has agreed that if the trade associations 
of the country will cooperate in formu- 
lating a schedule of queries with re- 
spect to what can and what cannot be 
done legally and will submit same to 
the Department of Justice, new cases 
will be made by the department involv- 
ing friendly actions to secure judicial 
decisions that will settle the law on all 
doubtful points. As a preliminary step 
trade associations have been requested 
to confer with the attorneys having 
charge of anti-trust and other collateral 
legislation in the Department of Jus- 
tice with a view to a very careful ex- 
amination of cases adjudicated under 
the Sherman, “Clayton and other anti- 
trust laws for the purpose of clearing 
up all doubt as to what the courts have 
already determined respecting many of 
the questions now under consideration. 

This survey of litigated caes will, no 
doubt, clear up a good many points upon 





By W. L. Crounse 


which many trade association execu- 
tives have been in doubt and the in- 
formation thus cbhtained can be so wide- 
ly distributed as to be brought to the 
attention even of the most obscure of 
the trade organizations. The points at 
issue not found to have been covered 
by court rulings will then be taken up 
by the Department of Justice and new 
actions brought for the purpose of hav- 
ing them elucidated by the courts. 


Will Take Time 


This will be recognized as a some- 
what ambitious program and as one 
that will involve some delay, but com- 
prehensively worked out it cannot fail 
to prove of enormous value to all trade 
organizations. Great care will have to 
be exercised, however, in preparing test 
cases to frame the issues in such a way 
that the respondent organizations and 
individuals many not become involved 
on other points than those which it is 
proposed to adjudicate; otherwise some 
very unpleasant results might follow. 

It is very difficult for the average 
business man to understand why the 
Department of Justice, which initiates 
all prosecutions under the Federal anti- 
trust laws, cannot construe these: laws 
for the benefit of reputable organiza- 
tions of citizens without going to the 
trouble and expense of litigation. The 
fact is the Attorney General could go a 
long ways in this direction if he were 
inclined to do so, but every lawyer who 
has served at the head of the Depart- 
ment of Justice since the Sherman Act 
was passed has been reluctant to at- 
tempt to construe the statutes lest his 
construction be overridden by some Fed- 
eral court in actual litigation. 


Cannot Take Chances 


It would be a comparatively easy 
thing for the Attorney General or one 
of his assistants having charge of anti- 
trust cases to give his personal opinion 
as to what a national trade association 
or an individual corporation may or 
may not do in any given set of circum- 
stances. Such official, however, could 
give no guarantee that his view of the 
law would be supported by the courts; 
hence such snapshot judgments might 
result in far more harm than good. 

In numerous instances Federal courts 


of equal rank in different jurisdictions 
have taken diametrically opposite views 
on important points, several of which 
have not yet been ruled upon by the 
United States Supreme Court. Under 
such conditions it is not surprising that 
the Attorney General should be re- 
luctant to rule in advance upon the 
broad question as to what the courts 
may ultimately decide to be the proper 
and legal functions of trade associa- 
tions. 


Trade Commission May Change Methods 


In this connection I am very hopeful 
that in the near future a movement now 
on foot within the Federal Trade Com- 
mission may result in certain revolu- 
tionary changes in the practices of that 
organization with respect to the serving 
of formal complaints against reputable 
individuals and corporations. There is 
certainly a crying need for the reforma- 
tion of the Commission’s methods and 
there is serious danger that unless they 
are reformed Congress, after an inves- 
tigation of the work of the past five or 
six years, may legislate it out of exist- 
ence. 

Readers of HARDWARE AGE will have 
noted in this correspondence during the 
past year extracts from dissenting opin- 
ions handed down by Commissioners 
Van Fleet and Gaskill protesting 
against the practice of the Commission 
in publishing formal complaints against 
reputable business concerns before giv- 
ing those concerns an opportunity to be 
heard in the defense of the practices 
complained of. In many of these cases 
the Commission has subsequently been 
obliged to dismiss the proceedings, but 
only after the damage has been done 
and frequently only after an irrepar- 
able injury had been inflicted. 


Would Avoid Premature Publicity 


The members of the Commission who 
oppose the present practice in the ser- 
ving of complaints take the view that 
the proceedings of the Commission 
should be confidential except in cases 
where, after careful consideration, the 
respondents refuse either to make ade- 
quate explanation of their business 
methods or to abandon practices 


which the Commission finds it to be in 
(Continued on page 85) 
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Thermic Jug Will Appeal 
to Householders 


The No. 25 Thermic Jug, made by 
the Royal Mfg. Co., Toledo, Ohio, is of 
polished aluminum with a very attrac- 
tive and white band which can be re- 
moved when desired. The jug has a 
3%4-in. mouth opening. The shipping 
weight is 8 lb. and the Bristolware filler 
is guaranteed against breakage. 

Other Royal Thermic bottles and 
jugs made by the company include 
every demand. The Nos. 7, 8 and 10 





Thermic bottles are equipped with glass 
fillers replaceable by the consumer. The 
Nos. and 25 Thermic jugs are 
equipped with Bristolware fillers glazed 
white; also replaceable by the con- 
sumer. All Bristolware fillers guaran- 
teed against breakage. Metal jackets 
are made from heavy steel and tin plate 
except the No. 25, which is entirely 
from 20-gage polished aluminum, the 
same as all caps and cups. All bottles 
and jugs are packed in single shipping 
cartons. 


Gasket Cement Has Unique 
Qualities 


The Red X Gasket Cement, made by 
the St. Louis Rubber Cement Co., 3925 
West Pine Boulevard, St. Louis, Mo., 
resists heat, oil and high pressure gases 
and is unaffected by temperature and 
moisture. It is widely used by expert 
mechanics and is fully guaranteed by 
the manufacturers. 





Efhicient Emergency Chain 


The St. Pierre “Super-Grip” emer- 
gency chains, made by the St. Pierre 
Chain Corp., Worcester, Mass., are an 
effective, simple, inexpensive device for 
quick attachment in case of emergency 
caused by mud holes, sandy and other 
soft spots. The chains provide maxi- 
mum traction at minimum expense. 
They may be carried in the pocket of 
the car and are an insurance against 
delay through bad road conditions, es- 
pecially in out-of-the-way places, where 
help might be unavailable, and even if 
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available would cost many times the 
price of the chains. 

In use on wood and wire wheels, the 
tread member is placed on the tire and 





the chain passed around the spoke and 
the lock tightened. They can also be 
used on disc wheels by drilling a %-in. 
hole about 1 in. from the rim. They are 
made for 3%-in., 4-in., 4%-in. and 5-in. 
tine sizes. 


Cover Can’t Come Off This 
Garbage Pail 


The Lox-On sanitary garbage pail, 
made by I. Hirsohn & Co., 109 Mercer 
Street, New York City, has a number 





of which 


improvements 
should recommend it strongly to house- 


important 


holders. Every housewife knows that 
the ordinary garbage pail has two 
serious objections—first, the cover gets 
lost, and second, even with the cover 
on, cats, dogs and other back yard 
animals can pry off the cover and make 
a mess of the contents all over the 
porch or back yard. 

The Lox-On pail has a cover that is 
built as a part of the pail. It cannot 
get lost. The cover cannot come off 
unless the handle is raised and the 
proper kind of pressure is exerted. 

When not in use the cover lies flat 
against the side of the pail, as shown 
in the illustration. 

The illustration also shows how sim- 
ple is the Lox-On pail. 
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New Line of Radio Receivers 


A new line of Paragon receiving sets 
has recently been developed by the 
Adams-Morgan Co., Inc., Upper Mont- 
ciair, N. J., and will be offered to the 
trade in October. A radical departure 


has been made from former designs, 
especially in simplicity of control and 
lowness of price. 

The new models retain the quality of 
selectivity and 


tone, sensitivity for 





which Paragon has enjoyed a wide rep- 
utation for more than ten years. The 
highest grade of material and work- 
manship is employed throughout the 
line, but because of large production, 
extreme simplicity in design and con- 
struction—a major dial control—they 
will retail at popular prices. Three 
models are being shown to the trade 
for immediate delivery. 

Paragon “T'wo”—a two-tube set 
with major dial control, capable of giv- 
ing loudspeaker volume from stations 
within a moderate range of coast to 
coast range for head phone operation. 
Mahogany finish cabinet. 

Paragon “Three”’—a three-tube set 
of exceptional sensitiveness, unmatched 
loudspeaker tone and volume—major 
dial control. Mahogany cabinet. 

Paragon “Four’—a four-tube set 
with single major dial control—capable 
of giving loudspeaker reception over an 
almost unlimited range. Mahogany 
cabinet. 

A test of Paragon “Four” conducted 
in New Jersey on the evening of Sept. 
14 brought in Station KGO, of Oakland, 
Cal., clear and loud on the loudspeaker. 











Hoppe’s Nitro Powder 
. Solvent No. 9 


Frank A. Hoppe, Inc., Philadelphia, 
Pa., manufacturer of Hoppe’s Nitro 
Powder Solvent No. 9, has _ recently 
developed a handsome new orange, 
black and red counter display case to 
replace the cohventional packing 
carton formerly used to contain each 
dozen bottles of the No. 9. The new 
case requires no repacking when re- 
ceived. On its cover are printed 
simple directions for opening it and, 
in a few seconds’ time, converting it 
into the attractive counter display 
case herewith illustrated. 


Broadway Hdw. Co. . Dam- 
aged by Fire 


A business section of Hornell, N. Y., 
suffered $75.000 fire loss Aug. 22. The 
Broadway Hardware Co. was one of 
the firms which suffered. 








Joseph E, Farrell, Hyde Park, Bos- 
ton, retail hardware, recently suffered 
losses by fire, which materially dam- 
gga block in which the store is lo- 
cated. 
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Jobbers and Mfrs. to Consider 
Reducing Sheet Steel [tems 
SO % on Oct. 14 


At a joint meeting of the American 
Hardware Manufacturers’ Association 
and the National Hardware Association 
of the United States, which will be held 
in the Marlborough-Blenheim Hotel, 
Atlantic City, on Oct. 14, a program for 
the reduction of items of sheet steel 
from 1819 to 261 will be presented for 
action. This program represents the 
work of the simplification committee of 
the sheet steel industry, which was the 
result of a meeting of the metals 
branch of the National Hardware As- 
sociation in Cleveland, on May 25, 1923. 
Surveys of the output were made in the 
twenty-six mills by the committee, 
headed by Walter C. Carroll, of the In- 
land Steel Co. of Chicago, and 23 of the 
mills have indicated their approval of 
the program outlined, which will now go 
before the Atlantic City meeting for 





action by the hardware group on the 
85.6 per cent reduction. 

The simplification committee of the 
terne plate industry, headed by H. N. 
Taylor of N. & G. Taylor Co., Philadel- 
phia, is expected to make a tentative 
report recommending tentative elimi- 
nation of 10 per cent in the weights of 
terne plate. ° 

Further reports are also expected 
from the simplification committee work- 
ing on eaves trough and conductor pipe, 
this committee being headed by A 
Moffat of Wheeling, W. Va., the pro- 
gram having been effected by the work 
of the sheet steel committee. A. E. 
Foote, of the division of simplified 
practice, Department of Commerce, has 
directed the cooperative work of the 
division in the surveys of these three 
groups, and will be present. 





Osborn Mfg. Co. Appoints 
New District Managers 


The Osborn Mfg. Co., Cleveland, 
Ohio, manufacturers of the Osborn 
blue handle line of household and per- 
sonal brushés, has appointed two new 
district managers in the central and 
midwestern territory. J. G. Wright will 
cover Indiana and Ohio. E. E. Milli- 
ken will travel Kansas, Missouri, lowa, 
Nebraska and Minnesota. Both men 
are acquainted with their territories. 

The company also announces that it 
has dealer merchandising helps, display 
and advertising material available for 
the trade, as part of its efforts to assist 
legitimate merchants offset the work 
of unaffiliated house-to-house canvass- 
ers. 





Slocum Hardware Co. 
Incorporates 


E. C. Slocum, owner of the Slocum 
Hardware Co., Ellwood City, Pa., has 
incorporated his business for the pur- 
pose of buying and selling hardware 
and kindred lines at wholesale and re- 
tail. While some of the stock of the 
company will be sold to outsiders the 
greater portion will be held by Mr. 
Slocum and his seven employees. The 
stock will be greatly enlarged through- 
out and many new lines added. Several 
changes are also being made in the 
store arrangement to meet the expected 
increase in business. 

Mr. S'ocum. who for 30 years has 
been constantly at the head of his own 
business, is president of the new firm 
and will devote his entire time to the 
buving end of the business. W. O. 
Miller, vice-president. has had a hard- 
Ware experience of 25 years and has 





been with the Slocum Hardware Co. for 
about seven years. He will continue to 
look after the general store manage- 
ment. 

Miss Ruby N. Cole, who for the past 
16 years has been the bookkeeper, will 
continue at the head of that depart- 
ment and also will act as secretary. 
H. D. Parkinson, with 17 years of mill 
supply experience, is the new active 
blood in the company. His attention 
will be given mostly to the mill supply 
trade and he will also act as treasurer. 

The new concern will begin active 
business Oct. 1 





Westinghouse Moves Annex 
to Philadelphia 


The Westinghouse Electric & Manu- 
facturing Co. has removed its $2,000,- 
000 annex from the main works at East 
Pittsburgh to the huge South Philadel- 
phia plant, which will give employment 
to 600 men in the latter city. 

The new shops transferred consist of 
two buildings covering considerably 
more than a city square. 





Swormstedt Buys Suburban 
Hdw. Co., Cincinnati 


George W. Swormstedt has purchased 
stock and fixtures of the Suburban 
Hardware Co., Peebles Corners, Cincin- 
nati, Ohio, and will incorporate the 
business as the Swormstedt Hardware 
Co. Officers will be G. W. Swormstedt, 
president; E. C. Bredensteiner, vice- 
president, and C. W. Swormstedt, sec- 
retary. Complete lines of hardware, 
paint, sporting goods, household hard- 
ware, electrical and radio supplies will 
be carried. 





New Save-the-Surface Com- 
mittees Appointed 


Committees to serve for the coming 
year were appoinied at a preliminary 
meeting of the directors of the Save- 
the-Surface Salesmen’s Club of [llinois,; 
held at the Central Manufacturing Dis- 
trict Club, Chicago, Sept. 10. Joe Mor- 
rison, John Lucas & Co., president of 
the club, presided. Attendance was 100 
per cent. 

R. S. Woodward, Pratt & Lambert, 
and James T. Comer, Heath & Milligan 
Mfg. Co., will serve with Chairman 
A. A. Koeber, Standard Varnish Co., 
as the executive committee. 

C. E. O’Hara, sales manager, Heath 
& Milligan Mfg. Co., will be chairman 
of the speaker bureau. Oscar Stirn, 
Reliable Paste Co., is chairman of the 
publicity committee, and will be as- 
sisted by C. J. Efner, Eagle-Picher 
Lead Co. R. B. Wallace, National Lead 
Co., will be chairman of the employ- 
ment committee. Elmer Thyboney, 
General Paint & Varnish Co., is chair- 
man of the entertainment committee, 
and will be assisted by J. J. Donnellon, 
Hammar Bros. White Lead Co., and 
J. F. Wallace, Berry Bros. 

The membership committee will con- 
sist of Alan H. Fisher, S. C. Johnson 
Co., as chairman; John T. Rosenberg, 
Enterprise Paint & Mfg. Co.; Albert Z. 
Kahn, Hilo Varnish Corp.; H. T. Gid- 
dings, Benjamin Moore & Co.; George 
H. Bruns, Indiana Indestructible Paint 
Co.; C. M. Baldwin, R. D. Kinder Co.; 
James B. Serrin, Huescote Paint Co.; 
George S. Householder, American 
Varnish Co., and Nels A. Zingerman, 
American Linseed Co. 

Other committees will be formed and 
appointed Jater. S. J. Kolkowski, John 
Lucas & Co., has been chosen as one 
of the speakers for the coming season. 





Chicago Special Leaves 
Oct. 12 for Atlantic City 
Conventions 


The Pennsylvania Railroad System 
has again announced a Chicago special 
de luxe train for delegates and guests 
attending the conventions of the Na- 
tional Hardware Association and the 
American Hardware Manufacturers’ 
Association, to be he!d in Atlantic City, 
N. J., Oct. 13-17, 1924. 

The “special” will leave Chicago, 
Union Station, Canal and Adams 
Streets, Sunday, Oct. 12, at 1 p. m., 
Central Standard time, arriving in At- 
lantic City 9:40 a. m. the following day. 

Fare and one-half rate for the round 
trip wil again be available, through 
the use of identification certificates 
secured through Secretary T. James 
_—— 505 Arch Street, Philadelphia, 


Tickets may be routed throurh Wash- 
ington or Baltimore, including stop- 
over privileges, without additional fare. 
Rates are obtainable upon _ request. 
Railroad officials suegest early reser- 
vation on the special. 
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New Leather Market Letter 
Issued by Perkins-Campbell 


The Perkins-Campbell Co., Cincin- 
nati, Ohio, one of the largest harness 
and leather goods companies in the 
country, is offering to hardware deal- 
ers and other merchants who handle 
harness, leather goods, shoe findings, 
or leather in any form, a trade report, 
known as Campbell’s Bi-Weekly Mar- 
ket Letter and Leather Trade Report. 
This report is a special dealers’ service, 
sent without charge to those merchants 
who are interested. It is a resumé of 
the general business conditions in the 
leather industry. The information con- 
tained in it is based on the various 
banks and association reports in com- 
bination with the information contained 
in the business institute reports. It is 
a digest of the leather market in all of 
its phases. It accurately describes the 
movement of leather as carried on the 
books of the tanners of the country. 
This information is taken from the 
various tanners’ organizations, and the 
records of sales, deliveries and future 
orders of all classes of shoe, bag, strap 
and harness leather. 

The bi-weekly letter is edited by W. 
B. Campbell, vice-president of the 
Perkins-Campbell Co. It contains con- 
ditions of the hide market, up to the 
date of issue, and it is also a reliable 
forecast of future activity in the hide 
market based upon the cattle purchases, 
receipts and killing in the .packers’ 
center. 

There is no charge made for this ser- 
vice, as the Perkins-Campbell Co. be- 
lieve that by giving this information to 
dealers handling leather and leather 
goods, that better merchants will be 
made and that merchants will be in a 
position to answer the arguments of 
consumers in regard to prices on 
leather goods. 





Whittrock New Sales Mer. 
Du-All Mfg. Co. 


At a special meeting of the board of 
directors of The Du-All Mfg. Co., 
Cleveland, Ohio, L. R. Whittrock was 
selected as a director, vice-president 
and sales manager. He fills the va- 
cancy left through the death of E. C. 
Henn, who was killed in an auto acci- 
dent last month. 





Fire Destroys Regent 
Stove Works 


Fire believed to have started from an 
explosion of chemicals in the enameling 
department recently destroyed the 
plant of the Regent Stove Works, 
Fourth and Cedar Avenues, Wyandotte, 
Mich. The loss, which includes machin- 
ery and stock stored in the building, 
was estimated at $500,000 by Thomas 
H. Conway, president of the company. 

The blaze burned several hours, en- 
dangering at times another factory 


unit of the company across the street. 
Fire companies from Wyandotte, River 
Rouge and Ecorse were unable to get 
the flames under control. 

The building, which was of supposedly 
fireproof construction, had been used 
as the stove manufacturing unit of the 
company for a year and a half. At the 
time the building was taken over by 
the company it was completely fitted 
out with new equipment. The loss is 
covered by insurance. 








Coming Radio Shows 


Sept. 20-27. Third Annual 
Cleveland Radio Show, Cleveland 
Public Auditorium. 

Sept. 22-27. Richmond Radio 
aa Blue’s Armory, Richmond, 

a 


Oct. 14-19. Southwestern Radio 
Exposition, Parkmoor Building, 


Dallas, Tex. 

Oct. 15-25. New York Electri- 
cai and Industrial Exposition, 
Grand Central Palace, New York 
City. 

Oct. 18-25. First Baltimore 


Radio Show, Fifth Regiment 
Armory. 

Oct. 18-25. Philadelphia Radio 
Exposition, Second Regiment 
Armory. 


y 
Nov. 3-8. Third National Radio 
Exposition, Grand Central Palace, 
New York City. 


Nov. 10-15. Electrical Exposi- 
tion, Omaha, Neb. 
Nov. 11-16. Milwaukee Radio 


Exposition, Milwaukee Auditor- 
ium, Milwaukee, Wis. 

Nov. 17-22. Chicago Radio 
Show, Coliseum, Chicago, III. 

Nov. 19-21. Electrical Supply 
Association Show, Hotel Cleve- 
land, Cleveland, Ohio. 

Nov. 23-30. International Radio 
Week, National Radio Trade As- 
sociation, 1133 Broadway, New 
York City. 

Dec. 1-6. Newark National 
Radio & Electrical Exposition, 
sy Regiment Armory, Newark, 


Dec. 1-6. Third Annual Boston 
Radio Exposition, Mechanic’s 
Building, Boston, Mass. 

Dec. 2-7. Second Annual Na- 
tional Radio Exposition, Ambas- 
— Auditorium, Los Angeles, 

al. 

Jan. 10-15. Washington Radio 
Show. Auspices Radio Merchants 
Association, Washington, D. C. 











Chicago Firm Changes Name 


The Sure Seal Bottle Capper Co., 
2650 Coyne Street, Chicago, has 
changed its name to the Indestro Mfg. 
Co. The name Indestro has been regis- 
tered in Washington, D. C., as a trade 
mark of the company’s products. The 
personnel has not been changed. 





Inadequate Profits 
Manufacturers’ 
Cofhplaint 


“Lack of adequate profits continues 
as the chief complaint in a large num- 
ber of manufacturing industries,’ mar- 
ket authorities point out in discussing 
general market conditions. The situa- 
tion in this respect appears to be grow- 
ing worse instead of better because of 
the inclination of most commodities to 
advance, without a compensating in- 
crease in the price of manufactured 
goods, 

On the basis of general statistics the 
outlook is for a continuance of firm 
prices for raw materials and advances 
in finished products in only exceptional 
eases. Stocks of raw materials, in the 
main, are lower than normal. At the 
same time stocks of finished goods are 
much nearer normal than are those of 
the raw materials, despite the long cur- 
tailment in most manufacturing plants. 
Exceptions to this are found in goods 
in which the style element is strong, as 
recent changes in fashions have ren- 
dered stocks of desirable merchandise 
somewhat low. In general, however, 
stocks of manufactured goods are 
ample to care for the current demand 
and consequently it is difficult for 
manufacturers to obtain price increases 
sufficient to compensate for the higher 
prices for raw materials. 

As a result, manufacturing thought 
is trending toward methods of cutting 
the cost of production. More attention 
is being given to increasing the effi- 
ciency of plants, and in some cases, 
notably the textiles, there is a strong 
effort being made to reduce wages. 


New England Group Meet- 
ings Well Attended 


As part of the first annual New En- 
gland Boom Week program the New 
England Retail Hardware Association 
held special group meetings the first 
four evenings of last week at Boston, 
Mass., Providence, R. I., Worcester, 
Mass., and Portland, Me., which were 
addressed by George M. Gray, presi- 
dent of the National Retail Hardware 
Association, and W. C. Fuller, presi- 
dent of the New England Retail Hard- 
ware Association, and others. All of 
the meetings were well attended and 
at Providence the Belcher & Loomis 
Co. sent eighty of its men to take part 
in the meeting. F. Alex. Chandler, 
president of Chandler & Farquhar Co., 
Boston, was active in arrangement 
work. 








Dowd with Billings & Spencer 


J. H. Dowd has become associated 
with Billings & Spencer Co., Hartford, 
Conn. Mr. Dowd was formerly sales 
engineer with the Winchester Repeat- 
ing Arms Co. and later in charge of 
retail stores for that company. 
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Selling Electric Cleaners in the Small 
Town Hardware Store 


NE often hears the hardware 
() dealer in a small town express 

regret over his inability to han- 
dle certain lines because he regards 
his town as being too small a field for 
them. This idea prevails particularly 
in regard to electrical labor-saving ap- 
pliances for use in the home, such as 
suction sweepers and washers, for the 
marketing of which it is thought that 
a large field is essential if the dealer 
is to have a profit-making opportun- 
ity. 

The fact is that what is generally 
termed a large field is not needed, the 
customers that a dealer already has 
constitute a large enough field to begin 
with, as the big majority of these cus- 
tomers have neither of these time, labor 
and health saving appliances in their 
homes. Nor is this a small field for 
most dealers or one that will quickly 
exhaust itself, as will be found when 
the list of old customers is looked over 
and when it is considered that new fam- 
ilies are constantly being added to the 
town’s population. Furthermore, old 
customers are the best kind of a field 
because contact has already been estab- 
lished and the selling of electrical ap- 
pliances to them _ strengthens and 
makes mutually valuable the customer- 
dealer relationship. Therefore, having 


By Enoch Lundquist 


the advantage of an already existing 
contact with his field, the hardware 
dealer is well equipped to sell such 
lines. 

In the absence of accurate figures 
(such are only available in towns 
where an electrical equipment ‘survey 
has been made) there is a way to de- 
termine the approximate size of the 
field for any appliance. It is provided 
by the figures on National distribution 
issued on January first, this year, 
which shows that on that date 56 of 
every 100 wired homes in the United 
States had yet to buy their first elec- 
tric cleaner and 71 of every 100 had 
to yet buy their first electric washer. 
The bulk of this distribution, more- 
over, had been obtained in the big 
centers of population, which makes the 
smller cities proportionately larger 
fields. 

It is not possible to accurately esti- 
mate the extent to which these appli- 
ances are in use in cities of 10,000 
population, but it is thought that less 
than 20 per cent of the wired homes in 
cities of this size have an electric 
cleaner and only about 15 per cent 
have an electric washer. It can be 
taken for granted that the average 
city of 10,000 has about 1100 wired 
homes, that 880 of these are present 


prospects for electric cleaners and 935 
are present prospects for electric wash- 
ers. The field for these appliances 
therefore looms larger than expected 
and the problem, instead of being that 
of finding a big enough market is 
rather that of how best to develop it. 
A workable plan being used by a 
dealer in a small town will therefore 
be of interest to every hardware man 
similarly situated. 

James B. Burke is one of three 
hardware dealers in Pontiac, Ill., a 
city of 7000 people. He commenced 
handling suction sweepers in 1922 and 
sold 12 machines that year. Last year 
he sold 50 machines, 60 per cent of 
them for cash. His average invest- 
ment was $275, or 6 machines. This 
stock he turned 8 times last year. He 
has set a quota of 100 machines for this 
year and is well on the way toward ex- 
ceeding his quota. As the result of his 
experience Mr. Burke says, “Of first 
importance is to select a well and fa- 
vorably known cleaner, one whose 
prestige is established through satis- 
factory ,performance and through the 
advertising done by manufacturer. It 
would be unwise to try selling a 
cleaner whose favorable reputation 
isn’t already established, as it would 
then be necessary to sell the commun- 
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ity on both the need for time, labor 
and health saving as effected by elec- 
tric cleaners in general and on the 
merit of an unknown make. This takes 
too much time and money. Better to 
handle an electric cleaner whose name 
and performance are well known. Then 
you need do only the first half of this 
work. 

“Next adopt a result-getting selling 
program and stick to it. To sell an ar- 
ticle of this kind means to go out and 
see the women in their homes. If a 
hardware dealer takes on an electric 
cleaner he can’t expect to sell them in 
the store, he will have to hit the ball; 
if he doesn’t he had better lay off, as 
people don’t come into a store and say 
they want a cleaner. You have to go 
out and sell them. 

“You must keep it before the public 
always, displaying it in the store and 
in the windows and advertise it in every 
practical way. I advertise in our local 
paper and, as a rule, I pick Mondays 
because almost every woman washes 
on Monday and gets tired. Then when 
she picks up the evening paper she 
reads the Suction Sweeper ad and it 
tells her of a labor saving appliance. 
It drives home to her the fact that she 
is doing unnecessary work and that 
she can buy this appliance, which she 
already has heard about, right here in 
town. I also use billboards and slides 
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This splendid reproduction of the Lewiston Hill Highway was shown 
Hardware Co., Lewiston, Idaho, and received a lot of attention. 
Chamberlain of Lewiston and the display itself designed and install 
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at the movie show. I distribute book- 
lets and other literature which the man- 
ufacturer sends me in the automobiles 
parked along the street and thus get 
both inexpensive and effective adver- 
tising’.” 

When customers come into the Burke 
store, both men and women, they are 
asked if they have this make of cleaner 
at home. If not, the customer and Mr. 
Burke generally agree upon a time for 
the cleaner to be demonstrated in the 
prospect’s home on her own rugs. As 
Mrs. Burke helps out in the store when 
needed, it is possible for Mr. Burke to 
spend a good deal of time outside. This 
time he spends in canvassing Pontiac 
homes for the opportunity to demon- 
strate the suction sweeper. When de- 
livering a purchase he puts a suction 
sweeper on the truck and takes it along 
to demonstrate it to his customer and 
her neighbors. He is thus always on 
the alert for a sale. 

Mr. Burke has observed that a given 
number of immediate sales will result 
from a given amount of work. He has 
therefore mapped out a program of 
outside work for that portion of his 
time which is not required for other 
duties. He generally finds it possible 
to spare enough time to canvass 12 
Pontiac homes each week. In this num- 


ber of calls he has averaged four homes 
where he has got the opportunity to 
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demonstrate the cleaner. This means 
16 demonstrations per month which 
have resulted in six immediate sales. 
The other demonstrations are not wast- 
ed however. The favorable impression 
which was made remained in the: minds 
of these prospects and usually resulted 
in sales at the next housecleaning sea- 
son or at Christmas. Such sales, in 
fact, are the only ones that have been 
made at the store and, as they are actu- 
ally the result of the outside work, Mr. 
Burke is borne out in his statement, 
“You’ve got to go out and get ’em.” 

When making a sale Mr. Burke is 
particular about instructing the pur- 
chaser in the uses and the care of the 
cleaner. This practice has proved worth 
while, as not one of the suction sweep- 
ers he sold in 1923 has required ser- 
vicing. 

Over half the cleaners sold last year 
were to people who had not previously 
been customers and the handling of 
this make has therefore proved a suc- 
cessful undertaking from the _ stand- 
point of trade-building, let alone the 
profit that resulted. It is interesting 
to note that 27 per cent of Mr. Burke’s 
sales last year were machines of special 
voltage, sold to owners of farm light- 
ing plants, which leads to the conclu- 
sion that a field is not limited by city 
boundaries, but rather by a dealer’s de- 
sire to sell. 
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in the window of the Erb 


The painting was done by John 
ed by D. T. Heter, in charge of 


the Erb company’s builders’ hardware and tool departments. 
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General Market News 





Hardware Sales 


Average 


Larger but Individual 
Orders Small 


of business transacted, in practically all of the wholesale hard- 


Mo busin there has been a marked improvement in the volume 


ware markets 


throughout the country 
accurately that current demands for hardware are large. 


it cannot be said 
In the 


opinion of many jobbers September sales will approximate last Sep- 
tember’s total, although in many cases it is considered doubtful, 
that the month’s average will be as large as the first two weeks 


indicated. 


Current demands for hardware are diversified, although, on the 
whole, staple articles are slightly more active than seasonal goods. 
Retailers with few exceptions are not anticipating their future 
requirements to the extent that is customary this time of the year. 


No major price changes have been announced during the week, 
although jobbers continue to make small price readjustments because 


of local competitive conditions. 


It is not expected that any out- 


standing changes will be made in the price structure for some time, 


at least not until after the election. 


Collections in most sections are 


reported to be better, and deliveries for the most part are satisfactory. 





Price Re-Adjustments 
in Boston 


Fewer price changes were reported 
the past week than in any similar 
period in months. There has been a 
further slight reduction in certain 
kinds of garden hose, and practically 
all jobbers have revised prices on pad- 
locks to jibe with lists issued by manu- 
facturers some time ago. They have 
not, however, followed the recent rise 
in bolts and nuts made by manufac- 
turers. A change in steel goods is in 
the making, but jobbers are not pre- 
pared to say just what the change 
will be. 





Cincinnati Prices Firm 


Stability of prices is reflected in the 
statement that local jobbers have not 
made a change in their quotations for 
the past two weeks. The tendency 
among manufacturers, apparently, is 
upward, but nothing authentic has de- 
veloped, and it is not expected that 
any radical changes will be made before 
the first of the year. 





Changes in New York 
of Local Nature 


No major price changes were re- 
ported in the New York market during 
the past week. Jobbers, however, con- 
tinue to make price adjustments to meet 
local competition. Cut nails were re- 
duced 15c. per keg by some of the New 
York jobbers, making the present base 
$4. New bolt discounts are expected to 
be announced shortly. Orders for lawn 
mowers for spring delivery are being 


a 





taken at 10 per cent lower than this 
year’s prices. Jobbers are giving a 5 
per cent discount on all garden tool 
orders received before Nov. 1. 

Although it is reported that retailers 
are ordering more freely and in larger 
volume than they have for some time, 
there is, strictly speaking, no large 
volume of business. It is believed that 
buyers are hesitating until after the 
election. 


Chicago Sales Brisk 


The sale of fall goods in and around 
the Chicago territory is more dctive, 
prices are for the most part firm and 
spring commitments are said to be sat- 
isfactory. Conditions in the agricul- 
tural districts are said to be improv- 
ing. Collections are better. There are 
no indications at present that there will 
be any sharp price changes in the im- 
mediate future. Construction work con- 
tinues in large volume and some author- 
ities believe that there will be slightly 
tighter prices in the materials market. 








Crude Oil Output 
Larger 


Figures of the American Petroleum 
Institute covering domestic crude oil 
production show -an increase of 2950 
bbls. a day in output during the week’ 
ended Sept. 13, when the daily average 
was 2,041,450 bbls. Oil imports were 
at the rate of 167,000 bbls. daily, 
against 184,286 in the preceding week. 
Receipts ef California oil at Gulf Coast 
and Atlantic ports increased from 74,- 
286 to 94,561 bbls. a day. The increase 
in production occurred in the territory 
east of the Rockies. 





Bethlehem to Abandon 
Pittsburgh Base Plan 


E. G. Grace, president of the Bethle- 
hem Steel Corporation, recently an- 
nounced his company would follow the 
lead of the United States Steel Corpo- 
ration in abandoning the use of the 
Pittsburgh price base. 

“Bethlehem,” Mr. Grace said, “will 
naturally, in conducting its steel busi- 
ness, no longer quote prices using 
Pittsburgh as a basing point.” 

Sentiment in the steel trade, while 
conceding that the effect of the aboli- 
tion of Pittsburgh plus could not be 
determined as yet, was generally that 
it would have little influence on prices. 
Changes in methods of quoting are ex- 
pected to develop gradually. 





Retail Buying Increases 


A renewal of buying activities of re- 
tail merchants took place immediately 
after Labor Day and resulted in a gain 
of 6 per cent in buying over the pre- 
vious week, for the country as a whole, 
according to compilations made by the 
Credit Clearing House. The previous 
week had shown some let down in buy- 
ing from the earlier weeks in August. 
The largest gain in purchasing was in 
the eastern section, where an increase 
of 8.8 per cent was registered. The 
middle agricultural. section was next 
with a gain of 4.4 per cent. The North 
agricultural sections showed an increase 
of 4 per cent, the South agricultural 
section of 3.2 per cent, and the moun- 
tain section of 2.8 per cent. The Pa- 


| cific Coast showed a drop of 6 per cent. 


Compared with last year, in the same 
week, buying showed a gain of 11.2 per 
cent for the country as a whole. 





Better Conditions Reported 
in Northwest 


One of the largest crops ever har- 
vested in the Northwest has been mar- 
keted and the buying power of the 
farmer has been increased and his in- 
debtedness relieved. The corn crop, 
however, has not been as satisfactory as 
had been anticipated. Improved sales 
of all kinds of hardware are reported 
throughout the Minneapolis and St. 
Paul district and many /old accounts 
that have been outstanding for some 
time have been settled. 

Futures are not as active as many 
had hoped that they would be, but cur- 
rent sales are satisfactory in most sec- 
tions. Retailers, however, are buying 
with more confidence. i 





Goodyear Tire Payment 


Goodyear Tire management, it is 
said, is about ready to announce a plan 
for payment of 28 per cent in back 
dividends on the preferred shares, prob- 
ably in prior preferred stock. 
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Consistent Buying in Pittsburgh Market— 
Jobbers Optimistic Regarding Outlook 


(Pittsburgh office of HARDWARE AGE) 

7 ARDWARE business in this territory is not so 
H heavy as to cause exultation, but demands from 
the retailers are so constant that there is ample 
evidence that the latter are going along with very mod- 
erate stocks and perforce, must continue to be in the mar- 
ket pretty regularly. The jobbers who find business quiet 
and very much in the minority and the explanation. for 
such cases is found in the fact that their lines do not 
embrace many articles, which are usually wanted at this 
time of the year. Big forward buying generally is lack- 
ing, but investigation will disclose that when there has 
been much anticipation of requirements it has been based 
on expectations of shortages or higher prices or both, 
or there have been fears that through labor shortages or 
transportation difficulties deliveries would not be made 
when they were wanted. None of these factors now 
show in the picture and naturally the retailers feel safe 
in “sailing close to the wind” in the matter of purchases. 
All indigations of a barometric character are favorable 
te good business, The steel industry since July has moved 
from about 40 per cent operations to a rate of 60 per 
cent of capacity. Railroad. buying of steel holds up in 
remarkable fashion and it now looks as though this year’s 
car orders would be the best in recent years. It is hard 
to figure that there will not be buying power among the 


ciation in farm products prices this year. Unless stu- 
dents of the plan are all wrong, this country is due to 
supply large quantities of raw materials to Europe with 
the money which will be loaned by American manufac- 
turers “under the scheme of reparations worked out by 
Messrs. Dawes and Young. The coal situation is looking 
better after months of depression. There is some un- 
certainty as to the result of the presidential election, but 
mid-September rarely in the past has been a safe time 
at which to say what the voters would do in November. 

Collections in the hardware business are described as 
fair. Price changes have been few and slowly the idea is 
becoming fixed that important changes from current 
levels are unlikely. The best business is being done in 
gas stoves and heaters, coal hods and other winter warmth 
accessories. Guns and ammunition are doing reasonably 
well and not an unimportant development of the recent 
past is what may be called a right-about-face in the shovel 
market. Prices of that article are better stabilized now 
than they have been before in almost a year and it is the 
experience of one manufacturer that September business 
will be double that of any other month this year and the 
best since September last year. Barbed wire is doing 
better and jobbers report a good demand for sheets and 
tin plate from the small users of those lines. After a 
pause, occasioned by price unsettlement, there is a better 





farmers of the country in face of the tremendous appre- 


AUTOMOBILE ACCESSORIES.—Busi- 
ness is nothing to brag of, but at the 
same time, it is probably little worse 
than it usually is at this time of the 
year. Antiskid chains are beginning 
to move in a moderate way and there 
is a fair demand for alcohol, although 
both articles need the stimulus of really 
cold weather to do well. Some dis- 
appointment is apparent locally that 
anti-glare automobile light lens are not 
moving more freely in this territory in 
view of the activity of the State au- 
thorities with regard to their adoption. 
It is explained that enforcement of the 
law is not particularly active in this 
part of the state. 

BOLTS, NUTS AND RIVETS.—Manu- 
facturers are holding with great firm- 
ness to the advances recently an- 
nounced. Demands upon jobbers here 
are not heavy, but their prices: are firm 
in view of the higher replacement 
prices. : 


We quote out of jobbers’ 
as follows: 

Machine bolts, small rolled threads, 
60 per cent off list; al sizes cut 
threads, 50 per cent off list; carriage 
bolts, small rolled threads, 50 and 10 
per cent off list; all sizes cut threads, 
50 per cent off list; nuts, hot-pressed 
blank or tapped, 3.50 to 4c. off list; 
c.p.c. and t. bank or tapped, 3.50c. off 
list: rivets, small wagon and tinners, 
60 and 8 per cent off list. 


COAL HODS.—Good demand is re- 
ported at unchanged prices. Galvan- 
ized 17-in. hods are quoted at $5 to 
$5.25 per doz. 

GAS STOVES AND HEATERS.—AI- 
though more moderate weather has 
come lately, the calendar denotes the 
approach of winter and good demand 
continues for stoves and heaters. 


stocks 


GUNS AND AMMUNITION.—Common 
report of jobbers is that the demand is 
good and steady. 


ICE-CREAM FREEZERS.—Prices of 
1925 have been announced and are the 
same as those which have prevailed 
for this year. 


PAINTS AND VARNISHES.—Paint 
business still is good in this territory 
and from all signs it is likely that 1924 
will establish a new high record in 
point of the number of sales and the 
total consumption. No change is noted 
in prices of paints or accessories. 

Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 14.75c. per Ib. in 100-lb. 
lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1.05 per gal. in barrel lots; lin- 
seed, gil, $1.16 per gal. in barrel lots. 


; ROPE.—Rastern advices note the of- 


fering of manila rope‘made in Germany. 
It was supposed that the import duty 
was high enough to keep out foreign 
rope, but evidently costs abroad still 
are low enough to enable foreign manu- 
facturers to get in despite the tariff. 
SHOVELS.—Price cutting has very 
largely disappeared and manufacturers 
derives additional satisfaction from the 
fact that with that development there 
has been a very appreciable increase 
in business. One manufacturer has 
not done so well since a year ago as he 
is doing this month, which will show 
orders about double those of any other 
month this year. 

SOLDER.—Drop in the price of pig tin 
is reflected in solder, which’ now is 
quoted at 33c. per lb. for 50-50. 


demand for window glass. 


Paints also are doing well. 


SHEET METALS.—Good demand is 
noted locally for sheet copper with 
prices well sustained at 205%c. per lb. 
on direct mill shipments and 21%c. out 
of dealers’ stocks. Sheet zinc is not 
doing as well as recently. It is quoted 
here at $11.85 per 100 lb. in loose sheets 
and $10.85 in casks. 


SHEET STEEL.—Small users are 
rather heavy buyers and jobbing busi- 
ness relatively is better than that en- 
joyed by the mills. Mill prices are 
holding fairly well and jobbers have 
had no, occasion to revise their quota- 
tions. 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 28 gage, 
$5.60, base, per 100 Ib.; corrugated, 
No. 28 gage, 2% in., $4.80 per square, 
in lots of 1 to bundles; one-pass 
cold rolled black,, No. 28 gage, $4.50, 
base, per 100 lb.; galvanized conduc- 
= pipe, 3 in., No. 29 gage, $4.80 per 


STOVE PIPE AND ELBOWS.—Job- 
bers now are experiencing no difficulty 
in getting specifications against orders; 
indeed, some are finding it hard to get 
shipments made as promptly and as 
fully as desired. 


We quote polished blue nested 
stove pipe from Pittsburgh ware- 
houses, No. 28 gage, 6 in., $15.65 per 
100 joints; elbows, $1.54 per doz. 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, 75c.; collars, 40c. 


TIN AND TERNE PLATE.—Approach 
of winter is reflected in active demands 
for tin plate for roofing and siding and 
for terne plate from the furnace 
builders. No change noted in prices. 


We quote roofing ternes, 40-lb. I-C., 
$22.50 per box 112 sheets, 20 x 28-in., 
from jobbers’ warehouses; furnace 
plate, 20 x 28-in., $13.50 per 100 Ib. 
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WINDOW GLASS.—A much better de- 
mand is observed and this being noted 
by those who have been naming the 
higher prices, it is evident that the 
lower-priced sellers have become pretty 
well filled up. Single strength A. or B. 
is quoted at 84 and 5 per cent off list 
and double strength at 86 per cent off 


Weed Chain-Jack Has Desir- 
able Features 


The Weed Chain-Jack, made by the 
American Chain Co., Inc., Bridgeport, 
Conn., discloses some very desirable 
operating features which are found in 
no other type of jack. When not in 
use the handle is telescoped to its 
smallest size and rests snugly against 
the side of the jack. A sudden upward 
jerk quickly extends the handle to its 
full length, while a smart rap with the 
palm of the hand promptly telescopes 
it to its original size. 

To operate a Weed Chain-Jack it 
is not necessary to get down in a 
cramped position and grovel in mud 
and grease under a car to work a jack 
handle that is apt to fly up with un- 
pleasant results. To lift a car with 
the Weed Chain-Jack, simply give a 
few pulls on its chain while standing 
away from springs, tire carriers and 
other projections. To lower the car, 
pull the chain in the opposite direction. 

Whether raising or lowering, the op- 
erator is always out of harm’s way. 
No knocking of head or soiling of 
clothes against springs or other pro- 
jections. No skinning of knuckles or 
the flying up of a handle, and no chance 
of the car coming down, resulting in 
serious injury 

The Weed Chain-Jack has a strong 
cap, providing the kind of support 
from which the axle will not slip, while 
a broad base prevents the jack from 
upsetting on uneven roads. 

Gears of the proper ratio and ball- 
thrust bearing, which centers the gen- 
erously proportioned lifting screw, 
make the Weed Chain-Jack one of the 
easiest jacks to operate. 

Gears and chain wheel are well pro- 
tected by a stamped steel housing. The 
chain is heavily plated to prevent rust- 
ing. Every Weed Chain-Jack is tested 
to 1-ton capacity. 

The Weed Chain-Jack for passenger 
cars is made in 8-in., 10-in. and 12-in. 
sizes. The 8-in. and 10-in. jacks are 
made with an auxiliary step, as illus- 
trated. 

When the auxiliary step is in opera- 
tive position it adds two inches to the 
height of the jack. 


Congoleum Week to Be Held 
Oct. 6-11 


“Congoleum Week,” which will be 
participated in by retailers and dis- 
tributors of Congoleum throughout the 
country, is to be observed Oct. 6-11, 
under the auspices of The Congoleum 
Co., Philadelphia, Pa. 

Congoleum Week was first observed 
in 1922, and the company states that, 
judging from present indications, the 
1924 event will be on a larger and 
more elaborate scale than in 1922. 

In 1922 a total of $1,500 worth of 
awards was offered to dealers for spe- 
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list for A. and 87 per cent off list for B. 


WIRE PRODUCTS.—Best demand still 
is for nails, but jobbers are finding the 
demand for barbed wire a little better 
than it was recently. Mill prices are 
holding reasonably well and jobbing 
quotations likewise are without change. 
trade 


Jobbers quote retail from 


stocks as follows: 





cial Congoleum Week window displays. 
This year $7,500 has been appropri- 
ated to the purpose; and the prizes 
provided include Buick cars, radio sets 
and other merchandise. 

As before, the prizes are in two iden- 
tical lots—one for windows located in 
towns and cities with 25,000 popula- 
tion and over; the cther lot to be 
awarded in communities with less than 
25,000 citizens. It is understood that 
the size of the window will in neither 
case be considered in making the de- 
cisions. Judgment will be based solely 
on the originality and attention-getting 
value of the display. 

Considerable more publicity is being 
given the coming event than was pro- 
se ay for the first Congoleum Week 
sale. 

The Congoleum Co. has also distrib- 
uted a large number and variety of 
broadsides, circulars, letters, etc., to 
the public and to its dealers, prospec- 
tive dealers, jobbers and newspapers 
carrying sale advertising and is pre- 
pared to furnish any amount of dealer 
helps free, including a generous adver- 
tising appropriation. 
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Wire nails, $3.15 to $3.20 base, per 
keg; galvanized, 2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool; 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 annealed fence wire, 
$3.50 per 100 Ib.; No. 9 galvanized 
fence wire, $3.50 per 100 lb.: woven 
wire fence, 7 bar, 26-in., No. 11 gage, 
$27.12 per 100 rods; same size, all 
No. 9 gage, $36.14. 


Buckeye Toy Co. Distributor 
of Mystery Speed Boat 


The Buckeye Toy Co., Cleveland Dis- 
count Building, Cleveland, Ohio, has 
been appointed sole distributors of the 
Mystery speed boat manufactured by 
the Universal Tool & Die Co., Indian- 
apolis, Ind. 





Devoe & Raynolds Open New 
Retail Store 


A new retail store was recently 
opened in Dallas, Tex., by the Devoe &. 
Raynolds Co., Inc., manufacturers of 
paints, varnish, etc., 101 Fulton Street, 
New York City. Stock was removed 
from the old store at No. 913 to the 
new one at No. 1407 Elm Street, where 
the appointments are said to ‘be far 
superior in every way. The interior is 
beautifully furnished with birch fit- 
tings, finished in the company’s pene- 
trating mahogany stain, and the gen- 
eral arrangement of show cases and 
stock is attractive. 


The Making ai a von ross- C ut Saw 


C. ATKINS & CO., Indianapolis, 
1% have originated a new method 
® which enables them to show the 
users of cross-cut saws, particularly the 
men in the woods, how these saws are 
made. 
A motion picture has been filmed, en- 
titled “The Meteor,” portraying the 
birth of the cross-cut saw. The first 


smaller communities the firm has 
equipped a motor truck with a gen- 
erator which is run by the regular truck 
engine. This generates eleetric current, 
allowing the picture to be shown under 
almost any circumstances. 

The truck carries two moving picture 
projectors, a lighting outfit, an alumi- 
num screen and a _ steel collapsible 
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scene illustrates saws which legends 
say were in use during the bronze age. 
Next comes the discovery of iron, when 
saws were made of that metal, and then 
on down to the discovery of steel, when 
steel cross-cut saws were first made. 

The picture then goes on to show 
the various processes of saw manufac- 
ture in the Atkins factories. 

To facilitate showing the film in the 
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frame on which the screen is mounted. 
When it is desired to show the picture 
the apparatus can be assembled in less 
than five minutes and the picture 
thrown on the screen. 

The truck is manffed by an operator 
and a cross-cut saw demonstrator. 
They travel from town to town and 
from one woods operation to another 
displaying the picture. 
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A New Home 


critical inspection. 
There is little chance 
that hinges will go un- 
noticed at such a time. 
Bring credit to your 
store by supplying 
McKinney HINGEs. 7 





The popularity of the McKinney 
Button Tip Butt-Hinge lies in its 
simplicity and harmony with pres- 


ent-day tendencies in decoration. 


ANUFACTURING COMPANY 
PENNSYLVANIA 


McKInnEy M 


PITTSBURGH 
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September Sales Average 
Equals Last Year’s 
in New York 


ALES the first half of September in the New York wholesale 
S hardware market are reported to have equaled the volume for 

the first half of September, 1923, and jobbers, genefally, antici- 
pate that the latter part of this month will show a slight gain over 
the last part of the ninth month a year ago. Current business in this 
district is much more active than it has been since the early part of 
the year. 

It cannot be said, however, that the current volume is unusually 
large. In contrast with the amount of business that was done 
during the late spring and early summer, the present buying activity 
seems brisk. Retailers are ordering in slightly larger volume, and 
their orders are more numerous, but the policy of hand-to-mouth 
buying that has prevailed for some time is still being adhered to 
pretty generally throughout this section. 

Both seasonal and staple goods are in demand at present. The 
price structure is firm, although jobbers continue to make slight 
readjustments on house prices to meet competition in the local market. 
No major price changes by manufacturers were announced during the 





past week. 


Some of the local jobbers reduced cut nail prices 15c., thus making 


the present base in this market $4. 


Few of the wholesalers have 


as yet changed their discounts on bolts, although it is expected that 
the 10 per cent advance, announced in these columns a week ago, will 
be put into effect within a short time by most of the local firms. 
Retail stocks in this section are comparatively small, and although 
jobbers for the most part have fairly well balanced stocks, there are 


few firms in this section that are overstocked. 


Some of the local 


jobbers are low on certain seasonal lines such as cider presses, for 
instance, and it is considered unlikely that they will reorder at this 


time. 


Deliveries from manufacturers to jobbers are said to be fairly 
prompt, although few factories are operating on full time, according 


to reports received by local wholesalers. 


Collections are better, and 


a good business after election is generally anticipated throughout this 


district. 





5 Per Cent on Garden Tools 


New York jobbers are offering a dis- 
count of 5 per cent on all orders for 
garden tools that are placed before 
Nov. 1. The new prices for the spring 
of 1925, which are approximately 10 
per cent higher than those that were 
effective this year, are ready and are 
being adhered to closely by practically 
all of the New York jobbers. It is 
pointed out that retailers who place 
orders before Nov. 1, taking advantage 
of the 5 per cent allowed, will have to 
pay only 5 per cent of the 10 per cent 
advance. 


Sled Interest Slight 


Small interest is being given sleds 
by retailers in this market. It is too 
early as yet for much activity, jobbers 
point out, although they expect more 
buying with colder weather. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Flexible flyers, No. 1, $2.67 each; 
No. 2, $3.33 each; No. 3, $4.17 each; 
No. 4, $4.67 each: No. 5, $6.17 each; 
Junior racer, $3. 67 each; racer, $4. 50 
eac 

Fire Fly, No. 9, $1.42 each; No. 10, 


$1.71 each; No. 11, $2.14 each; No. 12, 
$2.34 each; racer, $2.51 each. 


Lawn Mowers 10 Per Cent 
Lower 


Prices for lawn mowers next year 
will be approximately 10 per cent Jower 
than the 1924 prices. Jobbers say that 
they are booking a fair volume of ad- 
vance orders. 





Stove Goods in Good Demand 


Good demands prevail in this section 
for all stove goods. Prices are firm, 
stocks fair, and jobbers anticipate ac- 
tive demands for some time. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Dampers, ody 10c. each; 5-in., 


10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18¢. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%c. 
each; 6-in., 18c. each. 

Stove lifters, 1-in., 
7c. each. 

Stove pipe collars, 4-in., 3c. each; 
4l4-in., 4c. each; 5-in., 4%c. each; 
5%-in., 5c. each; 6-in., 54%c. each. 

Stove boards, 24 x 24, $7.90 per 
doz.; 26 x 26, $8.55 per doz.: 28 x 28, 
$9.60 per doz.; 30 x 30, $11. 40° per doz. ; 
32 x 32, $13. 45 per doz.; 35 x 35, $16. 75 
per doz.: 30 x 36, $15. 40 per doz. ; 40 
x 42, $19.05 per doz. 

Pokers, 4% x 20 straight, 6%4c. each; 
% x 20 bent, 6%c. each; Neverbreak, 


6c. each; 2-in., 





19%c. each. 


Reading matter continued on page 70 
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Jobbers Drop Cut Nails 
15c. Base 


Some of the New York jobbers have 
reduced cut nails 15c. per keg, making 
the current base $4. The demand for 
nails of all kinds in the local market is 
better than it has been. Stocks are not 
large, but deliveries are fair!y prompt. 


Jobbers’ quotations to 
f.o.b. New York: 
- poagiciigy ire nails, $3.65 base per 


“Gut nails, $94 base per keg. 

Wire nails and brads, in small lots, 
70-10 per cent off list, in 1-lb. papers. 

Roofing nails, .1 x 11, plain, $5.15 
ng 100 lb.; galvanized, $8.20 per 100 
. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. alvan- 
ized, $10.25 per keg. 


retailers, 





Battery Demand Strong 


Continued active buying features bat- 
teries. Prices are unchanged and stocks 
are said to be in fair condition. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Batteries.—ed seal, 26c. each. 

Radio batteries, No. 771, 42c. each; 
No. 763, $1.05 each; No. 768, 
each: No. 764, $1.22 each; No. 766, 
$1.40 each; No. 767, $2.62 each. 





Good Demand Continue 
for Pails 


Activity continues in the New York 
market for galvanized pails. Prices 
are firm and stocks are adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Galvanized pails, 8-qt., 19%c. each; 


10-qt., 22%c. each; 12-qt., 244¢c. each; 
14-qt., 27%c. each; 16-qt., 334c. each. 





Roller Skates Attract Interest 


More interest is being shown roller 
skates in the New York district. Stocks 
are fair and prices firm. 


Jobbers’ quotations to 
f.o.b. New York: 

Roller skates for boys, $1.42 per pr.; 
for girls, $1.53 per pr. 


Cider Press Stocks 
Badly Broken 


Because of the large demand that ex- 
isted this year for cider presses, job- 
bers’ stocks in New York are badly 
broken. Demands are still active, prices 
are firm, and it is considered doubtful 
that all demands will be filled this sea- 
son by the usual channels. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Cider presses (Boss), No. 1, $6.25 
each; No. 7 each; No. 2%, a 
each; No. 3, $12 each: No. 4, $15.5 
each. All of these have either vane 
or iron bars. Presses with hinged 
tubs add $1.50. ' 

Cider crushers, $6.25. 

Fruit presses, -qt., $2.98 each; 
4-qt., $4.85 each; 6-qt., $6.50 each; 
12-qt., $9 each. 


Screw Demand Quiet 
but Consistent 


Consistent buying features screws 
of all kinds. There is no large buying, 
but a steady pick-up demand. Prices 
are firm, stocks fair. 


retailers, 
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A BarnlIs No Better 
than Its Doors 500F = 














Ta ieee «fF 
The frequent use and general abuse accorded | 1) | lp [8 
the doors of any barn make it vitally necessary | Weld; ; He Gil 
to give careful consideration to their con- Be | 
struction and equipment. | i a \ 
R-W Barn Door Hangers have proved their a= Leal " fee 
worth for quality, service and satisfaction to a 
such an extent that the R-W trade mark is now ii HW! Yamishine Door 
accepted as the symbol of the universal standard. | or? eel 
The R-W line of barn door hangers is unusually Hardware jer 
complete, including a style and price to suit ere lence and safety. 
every demand. These hangers are extremely === - 





durable and are specially designed to assure 
smooth, free operation at all times. 





Write to Department A for catalog describing 





R-W Indus- € | 
R-W Barn Door Hangers. We also manufac- Vatoare for || 

the largest ver- 
ture hangers for use on garages, on elevators, on et hee 


izontal doors. 








factories and in the home, complete descriptions 
of which will be gladly sent on request. 
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Jobbers’ quotations to retailers, 
f.o.b. New York: 

Screws, flat head, 
screws, 70-10 per cent. 

Round head steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
65-10 per cent. 

Round head brass machine 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-10 per cent. 

Galvanized iron, 60-20-10 per cent. 

Flat head brass, 70-20-10 per cent. 

Round head blued, 72%4-20-10 per 


cent. 
Round head nickel plated, 62%-20- 


10 per cent. 

Round head 6744-20-10 
cent. 

Prices vary 
the city. 


steel machine 


screws, 


brass, per 


in different sections of 


Weather Strips Selling Well 


Good demands prevail in this section 
for weather strips. Prices are firm 
and stocks ample. Particular interest 
is being shown “Wirf’s” weather strip, 
which is being sold on 500-ft. reels. It 
is a new item in the local market, and 
has attracted more than usual atten- 
tion. 

Jobbers’ retailers, 

f.o.b. New York: 

Weather Strips.—Double edge, 60- 

10 per cent; special, extra quality, 

40-10 per cent; flexible, all rubber, 

60-5 per cent. . 

Wood and rubber, No. 0, $18; No. 

1, $18; No. 1%, $25.50; No. 2, $29; 

No. 4, $36; No. 7, $43.50: all per 1000 


No. 8, 1“ 90; 
7 11. 


quotations to 


rt. 

Flexible rubber strip, 
No. 9, $2.30; No. 10, $3.05; No 
$3.80, all per 100 ft. 

Metallic, No. 38, $2.1 No. 39, 
$2.55; , $2.90, all per 100 i7 

Felt, . 18, $2.15; No. 19, $2.7 
No. 20, 5, all per 100 ft. 

Wirf’s, 5 ft. on reel, 5c. a ft. 
This is a new line. 


Solder Unchanged 


Interest in solder is somewhat apa- 
thetic, because of the prevailing prices, 
which are considered high. Stocks are 


ample. , 
Jobbers’ quotations to 
f.o.b. New York: 
Bar solder, 38c. per Ib. 
43c. per Ib. Kester solder, 
rosin core, 62%c. per Ib. 


retailers, 


Strip solder, 
acid or 


Cotton Gloves Active 


Strong buying interest is developing 
for cotton gloves in New York. Prices 
are firm and stocks are said to be 


ample. 


Jobbers’ 
f.o.b. New : 

Cotton gloves, Boss leather palm, 
$5.85 per doz. pr.; Boss Jersey, $2.80 
per doz. pr.; blue knit wrist, $2.10 per 
doz pr. 


quotations to. retailers, 


York: 


Rope Holding 


No change has been made in the rope 
market, although higher prices are con- 
sidered likely. Stocks are fair and cur- 
rent demands moderately active. Twine 
is unchanged and fairly strong. 

Jobbers’ quotations to retailers, 
f.o.b. New York: : 

Rope, No. 1 £=Manila, standard 
brands, 17%c. to 19%c. per Ib.; No. 2 
Manila, standard brands, i16%c. to 
18%c. per Ib.; No. 1 sisal, standard 
brands, 14%c. to 16%. per lIb.: No. 2 
sisal, standard brands, 13%c. to 15%c. 
per Ib 

Twine, No. 3 a” wrapping twine, 
No. 1, 22c. per Ib.; No. 2, 20c. per Ib.; 
India hemp twine, No. 8, 15c. per Ib.; 
BB twine, No. 60, 21l%c. per Ib. 
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Cleaner Sales Slow 


Little interest is being shown clean- 
ers in the local market. Prices are firm 
and stocks fair. 


Jobbers’ quotations to 
f.o.b. New York: 

Sidewalk cleaners, No. 24, $4 per 
doz.; No. 26, $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 


More Tree Stand Orders 
Reported 


Better demands are developing for 
Xmas tree stands according to local 
jobbers. Prices are firm, no _ price 
changes are considered likely and stocks 
are in fairly good condition. 


Jobbers’ quotations to 
f.o.b. New York: 

Tree Stands (Crown).—No. 2, 
each; No. 3, $1.10 each. Gem, 
each. 


Linseed Oil Demand 


retailers, 


retailers, 


66c. 
35c. 





Improve 


Growing interest is reported for lin- 
seed oil, although the current demands 
are not large. Prices are unchanged 
and stocks are moderate. 


Jobbers’ quotations to 
f.o.b. New York: 

Linseed oil, in lots of less than 5 
bbl., $1.07 per gal. of 7% Ib. In lots 
of 5 bbl. or more, $1.04 per gal. 
cutta oil, in barrels, $1.16 per gal. 
Boiled oil is 2c. extra; double boiled 
oil is 3c. extra, and oil in half barrels 
is 4c. per gal. additional. 


retailers, 


Axe Sales Improving 


Better demands are reported for axes 
in this market. Prices are firm and 
stocks fair. 


Jobbers’ quotations to 


f.o.b. New York 
(Kelly), 2% to 


retailers, 





Long Island axes 
3 Ib., $19.25 per doz.; Connecticut pat- 
tern, 2% to 3% Ib., $19.25 per doz.; 
3% to 3% Ib., $19.25 per doz. ; a to 
t Ib., $19.75 per doz.; 4 to 5 Ib., $20.40 
per doz. Columbian pattern, 3% to 
4% Ib., $20.40 per doz.; 4 to 5 Ib., $21 
per doz. 4% to 5% Ib., $21.65 per 
doz.; 5¥ . Ib., $22.25 per doz. Champion 
pattern, 3 to 4 Ib., $16.25 per doz.; 
3% to 4% Ib., $16.55 per doz.; 4 to 
5 Ib., $17.65 per doz.; 4% to 5% Ib., 
$18.25 per doz.; 5% Ib., $19.40 per doz. 

New England pattern (Plumb), 2% 
to 3% Ib., $19.60 per doz.; 3% to 4 
Ib., $20.05 per doz.; 4 Ib., $20.05 per 
doz.: Jersey pattern, 3% to 3% Ib., 
$19.60 per doz.; 3% to 4% Ib., $20.05 
per doz.: 4 to 5 Ib., $21 per doz. 





Jobbers Delay Issuing 
New Bolt Prices 


The majority of the jobbers in New 
York have not.as yet issued new dis- 
counts on bolts since the advance of 10 
per cent announced in these columns a 
week ago. It is expected, however, 
that new discounts will be out within 
a few days. Stocks are fair and de- 
mands are consistently active. 


Jobbers’ quotations to. retailers, 
ork: 
— Common 








carriage bolts, 
50 per cent; large, 40-10 per 


Machine bolts, small, 50 to 50-10 
per cent; large, 60 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 80 to 75- a 5 per cent; 

both flat and round head 
Sink bolts, 75 to 75-10-5 per cent. 
Tire bolts, 45 to 50 per cent. 
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Step bolts, 3344 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

Copper rivets and _ burrs, 
cent. 

Round head iron rivets, 60-5 per 
cent; Tinners’ rivets, black and tin, 
60-10 per cent. 

Cap screws, 80-10 per cent. 


40 per 


Sash Cord Steady 


Interest in sash cord is more or less 
quiet. Prices are unchanged, and stocks 
are normal. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Sash cord, Phenix brand, No. 7, 
49lec. per lb. base; Mo. 8, 481 loc. per 
lb. base. 

Sash cord, Etna brand, No. 7, 42c. 
per lb. base; No. 8, 4lc. per lb. base. 

Prices vary in different parts of 
the city according to quality and 
brand. 


Butts Still Active 


Strong, steady demands prevail for 
butts, and also for builders’ hardware 
of all types. Prices are firm and stocks 
fair. 


Jobbers’ quotations to 
f.o.b. New Yor 

Butts.—3% x 3% case lots, 24c. per 
pair; in less than case lots, 26%ec. 
per pair. 

Garage Sets.—(Stanley, 1776J). Lots 
of 6, $2.95 per set. In lots of less 
than 6, $3.10 per set. 

Garage Holders.—(1774J). $2. 


retailers, 


Buck Saw Interest Better 


Stronger demands are being made for 
buck saws at prevailing prices, which 
are firm. Stocks are said to be 
adequate. 

Jobbers’ quotations to 

f.o.b. New York: 

Buck Saws.—30-in blades, No. 50, 

80c. each; No. 40, $1.20 each; No. 45, 

$1.28 each. 

Saw bucks are being quoted at 54c. 
eacn. 


retailers, 


Interest in Stormtight Brisk 


Continued activity features this line, 
which is one of the largest sellers at 
present in the local market. Prices are 
unchanged, stocks are said to be fair. 


Jobbers’ pementsee to retailers, 
f.o.b. New York 


Liquid Stormtight, 
black, $1.90 per gal.; maroon, $2.40 
per gal.; red and green, $3.40 per 
gal.; 1-gal. can, black, $2 per gal.; 
maroon, $2.50; red and black, $3.50. 

Plastic Stormtight, 5-lb. cans, 
black, 22c. per I1b.; maroon, 27c. per 
lb.; red and green, 37c. per Ib.; 1-Ib. 
cans, black, 25c. per Ib.; maroon, 
30c. per can; red and green, 40c. per 
can. Discount 33% per cent off list. 


5-gal. cans, 


Scoops in Better Demand 


Stronger buying for scoops is re- 


ported by local jobbers. Prices are firm 


and stocks are ample. 


Jobbers’ quotations to 
f.o.b. New Yor 

No. 2 steel “p? 
doz.; No. 2, wood 
per doz.: long handled furnace 
scoops, $5 per doz.; Ideal ‘‘D’’ wood 
and long handle, $10 per doz. 


retailers, 


handle, $5.50 per 
“D"’ handle, $7.25 
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No. 150 
Volute spring. Full polished. 
Blade 2% in Over-all 


. long 
length 8% in. Full-hollow han- 
95 


die. Weight oz. No. 250 
is the same except that it is 
half polished, 








NOW! 










No. 152 
Hinge spring. Full polished. 
Blade 2% in. iong. Over-all 
length 8% in. Half hollow han- 
die. Weight 11 oz. No. 252 
is the same except that it is 
half polished, 


Ne. 153 
spring. Full 
in. long. Over-all 

Half-hollow 


polished. 


8 in han- 
Weight 11 oz. No. 253 
the same except that it is 


Hand Pruning Shears 
—made by DISSTON 


Now you can offer your customers 
Hand Pruning Shears made by 
Disston. 


A new product—with an old 
name:—a name that stands for 
eighty-four years of tool-making 
skill and experience; a name that 
has made tool history ever since 
Henry Disston made “The Saw 
Most Carpenters Use.” 


Disston Hand Pruning Shears are 
forged from Disston Steel; cutting 
edges are hardened and tempered 
the Disston way to stay sharp; 
handles are designed to give a com- 
fortable, easy grip. 


Shears are equipped with Paten- 





ted Disston¥Tension Device—an- 
other Disston invention. User ad- 
justs tension to suit; the Disston 
Patented Lock keeps it right—no 
springs, no chance to slip. 





Made in three styles—to meet all 


requirements. 


Your customers know Disston 
Pruning Saws. They will be glad to 
know about Disston Hand Pruning 
Shears. Just point to the name 
Disston on the shears—that’s your 
best sales argument! 


Specify Disston when you order 
Hand Pruning Shears from your 
jobber. You get free a sure-selling 
display case for your counter. 


Disston Hand Pruning Shears are 
packed in this sales-making display 
box for your counter top. 
box). Just fold back the cover, show 
the shears and let the name DISSTO N 
work for you. 


Six to a 


HENRY DISSTON & SONS, Inc. 


Makers of “The Saw Most Carpenters Use”’ 


Philadelphia, U. S. A. 


DISSTON 


SAWS TOOLS FILES 














No. 7. Disston-made Steel 
with comfortable, open grip. 
to 26 inches. 


blade; apple handle 
All lengths from 12 





All lengths from 
complete line of 


No. 4. Duplex Pruning Saw. 
12 to 22 inches. One of a 
double edge pruning saws. 














No. 50. California-type Pruning Saw. 
Crescent-shaped Disston-made Steel blade. 
Meech handle. 12 and 14 inch lengths 
only. 








No. 38S. Folding Pruning Saw. Length when open, 
16% inches; length closed, 12% inches. Crescent- 
shaped blade with long, slender teeth made to cut 
on both push and draw stroke. 





Orehard Hook. Pruning Hook and Saw com- 
bined. 10 inch crescent-shaped saw blade can be 


removed when hook only is required. Malleable 
iron handle. For sawing and cutting smaller 
branches in general pruning. Blade cuts on both 


push and draw stroke. 





No. 111. Similar to the ‘‘Orchard’’ without prun- 
ing hook. 10 inch crescent-shaped blade fastened 
to malleable iron handle with wing-nut and adjust- 
able for sawing at different angles. Can be used 
with or without pole. Blade cuts on both push 
and draw stroke. 





No. 25. Flat steel frame, slightly tapered, riveted 
sockets, swivel stretcher, 14 inch blued steel blade. 
Large, comfortable grip handle. 





Flat steel back 
large hand-hold 
inch blued steel 


No. 18, New York 
with narrow tapered point. 
for use with gloved hand. 
blade. 


Pattern. 
Extra 
18% 





York State Pruner. Narrow, blued-steel blade. 
20 inches long, tooth 7 points to inch, 5 inches wide 
at butt, 1 inch wide at point. Handle has large, 
comfortable grip. 
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New England Buying Conservative 


but Shelf Hardware Sales Are Active 


(Boston office of HARDWARE AGB) 
r YHE New England jobbers of shelf hardware con- 
tinue to report increased business, with collections im- 
Individual orders are of a conservative char- 
acter, but retailers are buying often, therefore jobbers 


proving. 


can report more business. 


The mill supply business is irregular. 
moderately good, and on others slow. The over-the-counter 
trade is much less satisfactory than any other. 
as a unit, the mill supply business is not much if any 
better than it was a month ago, and less than a year 
back. The heavy hardware business is only fair at best. 
In this and in the mill supply trade, therefore, the recov- 


ery is slow. 


BOLTS AND NUTS.—Contrary to ex- 
pectations expressed a week ago, the re- 
cent advance in mill quotations on bolts 
and nuts has not been followed by the 
jobbing trade here. That there will be 
an advance in jobbing quotations goes 
without saying, but at the moment no 
house appears willing to take the initia- 
tive, presumably because of the keen 
competition for business. 


CARTS AND WAGONS.—With the re- 
turn of people from country and sea- 
shore homes there appears to be a bet- 
ter demand for carts and wagons for 
immediate use. In addition, some of 
the retail trade are anticipating re- 
quirements. The market, therefore, is 
more active than it has been in months. 


We quote from Boston jobbers’ 
stocks: 
Kiddie Kars.—No. 101, $1.50 each 


net, No. 102, $2; co 103, $2.50; No. 
104, $3; No. 105, $3.3 
Pedal Kars.—No. a. $4 each net; 


No. 155, $4.67. 
Kiddie Karts.—No. 301, a 33 net 


each; No. 302, $3; No. 303 $3.67; 
No. 304, $4.34; No. 305, $5.6 
Kiddie Koasters. —Rubber tire, 
705, $9 each net; No. 706, $10. 
Red Racer.—W agon, No. 636, 
each net; in lots of six, $4.80. 
FISHING TACKLE.—Retail dealers 
are beginning to show interest in fish- 
ing tackle, but the season is late and 
current buying of a conservative char- 
acter, consequently the aggregate busi- 
ness booked by jobbers to date is 20 to 
50 per cent behind a year ago. Almost 
no variation in jobbing prices quoted 
this and last year is noted. 


GALVANIZED WARE. — Stove and 
furnace accessories are engaging the at- 
tention of many retail dealers. Coal 
hods and ash cans are, perhaps, the 
most active items in galvanized ware at 
the moment, although ash sifters are 
being taken in good volume for delivery 
a little later in the season. 


We quote from Boston jobbers’ 
stocks: 

Coal Hods.—15-in., $3.64 a doz. net; 
16- ae $5.12; 17-in., "$5. 50; 18-in., $6. 

Ash Cans. — National Enameling 
and Stamping line, 190, 
each net; No. 171, . 
$3.88. Other makes, No. 1700, $28 a 
doz. net; No. roe $31. 

Pails.—8- qt., 3.25 
qt., $2.54; 12- a $2.78; 14-qt., 


No. 


per doz. net; 10- 
$3. 12; 


Conservatism is evident throughout New England. A 
while back a majority of trades people looked for quite 
a decided improvement about now. Then it was com- 
monly said business would not be really brisk until after 
the national election. 


Now everybody seems to feel that 


business will not be fully back to normal until 1925. 


Some days it is 


Taken 


feet. 
40-lb. to the doz., $5.62; round bottom 
$6.20 pails, $4.20; 50-lb. to the doz., 
v 200, $14 per doz. 
No. 4, 


ubs.—No. net; 
No. 300, $15. 
Garbage Cans.—Dover line, 
$1; No. 2, $1.40; No. 1, $1.68. 

Ash Sifters. —Favorite, $6 ot gen, 


net; all wire, $8.40; No. 19, $3.6 
Watering Pots.—4- qt., $605 “per 

doz., net; 6-qt., $7; 8-qt., $8; 10-qt., 

$9.40; 12-qt., $10.80, and "15- -qt., $13. 


HOCKEY STICKS.—Jobbers’ efforts to 
drum up hockey stick orders have not 
been very successful so far. But in 
view of the fact that retail stocks are 
believed to be small, a successful season 
is anticipated by the wholesale houses. 


We quote from Boston jobbers’ 
stocks: 
Hockey Sticks.—Boys’, white, $3.40 


a doz. net; boys’ special, $5.50; Ama- 
teur, $8.50; Championship, $11.50; 
special, $15. 

Pucks.—Standard makes, $2 a doz. 


net. 
Polo Sticks.—No. H, 95c. 
net: No. G, $1.50; No. C, $3.7 


HOSE.—There has been a_ further 
slight downward adjustment in certain 
makes of garden hose, namely, Pointer, 
Commercial, Vim and Bixen. 

from Boston jobbers’ 


:Hose.— %-in., in 50-ft. 
lengths. Commercial, 7%c. per ft. 
net; Pointer, 7%c.; Leader, ann 
Olympia (wire wound), 9c. ood 
Luck, 10c.; Vim, 9%c.; Milo, PE te : 
Bull Dog, 13c. For 25-ft. lengths add 


1c. per foot. 

Reels. — Hose, Reel- ong $18 per 
doz. net; Victor, $2 —_— net; Wirt 
& Knox, $3.75 each n 

Tape. — Bulldog, a 45c. per 
Ib. net. 

Washers.— Good Luck, 60c. per 
gross net. 

Sprinklers.—Rain King, $2.33 net. 

Nozzles.—Boston, $6 per doz. net. 


LANTERNS.—Lanterns are beginning 
to move out of jobbers’ stocks in some 
volume now that the days have begun to 
shorten. Stocks carried by the average 
retail dealer are said to be light. 


We quote from Boston jobbers’ 
stocks: 
Lanterns.—Monarch, $8 a doz. net; 
with ruby globe, $9.75; Blizzard, No. 
$13: D’ a No. 2, $13; Little 
Wisard, $8.50; Underwriters mill. 
$24.75. If ne in lots of 5 doz. 
a discount of 15c. is allowed. Hy- 
Io, $7.50 a doz. net. Driving lamps, 
Eureka, $17.50 a doz. net: Roadster 
aise $17.25: Beacon Light, No. 30, 
1.50. 


PADLOCKS.—AIl of the jobbing houses 
here have put into effect new prices 


a doz. 
5. 


We quote 
stocks: 
Rubber 
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That feeling makes for conservatism. 
tail merchant, hardware or otherwise, evidently is en- 
deavoring to keep his stock as low as possible consistent 
with demand. The conservatism seems to be based not 
so much on the possible outcome of the national election 
as to the putting into actual practice of the Dawes plan 
and the possibility of Europe getting back on its financial 


The average re- 


based on adjustments made some time 
ago by the leading manufacturers. 
There is somewhat better call for pad- 
locks, yet business is by no means 
active. 


We quote jobbers’ 
stocks: 


Padlocks.—Yale & Towne Mfg. Co. 
line, No. 326, 80c. each list; No. 223, 
50c.; No. 235, 66c. Discount 30 and 
10 per cent. 

Corbin .Line.—No. +i $4.16 per 
doz. net; No. 02829, $6.45; No. 02865B, 
$8.38: No. 2918%, $1.70; No. 2956%A 
$2; No. 9895%, 96c. ; No. 09827, $4.03: 
No. 09855B, $10. 

RADIO GOODS.—tThere is a tremen- 
dous sale of radio batteries, according 
to jobbers. In fact, the radio season 
has opened with a bang, with every in- 
dication of all previous sales records 
going by the boards. Jobbers have re- 
duced prices on Yale 45 volt batteries 
from $5 list to $3.75, and 22% volts 
from $2.50 to $2. No. 5 Kennedy sets 
have been cut from $120 to $105, and 
No. 6 from $244 to $185. The company 
has placed on the market a new model, 
No. 15. Cunningham radio tubes are 
all $4 now. The upright model of Dic- 
togrand loud speakers has been reduced 
from $28.50 to $25. 


We quote from Boston jobbers” 
stocks: 


from Boston 


Sets.—Kennedy, No. 5, ry each 
list; No. 6. $185: No. 15, $142. 50. Dis- 
count 35 per cent. Eagle, balanced 
neutrodyne receiver, $175 list. Dis- 
count 35 per cent. Synchrophase 
broadcast receiver, $155 list. Dis- 
count 35 per cent. Cook’s De Luxe 


Installation, $400 net. 

Batteries.—Yale, B, 45 volts, $3.75 
each list; 22% volts, $2. Discount 
35 per cent. 

Battery Charge.—Apco line, in lots 
of less than 10, $13.50 each net. 

Tubes.—Cu nningham ana Rk. C. A. 
$4 list. Discount 25 per cent. 
Loud Speakers.— Western Electric 


No. 522W, $9.50 list. Discount 30 per 
cent. 

Dictogrand.— Upright model, $25 
list; Musette, new model, black, 


$12. 15 each list, gold and silver bases, 
$20. Discount 35 per cent. 
Loops.—Cook’s new folding model, 
$13.50 each list. Discount in lots of 
less than six 30 per cent. In lots of 
six or more $7.50 each net. 
Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltameters, 
No. 44, 35 amps., 90c. each; volt- 
meters, No. 34B, 0 to 30 volts, $1.50 
each: No. 34C, 0 to 50 volts, $1. 85. 


ROASTERS.—With the return of cooler 
weather, making it possible for the 








September 25, 1924 HARDWARE AGE | om 73 


To show GRISWOLD 


ware is to sell it | 


Every nationally advertised Griswold utensil carries the 
Good Housekeeping star of approval. ‘This means Gris- 
wold ware has been tested by experts and thoroughly en- 
dorsed by them. Yet Griswold ware has passed an even 
greater test—the test of public opinion. Women everywhere 
are enthusiastic about these enduring, high quality utensils 
that mean better cooking with far less effort. You will 
profit easily, steadily with the Griswold line. 


The Griswold Waffle Iron has pans of uniform thick- 
ness; always-cool handles; patented ball-socket joint for 
turning pans without lifting ; bailed ring with special groove 
to prevent grease or batter overflow. Regular or Heart- 

Star design, cast iron or cast aluminum pans, high or low Reg. U.S. Pat. Of 
frames. Four sizes, twelve styles. 

The Griswold Cast Iron Skillet is of highest grade su- 
perior iron; can’t chip, flake off or break. Satin-like finish. 
Holds heat evenly, insures food an old-fashioned savory 
goodness of taste. Fourteen sizes. 





Other sure sellers of the same unsurpassed quality are 
Griswold Tite-Top Dutch Ovens, Griddles, Gem Pans, 
Scotch and Yankee Bowls—all covered with an anti-rust 
preparation, so positively can’t rust in your store. 

Have you received the new Griswold trade mark window 
and counter display card in beautiful colors? Free for 
your asking. 


THE GRISWOLD MFG. CO., Erie, Pa., U. S. A. 


Makers of the Bolo Oven, Extra Finished Iron Kitchen Ware, 
Waffle Irons, Cast Aluminum Cooking Utensils, Gas Hot Plates, 
Food Choppers, Fruit Presses, Reversible Dampers and Mail Boxes. 


THE LINE THAT’S FINE AT COOKING TIME 
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housewife to work in the kitchen with 
some degree of comfort, roasters are 
selling a little more freely. A few re- 
tail dealers are buying ahead for their 
Thanksgiving sales. 


We quote from Boston jobbers’ 
stocks: 

Roasters.— Savory, seamless, _ in 
three dozen lots, blued steel, $14.40 
per doz. net; blue enameled No. 11, 
$20.75, No. $25.50; gray enameled, 


No. 13, 328,25" No. 43, $36.70. 
ROOFING MATERIAL.—Recent high 
winds and heavy rains have stimulated 
the demand for all kinds of roofing ma- 
terial, jobbers reporting a very heavy 
movement out of stock. 


‘Ve quote from Boston jobbers’ 
stocks: 

Roofiing Paper.—Japroid line, slate 
surtace, imprinted, $3.50 per roll; 
plain standard, $2.30 and = $2.55; 
Leader, light (35 Ib.), $1.70: me dium 
(45 Ib.), $2.15; heavy (55 Ib.), $2.65; 
hiockroid, $1.05; medium, $1.45; 


light, 
heavy, $1.60. 
Shingles.—Japroid line, 
per square; super giant, 
individual, $6.25; super 
strip, 10-in., $6. 
Paper.—Bermico 


lock top, $0 
12%-in., $9; 
strip, $7; 


sheathing, $85 a 


ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; smaller, 
$65.50 a ton. 

Roof Coating.—Stormtight, liquid, 


gal., $3.40 per gal.; 
plastic roof cement, 5- 

l-gal., 35c. Discount 
oots per cent. 


Roof Coating.—Liquid, black, in 
drums or barrels, $1 per gal, net; 
in half barrels or drums, $1.07 per 
gal.; in 20-gal. lots, $1.20 per gal.; in 
15-gal. lots, $1.20; in 10- gal. lots, 
$1.20; in 5-gal. lots, $1.27; in 1-gal. 
lots, $1.34. Other colors cost con- 
siderably more. 

Roof Cement.—Plastic, black, in 50- 


green and red, 5- 
l-gal., $3.50; 
gal., 32c. list: 


Ib. lots, $12.67 per 100 Ib.; in 25-Ib. 
lots, $12.74: in 10-Ib. lots, $14; in 5- 
Ib. lots, $14.67; in 1-Ib. lots, $16.67. 
(other colors cost more. 

Primers.—In 1-gal. lots, $1; in 5- 
gal, lots, 94c. a gal.; in 10-gal. lots, 
S4c. a gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-Ib. 
cans, 12 to the case, 13c.: in 5-lb. 
cans, 12 to the case, 12c. 


SAWS AND BUCKS.—Although it is 
a little early in the season, sales of 
wood saws and bucks are quite encour- 
aging, according to jobbers. Most re- 
tail dealers did a mighty good business 
in such merchandise last winter, and 
most of them carried over comparative- 
ly little stock. 


We quote from Boston jobbers’ 
stocks: 

Bucks.—Rizgid, $4.50 per doz. net; 
$6.68. No. 2, $4.80; folding extra 
) . 

Saws.—Diston line, wt wis $19.70 to 
22.25 a doz. net; 2 $21.25 to 
$30.30; 22-in., oes. 45 to $33. 08: 24-in., 
$24.79 to $35.5 90: 26-in., $26. 10 to 
$38.45. American Boy hand saw, 
20-in., $20.70; framed wood, 32-in., 
$13 to $19, 30-in., $10.85. 


SHOVELS AND SCOOPS.—Interest in 
snow shovels and in scoops likewise is 
awakening. Some of the most im- 
portant retail houses in New England 
covered on their snow shovel require- 
ments months back, but the rank and 
file has yet to buy. 


We quote from’ Boston 
stocks: 


jobbers’ 
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Snow Shovels. Wooden, Boys’, 
without tip, No. 66, $2 a doz. net; 
with tip, No. 67, $4; with tip, No. 
67%, $4.80; with single steel tip, No 
53, $7.60; double tip, No. 69, $ 60; 
malleable tip, No. 68, $9.70; Crescent, 
No. 48, $10.20; Path Finder, No. 98, 
$10.20. 

Steel Snow Shovels — Hubbard, 
long handle, 35 a doz., with steel D 
handle, $6, with split wood D handle, 


$6. Massachusetts, long handle, 
$8.75, with malleable D handle, $9; 
new Eclipse, galvanized, $12.80; 


Menzie spring steel, $12. 

Scoops..__Bay State, long handle, 
furnace, No. 4, $13.75 a doz. net; 
Hubbard, Boss Brand, long handle, 
No. 1500, $6, with D handle, No. 1600, 
$7.25. Massachusetts furnace, both 
long and I) handle, $12.50 

SIDEWALK CLEAN ERS. — Advance 
orders for sidewalk cleaners are begin- 
ning to filter into the wholesale mar- 
ket. It will be another month, how- 
ever, before buying assumes normal 
proportions. Prices are practically the 
same as last year. 

We 
stocks: 
Sidewalk Cleaners. — Wallingford 
line, No. SCX7%, $8.50 per doz. net; 
No. IC, $10; No. RRSC, $5.10. Swine- 
ford cleaners or pushers, No. 375, 

$10. 

SKATES.—Jobbing salesmen have cor- 
raled some ice skate business for later 
delivery, but orders are coming in slow- 
ly and the average one received so far 
has been small as compared with those 
placed by the same retail houses last 
year. 

We 
stocks: 


Ice Skates.—Union Hardware Co. 

line, No. 1624, 89c. a pair net; No. 

$1.24; No. 1824, $2.06; No. 
1924%, $3.12. 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


Hockey Skates.—No. 524%, $1.36 a 
pair net; No. 424%, $1.74; No. be 
3187 Canadian, No. 5%, $1; No. 7, 
1.67. 

Ladies’ Skates.—No. 52, 97c. a pair 
net; No. 5624, $1.17; No. 524%L, 
$1.62: No. 5624%, cones No. 5724, 


$1.92: No. 5924%, $3.50 


Outfits.—Men’s, No. 72, $3.65 a pair 


net; ladies’, No. 74, $3.65; Men’s 
No. 130. $6: ladies’ No. 093, $6.50; 
all Goodyear’ welts. Tubular No. 
90, gray enameled, $5.50; nickel 


plated, $6.50. 


SLEDS.—Jobbers already have booked 
a substantial sled business for deliv- 
eries that will begin before long. They 
are now endeavoring to round up the 
belated buyer, who, they say, shows lit- 
tle disposition to get in under cover. 

We 
stocks: 

Sleds.—Flexible Fliers, 
each list; No. 2, $5; No. 
4, $7; No. 5, $9.25 Racer, $6.75: 
Racer, Jr., $5.50. Discount on store 
shipments, 33% per cent; on direct 
factory shipments, 35 per cent f.o.b. 
Philadelphia. 

Firefly Line.—No. 9, $2.50 each, 
list; No. 10, $3; No. 11, $3.75; No. 12, 
$4.25. Discount, 40 and 5 per cent. 

Paris Line.—Speedway, No. 99, $22 


quote from Boston jobbers’ 
No. $4 


3, $6. 25; No. 


per doz., list: No. 100, $24; No. 150, 
$30; No. 200, $36; No. 250, $42; No. 
300, $50 Discount 40 per cent. 


STEEL GOODS.—Jobbers say they 
have been advised that new prices on 
steel goods, such as rakes, etc., will 
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shortly be forthcoming, to apply to next 
season. They are not prepared to state 
just what the manufacturers’ new lists 
will show—advances, declines or no 
changes. 


STEP LADDERS.—Some improvement 
is noted in the demand for step ladders, 
but another week, jobbers believe, will 
see a still further improvement in book- 
ings. Retail stocks are reported as 
small. 
We 
stocks: 
Step Ladders.— Paris line, 3-ft., 
$2.70 each, list; 4-ft., $3.60; 5-ft., 
$4.50; 6-ft., $5.40; 7-ft., $6.30; 8-ft., 
$7.20; 10-ft., $9. Discount from store, 
33% per cent; from factory, 40 per 
cent. 
SW EEPERS.—Improvement likewise is 
noted in sales of both carpet and 
vacuum sweepers. Some of the orders 
placed within the last week were for 
immediate requirements, but a large 
percentage of the buying is for future 
requirements, say retailers. 
We 
stocks: 
Carpet Sweepers.— Grand Rapids, 
japanned, $44 per doz, net; nickeled, 
$48; Standard, 


quote from Boston jobbers’ 


quote from Boston jobbers’ 


japanned, $36; Uni- 
versal, cyco bearings, $42: nickeled, 
$46: American Queen, ball bearing, 
$54: Parlor Queen, $56. Toy sweepers, 
dozen lots, Daisy, $2.10; Queen, $3.50; 
Jewel, $10. 

Vacuum Sweepers.—Universal, No. 
F720, $35 each; in lots of three, $33; 
in lots of twelve, $31.50; No. E7201, 
with attachments, $41.50 each: in lots 
of three, $39.50; in lots of twelve, 
$38. 


TRAPS.—Mouse traps and game traps 
are showing increasing activity, but the 
real fall buying movement, which is 
somewhat belated, will not start until 
another week or so. Retail stocks are 
said to be small. 


We from Boston jobbers’ 
stocks: 

Rat and Mouse Traps. — Genuine 
Marty French line, No. 1, 22-in. (24 
to crate), 3 crate lots, $20.22 per doz.; 
one -“-* lots, $21.78; broken crates, 


quote 


.o4, oO. 3, 16-in. (fifty traps to 
crate), 3 crate lots, $12.22 per doz.; 
crate lots, $13.14; broken crates, 
$14 10. No. 3%, 15-in. (72 to crate), 


3 erate lots, $9 per doz.; 1 crate lot, 
$9.68; broken crates, $10. 38. No. & 
8-in. (150 traps to crate), crate lots 
$5.60 a doz.; broken crates, $6 net. . 
Game.—Game, No. 0, single spring, 
with chain, $1.70 per doz. net; No. 1, 


$1.95; No. 1%, $3; No. 2, double 
spring, with fhain, $4.70; No. 3, 
$6.50: No. 4, $7.8 


WEATHER STRIP.—Orders for 
weather strip are beginning tc show up 
on jobbers’ books. The cooler and damp 
weather unquestionably has helped to 
speed up retail buying. 


We quote from Boston jobbers’ 
stocks: 


Weather Strip.— Page's felt, 88c. 
per doz. pieces net. Bosley felt 
clincher, double contact, full bundles 
of 500 ft., No. 70, 5c. per ft. list; 
No. 71, 5c. bundles of 250 
ft.. No. 74, 10 per ft.; No. 7%, 
12c. Discount, 65 per cent. Spring 
bottom strips, rubber edge, 30-in., $5 
per doz. net; 36-in., $5; No. 42, $5.65. 








Another of John Cassin’s articles on cutlery will appear in next week’s HARDWARE AGE.. 


Next Week! 


In 


this article, Mr. Cassin will discuss a very important topic—Watch for it! 
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No. 1. Origin of the 
Autographic Register 


James C. Shoup, a young lawyer, 
became impressed —as a result 
of the countless lawsuits that 
clogged the courts of his day— 
with the need of some infallible 
method of insuring the correct 
recording, transcription and 
duplication of original records. 
In 1883 the first model of the 
autographic register (shown be- 
low) crowned his efforts to sup- 
ply this vital need. 
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The Birth of 
“Safety First” 





HE use of the Autographic Register in business has become wellnigh uni- 
It seems almost incredible, except to the older generation of busi- 
ness men, that there was a time when it was almost impossible to supply 
legal proof of the accuracy and authenticity of original records and the 


subsequent accounting entries based upon them—when it was almost impossible 
to keep records in such a way that all parties to each transaction would concede 


their validity without question. 


The Start 


Young James C. Shoup’s invention of the 
Autographic Register not only met this funda- 
mental need but his work became the founda- 
tion of an entire new science of business con- 
trol through the accurate manifolding and dis- 
tribution of original entries. 


The Result 


The original system has been developed to the 
point where it is now possible, by means of 
the appropriate “Shouperior” equipment, not 
only to insure the safety, accuracy and legal 
infallibility of business records in every de- 
partment of all businesses—but also to effect in- 
numerable other conveniences, economies, safe- 
guards, short cuts and advantages in the 
handling of business records begin- 
ning with the original entry and 
extending to every subsequent branch 
of charging, billing, shipping, sales 


- 





e 





Established 
in 1893 
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et 


AUTOGRAPHIC RE‘ 


recording and account distribution. 


In subsequent articles the development of 
systems applying to all branches of manufac- 
turing, wholesaling, retailihe and finance is 
to be described in detail. 


Let Us Help You. 


In the meantime we shall be glad to send at 
your request a “Shouperior” Systems man, 
skilled in the designing and planning of mani- 
folding systems. He will be glad to discuss 
with you, without obligating you in any way, 
the possibilities of improving, simplifying 
and increasing the scope and efficiency 
of your present system of handling 
manifold records. Write us on your 


RIOR” business letterhead. 














‘'GISTER COMPANY 





350-358 10th Street, Hoboken, New Jersey 


Represented in Canada by 
AUTOGRAPHIC REGISTER SYSTEMS, 8-10 St. Peter’s Street, MONTREAL 
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Improving Business in Cincinnati Market— 


September Sales Ahead of Last Year 


(Cincinnati office of HARDWARE AGE) 

| Bens of the early days of the month have been 
borne out, and jobbers and dealers report sales in 
September running a little ahead of the same month 


last year. 


trade is also picking up considerably. 


Buying continues close, being of the hand-to-mouth 
variety, and undoubtedly there will be little change in 
In the staple lines, 
on which prices for next year have been announced, there 
have been some orders placed, but on the average buying 


its character for some time to come. 


ALARM CLOCKS.—Steady demand, 
stocks fair, and prices unchanged and 
firm. 


AXES.—Some fall business has been 
placed, but buying generally of hand to 
mouth character. No price changes, and 
stocks adequate. 


AUTOMOBILE ACCESSORIES.—De- 
mand running slightly ahead of same 
period last year, and with the larger 
number of cars in service should con- 
tinue to improve. No price changes, 
and stocks, with the exception of auto- 
mobile tires, in fair shape. 


BOLTS AND NUTS.—Manufacturers 
now holding fairly firm to 60 and 10 off, 
but jobbers have contracted for fourth 
quarter and are not changing prices as 
yet. Demand slightly improved, and 
stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off: 
small, 45 and 10 off; stove bolts, 70 
and 10 off; semi-finished units, G 
and smaller, 75 off: large sizes, 65 


off. 


BUILDERS’ HARDWARE. — Sales 
keeping up splendidly; prices steady 
and stocks in fair shape. Building con- 
tinues fairly active in this district, anda 
number of large projects are scheduled 
to come out in the near future, assuring 
a fair amount of activity through the 
winter. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand steady, prices fairly 
firm and stocks in good shape. — This 
year with some jobbers has been the best 
in history up to date, and the fall 
months will likely continue to show the 
same activity. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft.; 3-in. corrugated conductor el- 
bows, $1.51 per doz. 


ELECTRICAL GOODS.—Recent cold 
weather has turned the thoughts of 
householders to heating appliances, and 
electrical heaters have come in for a lot 
of attention. Other classes of electrical 
merchandise also have been good sell- 
ers. Jobbers reports indicate a brisk 
demand for the rest of the year, and 
stocks are in good shape to meet it. 
Prices are firm, 


: The greatest increase in sales, proportion- 
ately, is coming from the country districts, though city 


to advance. 


FILES.—Increasing manufacturing ac- 
tivity, following the summer vacations, 
has stimulated the demand for files, and 
sales are improving. Prices are steady 
and stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 


GALVANIZED WARE.—Demand 
steady, prices firming up, and stocks in 
good shape. 


GLASS.—Demand has been quite brisk 
for window glass. Some slight price 
reductions were made recently, but no 
further cuts are expected. Stocks in 
fair shape. 


HAMMERS AND HATCHETS.—De- 
mand steady, prices strong and stock 
ample. Retail dealers’ stocks, though, 
are somewhat depleted, and buying is 
rather cautious. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz.; 
hammers, No. a $10.50 doz.; Boy 
Scout axes, $11.50 doz. 


HANDLES (AGRICULTURAL) —In- 
creasing optimism in the farming dis- 
tricts, and prospects of a good return on 
crops, has stimulated buying in these 
sections, and farming tool handles have 
been in great demand. Stocks, however, 
are in good shape, and prices very 
strong. 
We quote from Cincinnati jobbers’ 


stocks: Hay fork handles, 5% ft. 
straight, $3.35 doz.: 6 ft. straight, 
$4.35 doz.; 7 ft. straight, $6.50 doz.; 5 
ft. bent, $3.35 doz.; 6% ft. bent, $3.95 
doz.;: 6 ft. bent, $5 doz.; Long manure 
forks, $2.85 doz.; D-shovel handles, 
$6 doz.; D-shape handles, $5.85 doz. 


IRON AND STEEL.—Demand picking 
up steadily, stocks in good shape, and 
prices steady. 

We quote from Cincinnati jobbers’ 


stocks: Iron and steel bars, 3.30c.; 
plates and shapes, 3.40c.; hoops, 
4.35c.; bands, 3.95c. ; cold-rolled 
rounds, 4.05c.; cold-rolled flats, 


squares and hexagons, 4.55c. 


LANTERNS.—Fall demand improving 
and shipments going forward with in- 
creasing volume. Steady prices, fair 
stocks, and improved tone reported. 


We quote from ‘gg ge | jobbers’ 
stocks: Supreme No. 210, $7.75 doz.; 
Supreme, No. 240, $12.75 doz. ; 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $18 doz. ; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard, $3.50 doz.; 


Reading matter continued on page 78 


for one month ahead seems to be the farthest the dealers 
care to go at the time. 

Prices continue unusually stable, and for the past two 
weeks there have been no changes of consequence made 
by local jobbers. 
any changes made now before the first of the year, though 
indications are not lacking that prices have a tendency 


It is not thought that there will be 


Collections on the whole are improving, and undoubt- 
edly will continue to improve as farm crops are marketed 
and coal mining communities resume business in the fall. 


Blizzard. No. 2, $13 doz.; Blizzard, 
brass font and top, $18 doz.; Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Some orders have 
been placed for spring shipment at 
prices slightly below those of last year. 
Orders still being taken from retailers 
who desire to be assured of a full 
supply. 
NAILS.—Demand fair, supply ade- 
quate, and prices fairly steady. No 
change reported in jobbers’ quotations. 
We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.30 per 
keg, base; cement coated nails, $3 
per keg. 
PAINTS AND OILS.—That the fall 
season is a good time for painting 
seems to be the opinion of a large num- 
ber of householders, judging from the 
improved demand for paints and oils. 
Prices are unchanged and steady. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; turpentine in single 
barrels, 85c. gal.: linseed oil, single 
barrels, $1.06 gal.; white and red 
lead, 12%-lb. kegs, 15c. per Ib. 


RADIO SUPPLIES.—With the passing 
of vacation season thoughts naturally 
turn to entertainment during the fall 
and winter months. And radio seems 
to be the thing desired, judging from 
the inquiries received. Sales have been 
steadily increasing, and a heavy season 
is looked for. Prices are steady and 
stocks in good shape. 

ROOFING PAPER.— Demand fairly 
consistent, stocks in good shape and 


prices steady. 
We quote from Cincinnati jobbers’ 


stocks: Mandate brand, light, $1.00; 
medium, $1.2 heavy, $1.50; Hold- 
fast brand, “light, $1.50; medium, 
$1.75; heavy, 2.10; slate surface 
roofing, $2. 

ROPE.— Fair demand reported at 


steady prices. Stocks in good shape. 
We quote from Cincinnati jobbers’ 
stocks: Best _— Manila, 18c. Ib.; 
sisal, 13%c. Ib. 
SASH CORD.—Demand up to the aver- 
age at this season; stocks adequate and 
prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 84c. 1b.; medium 
grades, 48c. 


SASH WEIGHTS.—Prices steady, de- 
mand fair and stocks ample. 
We quote from Cincinnati jobbers’ 
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ECONOMY 








The live hardware 


dealer says: 


I Have Been At It For Years 


‘“This campaigning for economy is a 
good thing, but I have been doing it 
right here in my store for years. 


““My yearly campaign on gardening 
and canning has saved lots of money 
right here in this town and the sur- 
rounding country. 


‘“Hoeing in a garden is as good exercise 
as golf. Canning by modern methods 
is as fascinating as bridge. * Don't - 


BOSTON accuse me of saying this because I sell 

WOVEN HOSE & my famous 5%” garden hose and GOOD 

RUBBER CO. LUCK jar rubbers. I also sell bridge 
Cambridge, Mass. tables and golf clubs.’’ 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 

and MILO 
Also 
Good Luck Jar Rings 


Good Luck Hose Washers 
Bull Dog Friction Tape 
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stocks: Cast iron sash _ weights, 


$2.15 per 100 Ibs. 
SHEETS.—Roofing sheets continue in 
strong demand, though other items are 
also selling in improved volume. Prices 
steady. 


We quote from Cincinnati jobbers’ 
stocks: No. 10 blue annealed sheets, 
3.90c.; 28-gage black sheets, 4.60c.; 
28-gage galvanized sheets, 5.75c. 


STOVE GOODS.—Demand has picked 
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AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION CONVENTION, Atlantic City, 
N. J., Oct. 14, 15, 16, 17, 1924. Hotel head- 


quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 138, 1925. LeRoy Smith, sec- 
retary, 112 Market Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Ill., Feb. 17, 18, 19, 1925. 
Leon D. Nish, secretary, Elgin, III. 

INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. F. Sheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 

Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 

KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 19, 20, 21, 
22, 1925. J. M. Stone, secretary-treasurer, 
200 Republic Building, Louisville. 

MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 
ids, Feb. 24, 26, 27, 1925. Karl S. Jud- 
son, 248 Morris Avenue, Grand Rapids, 
manager of exhibits. A. J. Scott, secre- 
tary, Marine City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 

MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 
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up considerably for stove pipe and 
stove board, and while orders are not 
large a good season is looked for. 
Prices rule about the same as last year. 


WRENCHES. — Demand fairly good, 
prices steady and stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off; Coes wrenches, 40 and 10 off; 
Stillson and Trimo, 70 off; Snap- 
On Wrenches, No. 50 radio and elec- 
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trical set, $4; No. 101, Master Ser- 
vice Set, $15.25; No. 202, heavy duty 
set, $8.80; No. 303, Ford master ser- 
vice set, No. 404, flexible 
socket set, No. 505B, screw 
driver blades, No. 900 set, 
square socket, . All Snap-On 
Wrenches less 40 per cent, f.o.b. 
Pittsburgh. 


WEATHERSTRIP.—Some inquiry for 
weatherstrip, and some orders also 
have been placed at unchanged prices. 


TU 
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Coming Hardware Conventions 
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MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. <A. C. Talmage, secretary-treas- 
urer, Bozeman. 

MOUNTAIN STATES HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 


Colo., Jan. 27, 28, 29, 1925. W. W. Me- 
Allister, secretary-treasurer, Boulder, Col. 
NATIONAL FEDERATION OF IMPLEMENT 


DEALERS’ ASSOCIATIONS CONVENTION, Audi- 
torium Hotel, Chicago, Ill., Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 

NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 15, 
16, 17, 1924. Hotel headquarters, Marl- 
borough-Blenheim. T. James Fernley, sec- 


retary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 
NATIONAL RETAIL HARDWARE ASSOCIA- 


TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Indian- 
apolis, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 
24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hote] Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Grand Forks, Feb. 11, 12, 13, 1925. C. N. 
Barnes, secretary, Grand Forks. Mr. Barnes 
may also be addressed for information in 


connection with the exhibit. 


Ou1o HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 


James B. Carson, secre- 
Dayton. 


11, 12, 13, 1925. 
tary, 1001 Schwind Building, 

OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Los’ Angeles, 
March, 1925. H. L. Boyd, secretary-treas- 
urer, 435 San Fernando Building, Los An- 
geles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 

IMPLEMENT AND HARD- 


Kansas 
H. J. 


WESTERN RETAIL 
WARE ASSOCIATION CONVENTION, 
City, Mo., Jan. 13, 14, 15, 1925. 
Hodge, secretary, Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1925. 
George W. Kornely, Exhibit Manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 








It is usually accepted that men are without sentiment and intent only upon business mastery, 
and yet, has not this meeting all the unction and twice the sincerity and warmth that may be found 


in the ordinary sermon on human fellowship? 


If business men, hardened by contact with the cold 


realities of the high tension commercial life of the present day, possess this human craving for 
friendliness and fellowship, and find it a prime virtue in the successful prosecution of their work, 
may we not conclude that modern life is not, after all, a mere scramble for advantage, and that in the 
long run, men are only men and need most the sympathy and friendliness of their fellow beings?— 
Charles J. Caspar, Central Manager, Pittsburgh Plate Glass Co. 
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Area 225,000 Square Feet—Floor Space 162,500 Square Feet 


FOR SALE ata Bargain 
this Modern Industrial Plant 


Location 


The buildings are located along the main line of 
the Pennsylvania Railroad at Homewood Station, 
Pittsburgh, Pa., the best location for a modern 
industrial plant in the entire city of Pittsburgh. 


Plant and Factlities 


A group of four modern fireproof structures of 
brick, steel and concrete construction. Steel sash 
windows and saw-tooth roof construction pro- 
vide maximum light and ventilation. Equipped 
with modern plumbing, excellent heating and 
lighting facilities, building elevators, sprinkler 
system, etc. Splendid loading platforms and rail- 
road sidings to accommodate seven cars. 


Raw Material 


The plant is situated in the heart of the iron, 
steel, glass and electrical industries. The low 
cost of receiving raw materials is an outstanding 
reason for Pittsburgh’s industrial supremacy. 


Freight Rates 


Pittsburgh’s railroads reach 73% of all cities 
over 50,000 people (half the nation’s popula- 
tion). Major trunk lines reach out in all direc- 
tions. A study of freight rates reveals many in- 
teresting economies. 


Labor Conditions 


Both male and female workers are obtainable at 
fair wages. Housing and transportation condi- 
tions are unusually excellent, and many of Pitts- 
burgh’s industrial workers are proud owners of 
their own homes. 


Important Features 


Maximum of unobstructed floor space. Strong, 
permanent and good-looking buildings. Lighting, 
heating, ventilating and draining facilities are 
the best. 


For Full Information 


Plant is priced at a bargain to effect quick sale. First mortgage of fair” 
size will be taken, amount depending upon nature of business. Send for 
full information and booklet describing these buildings in detail. No 


obligation whatsoever. 


A Few Products That Can Be Made at This Plant 


Gas Engines — Tools — Machinery — Electrical Equipment — Drilling Supplies 
Mine Equipment — Hardware — Excavation Machinery — Bolts and Nuts — Presses 


112 


Lathes — Forgings — Enameled Products — Conduits — 


Steel 





Office Equipment — Chains — Household Products — Printing and Publishing, etc. 


Address all Inquiries to 


Pittsburgh Model Engine Company 


0 FRICK BUILDING 


PITTSBURGH, PENNA. 
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Big Crops in Northwest Stimulate Sales 
—Holiday Goods Starting Well 


(Minneapolis office of HARDWARE AGE) 

HE biggest crop in years in small grains is prac- 
tically all harvested in the Northwest, and much 
of it has been threshed and marketed. The returns 
from this crop are beginning to be felt in the larger 
centers of trade, in the form of additional business, and 
in some instances, in the form of payment on old accounts. 
The only feature of the situation in the Northwest that 
is doubtful now is the return from the corn crop. Planted 
late in many sections of the district, early frosts will be 
disastrous to this crop. It is the hope of the corn country 
that frosts will be delayed long enough to allow the crop 
In some sections the farmers are preparing 


to mature. 


AXES.—With time for fuel drawing 
rapidly nearer, the demand for axes is 
increasing. In the larger cities there 
is a call for the small axe for kindling 
wood cutting. Stoeks are well filled 
in anticipation of a good demand, and 
prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 
base weights, $19 

ASH SIFTERS.— Call still remains 


light in a retail way, with orders being 
shipped for later demand. Stocks are 
heavy, with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters, $2.00; metallic round, $3.00, 
and wood barrel, $6.00 per doz. 


BALE TIES.—Call is improving for 
bale ties, as other work of harvest is 
completed and baling of hay and straw 
progresses. Stocks are well filled, with 
prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties at 70-5 per cent from list. 

BOLTS.—Sales are showing some im- 
provement. There is good demand from 
the rural districts, where much repair 
work has been in progress. Stocks are 
in good condition, with no changes in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts at 50-10 per cent; small 
and large machine bolts at 50-10-10 
per cent; stove bolts at 70 per cent 
and lag screws at 60 per cent from 
standard lists. 


BRADS.—Sales are at an even rate, 


with stocks in good condition. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.ob. Twin Cities: Wire brads in 25 
lb. boxes at 70-10 per cent from lists. 


BUILDERS’ HARDWARE.—There ap- 
pears to be a slight improvement in the 
amount of building being done, but it is 
still too early for the fall building 
season to start. As the returns from 
the crops continue to circulate and 
business shows further acceleration 
there will be more building done in the 
cities and in the smaller towns and on 
the farms. The outlook for good build- 
ing business is good, as much building 
has been postponed during the past 
two or three years. 


CHURNS.—Fall demand for churns 


is fair, with stocks in good condition, 
ard prices unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel churns at 
40 per cent from lists. 


COAL HODS.—Initial stocks of coal 
hods are going forward to the dealers. 
Stocks are heavy for the coming trade, 
and prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open coal 
hods, 17-in., $3.40; 18-in., $3.80; ja- 
panned funnel, 17-in., $4.30; 18-in., 
$4.70; galvanized open, 17-in., $4.75; 
18-in., $5.25 galvanized funnel, 17-in., 
$5.90, and 18-in., $6.35 per doz., net. 

COASTER WAGONS.—Sales are be- 
ginning to taper off in this line, but 
there is still a good demand for wagons 
and other wheel goods. Stocks are 
being run rather lower than during 
the summer. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto wheel coast- 
er wagons No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62, $7.03 each; No. 63, 
$7.22 each. Overland coaster wagons, 
33% per cent from factory lists; all 
steel coaster wagons, 50 per cent 
from list. 


EAVES TROUGH AND CONDUCTOR 
PIPE AND ELBOWS.—Repair work is 
beginning to improve and demand for 
goods of this class shows some better- 
ment. Stocks are well assorted and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves troughy lap 
joint, single bead, 5-in., $5.00 per 100 
ft.; 3-in., 28 gage conductor pipe, 
$5.25 per 100 ft.; 8-in. conductor el- 
bows, $1.55 per "doz., net. 


FIELD FENCE.—Call for field fence 


is steady, with stocks well filled. 
Prices have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 26-in. woven wire 
hog fence, $42.14 per 100 rods, net. 


FILES.—There has been a very good 
demand for files, especially from the 
rural districts. On the farms repairs 
have taken files freely, and garage 
business has been unusually good dur- 
ing the past few weeks. Stocks are 
heavy enough to care for the demand. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade files 
at 50 ner cent, and second grade files 
at 60-10 per cent from .lists. 


GALVANIZED WARE.— Demand is 
steady in this line, with stocks well 
filled. Prmes show no changes, even 
with the lower quotations recently on 
galvanized sheets. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs, $6.40 per doz.; No. 2, 


Reading matter continued on page 82 


to cut the corn for ensilage, in event of a frost of killing 
intensity. This has improved sales of implements for this. 
purpose, such as corn harvesters and ensilage cutters. 

Business in general shows some improvement. Sales by 
jobbing houses are beginning to average larger, and falk 
and holiday goods are beginning to move out more freely. 
Jobbers find that the popular priced merchandise is more 
in demand than the higher priced goods. 
for instance, the farmer trade will buy tools which will 
serve their purpose at a popular price, instead of buying: 
the best there is on the market. 
price as well as usefulness; the lessons of the past lew 
years being quite thoroughly learned, 


In hand tools, 


They are looking to 


$7.15 per doz.; No. 3, $8.40 per doz.; 
heavy galvanized stubs, No. 1, 

No. 2, $13.25; No. $14.50; pandard 
galvanized pails, 10. qt., $2.25; 13- 
$2.40; 14-qt., $2. 15; 16- qt. eek a 
0: 18-qt., $5. 25 per doz. 


GLASS.—Call for glass runs light still. 
It will take some sharp, cold weather 
to stimulate the retail demand for glass. 
Stocks are well filled and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota sched- 
ule prices, single strength window 
glass at 83 per cent, and double 
strength, 85 per cent from lists. 


HAMMER AND HATCHETS.—Call for 
tools of this description in the popular 
priced class has been good. Buyers are 
taking the tools which will serve the 
present purpose, without regard for the 
extra fine quality articles of the same 
description which are offered. Stocks 
are in good condition, and prices have: 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham-. 
mers, Mavydole No. 11%, $11.40; 

Plumb HF81, $10.50; Riverside No. 
611%, $12; Plumb Broad ae .“% 
2, 14.45: Plumb —— 

me TTS 50 a 


} 0; Plumb claw No, 

OZ. 

LANTERNS.—Sales continue to show 
well, as. the shorter days approach. 
Stocks are well filled, in anticipation of 
the coming demand. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, 
doz.; Embury lanterns, No. 210, 
per "doz.: No. 240, $12.75 per 
No. 130 Midget vehicle lanterns, “S17 
per doz. 


MILK CANS.—There is a fair business 
in this line over this section. Stocks 
are in good condition, and prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.60 each; 8-gal. at 


$3.10 each, and 10-gal. at $3.20 each. 
NAILS.—There is a steady but no 
heavy business in this class of hard- 
ware. Building shows some improve- 
ment, but call is still easy. Stocks are 
well assorted, with no changes in 
prices. 


We quote from jobbers’ 
f.o.b. Twin Cities: Standard wire 
nails at $3.90 per keg base, and ce- 
acne wire nails at $3 per keg, 
ase. 


OIL HEATERS.—Cool nights are act- 
ing as a stimulant to sales of oil heat- 
ers. Stocks are well filled for the 


stocks, 
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Has Made Good! 


Amazing Progress Recorded 


By This 


Line of Tools 


YEAR ago “CRECOITE” was a comparatively 

new name in the tool business. Many questions 

were heard about it—what does Crecoite mean any- 
way—what sort of quality is this line—what about 


prices, jobbers, etc? 


Today when Crecoite is discussed, question marks 
are eliminated. Dealers and jobbers have come to real- 
ize that here is a splendid line to stock. Consumers 
know that nowhere else can they secure such quality 


tools at similar low prices. 


Crecoite has stood the gaff of hard, 
every day service. It has stood up in 
comparison tests, both as to quality 
and sales ability. In fact, Crecoite 
has established a new standard in the 
production of warranted high-grade 
tools at moderate prices. 


Crecoite is a new tool metal devel- 


oped as a result of thirty years experi- 
ence with the ferrous metals. Pro- 
duced and tempered just right—ex- 
clusively for tools. A proposition of 
unusual merit from start to finish. 


Good jobbers in all parts of the 
country now carry Crecoite tools in 
stock. If your jobber can’t supply 
you write direct for catalog H. 


MARION TOOL WORKS, Inc. 


Subsidiary of Chicago Railway Equipment Company 
30 Years of Steel Making 


Marion 





Indiana 


No. 112 


Famous for its attractive 
appearance and sturdy 
service. Keen cutting 
edge, rubber black rust- 
less finish, forest green 
hickory handle; 1%4-lb. 
head, 14-inch handle. 
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coming demand, with prices holding 


steady. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters 


at $3.66 each, and No. 016 at $5.32 
each, net. 


PAINTS.—Sales of paint are showing 
a very satisfactory trend. Orders have 
been holding up well in all branches of 
the trade. New flax is being received 
at the crushers, and that has resulted 
in lower prices on linseed oil in this 
territory. 


We from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.80 per gallon and second 
grade at $2.10 per gallon. White lead 
in 100-lb. packages is now $13.13 per 
cwt., net. . 

PUTTY.—There has been some im- 
provement in the sale of putty recently, 
but the best trade is yet to come. 
Stocks are well filled, and prices have 
not changed. 


quote 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly pure put- 
ty in 50-lb. drums at $4.60 cwt., and 
in 25-lb. drums at $4.75 cwt. 


GLASS OVEN WARE.—Call is very 
good for merchandise in this line. 
Stocks are well filled for the fall trade 
and prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 101 casser- 
oles, $1.33: No. 197 casseroles, $1.17; 
No. 202 pie plates, 50c.; No. 210 pie 
plates, 67c.; No. 212 bread pans, 60c.; 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2.00 each, and No. 36 tea pots, 
$2.33 each, net. 


REGISTERS.—Sales are steady, with 
stocks well filled. Prices have been ad- 
vanced on this line. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast steel regis- 
ters at 33% per cent from lists. 


ROPE.—Sales of rope are holding up 
well, with stocks in good condition. 
Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
manila rope, 19%c. per Ib.; best 
grades of sisal rope, 16%c. per Ib. 


SANDPAPER.—Sales are fair in this 
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line, with good stocks on hand. Prices 
are still steady, as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
per ream, $5.85; second grade No. 1 
per ream, $5.25; Garnet paper No. 1 
per ream, $16.50. 


SASH CORD.—Building has not yet 
started for the fall, to any great ex- 
tent, so there is a limited call for sash 
cord. Stocks are well filled, with no 
price changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
8, 86c. per Ib.; ordinary grades No. 
8, 56c. per Ib. 


SASH WEIGHTS.—Stocks are well 
filled, with no changes in prices. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Cast iron sash 
weights at $2.35 cwt., net. 


SCREWS.—Screws are beginning to 
show improvement in sales. Factory 
and shop business is improving, with 
country sales better than during the 
summer. Stocks are in good condition, 
and prices have not changed. 


stocks, 
Best grades No. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 75-15 per cent; 


round head blued at 75-5 per cent; 
fiat head brass at 70-10 per cent; 
round head brass at 65-10 per .cent 
from standard lists. 


SOLDER.—Sales_ are 
stocks in good condition. 
no changes. 


steady, with 
Prices show 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dutch Boy solder 
in 100-lb. lots at 36c. per Ib.; strictly 


half and half solder at 33% Ac. per Ib., 
and warranted half and half solder 
at 36c. per Ib., net. 


STEEL SHEETS.—Call for this class 
of materials is showing some improve- 
ment. Repair work is getting under 
way for the fall, and there is some new 
work started. Stocks are well filled and 
prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. galvanized 
sheets at $5.85 cwt., and 28 ga. black 
steel sheets, $4.75 cwt. 


TIN PLATE.—There is a fair demand 
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for tin plate and stocks are well filled. 
Prices show some changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, 
ICL, 20 x 28 at $14.25 per box, and 
IC roofing tin, 20 x 28-Ilb. coating, 
$14.60 per box. 


WEATHER STRIP.—Fall stocks are 
being shipped rapidly from the jobbers. 
A good demand is expected for strip 
this fall. Stocks are well filled and 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt 
weather strip, %-in., $1.85; %-in., 


$1.85, and 1-in., $2.60 per 100 ft., net. 
WIRE.—Wire is selling better than in 
the past few weeks. The demand for 
wire for fences is beginning to be felt; 
stocks are well filled and prices are 
steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed painted 
cattle wire at $3.51 per 80-rod spool; 
painted hog wire at $3.76 per 80-rod 
spool; galvanized cattle wire at $3.77 
per 80-rod spool; galvanized hog wire 
at $4.04 per 80- rod spool; No. 9 
smooth black annealed wire at $3.90 
per cwt., and galvanized smooth No. 
9 wire at $4.35 per cwt. 


WRENCHES.—Sales have been very 
satisfactory in the tool lines, and 
wrenches are no exception. One job- 
ber’s representative stated that his 
house had received a very satisfactory 
amount of business in this line from 
the rural districts. Stocks are well 
filled, and prices have not changed. 


We quote from jobbers’ 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 


stocks, 


new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, per cent; Snap-on 


wrenches in sets, Master Service No. 
101, $15.25; 
$8. 75; No. 505B, 
and electrical set, $4; No. 101 Master 


Service Set, $15. 55: No. 202 Heavy- 
Duty Set, $8. 80; o. 303, Ford Mas- 
ter Service Set, $14. 4 No. 404 Flex- 
ible Socket Set, 8.75: No. 505B 
Screwdriver Blades, $3.49; No. 900 
Set square socket, $3.70, less 40 per 


cent. 


Why the Hardware Store Should Sell Electrical Merchandise 


on major appliances. Of course, the 
more sales he can close in the store, 
the less will be his cost of doing busi- 
ness. The training of the canvasser 
is equally important as that of the re- 
tail store salesman. The better he is 
equipped the more prospects he will 
close. 

Just a word on the electric range. 
Year by year this device has shown 
great development in design, efficiency 
and sales. The advisability of the hard- 
ware dealer handling electric ranges 
should only be decided by whether the 
lighting company gives for electrical 
service a rate which is economical in 
cooking. He is in an admirable posi- 
tion whenever such a rate is in effect. 
If he will equip himself with the neces- 
sary knowledge for selling, he has 
nothing to fear. 

It might be well to call attention to 
some of the things to be taken into 
consideration in handling electrical 


(Continued on page 51) 


merchandise. There must be first, the 
assurance that the merchandise is de- 
pendable. The hardware dealer who 
sells an electrical device of doubtful 
quality because it is less in price is 
letting himself in for a lot of trouble. 
The peculiar character of the service 
is such that quality is of utmost im- 
portance. Then the dealer will find 
less sales resistance if he handles a 
nationally advertised product. This 
gives a stability in the mind of the 
consumer as to the quality of the com- 
modity. But this advertising, to be of 
the greatest influence, must be given 
added value by local dealer tie-in—he 
must “localize” it if he would cash in 
on it. He must avoid handling too 
many brands of the same article. Un- 
less he does, he will soon have so much 
money tied up in merchandise inven- 
tory that his operation will be without 
profit. Where he concentrates on a 
few lines his chances of success are 


greater and help from the manufac- 
turer is more willingly given. This co- 
operation of the manufacturer, espe- 
cially in training sales forces, is vitally 
essential. . 

Another matter into which the dealer 
should carefully look is the soundness 
of the merchandising plan presented 
by the manufacturer. Is it a well 
rounded plan where all the elements 
that go to make up a sales effort are 
coordinated for effect, or is it just a 
“hodge-podge” of so-called dealer helps? 
The soundness of the manufacturer’s 
plan of merchandising his products is a 
good index as to what help the dealer 
may expect to receive as well as the 
guarantee of a stable policy. Now but 
one thing more—by their very nature 
electrical appliances will always need 
a certain amount of servicing. Heater 
cords will wear out, plugs will break 
and brushes for motors will be con- 
sumed. 
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SOLID COPPER 


STORE FRONTS 


Kawneer 


Home wares, cutlery, tools, builders’ hardware— 
there is not a line in a modern hardware store 
that does not quickly show increased turn-over 
when properly displayed. Thousands of hard- 
ware dealers are now paying their rent from 
the extra sales pulled in from the displays in 


their modern Kawneer Store Fronts. 


If you plan to build or remodel your store 
you will want a copy of our new Book 
of Designs of Kawneer Store Fronts for 
Hardware Stores. 





THE 
KAWNEER 
COMPANY 
2617 Front Street 
NILES, MICHIGAN 


Please send me one of your 
new Books of Designs of Kaw- 
neer Store Fronts for Hardware 
Stores. 
















Name 





Street 





State 
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Arcade 
No. 4 
Crystal 


Coffee Mill 


Your Customers 


Like GOOD Coffee 


How often do you sit down to a breakfast 
table at home or in a restaurant and enjoy that 
feeling of complete satisfaction that comes with 
a truly good cup of coffee? 

Many men and women choose their eating 
places only by the coffee that is served. Hotels 
and restaurants can win fame or lose their trade 
by the coffee they serve. 

Women pride themselves in being able to make 
good coffee—and they’re quickly learning that 
good coffee is made by grinding it fresh from 
the bean in an Arcade Eystal Coffee Mill im- 
mediately before using. A pound of fresh cot- 
fee beans in the glass canister at all times— 
better coffee that costs less. 


AKCADE 


HARDWARE 
and 'TOoYs 


Ask us for free dis- 
play stand—give it a 
prominent place in 
your window or on 
your counter. Let 
your customers. ex- 
amine for themselves 
the superior features 
of Arcade Coffee 
Mills. Fully guaran- 
teed. 

Your jobber will 
supply you. Write us 
for catalog No. 30-M. 


Arcade Mfg. 
Company 
Freeport, Ill. 
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One-Stroke Roman Alphabet 


(Continued from page 


all letters except the round letters 
whereon the shade reaches the extreme 
width at center “B” as before stated. 

This method is known as relief shade 
and is the most generally used for show 
card writing as it is executed by single 
brush strokes following the contour of 
each letter and keeping a fraction of 
an inch away from the edge. 

The shading of a letter is of course 
intended to imitate the natural shadow 
and therefore should never be any 
stronger than a light tint of grey, 
green, brown or blue. Fig. 1 shows 
the correct position to hold the brush 
when ruling borders. Place a yard 
stick or any straight edge against the 
edge of card and then hold the brush 
as shown in Fig. 1; when the hand is 
drawn along the yard stick the last 
two fingers of hand will guide the 
brush straight. This may require a 
little practice but if the straight edge 
is even the line is sure to be straight. 

This is the first installment of the 
single stroke show card Roman letters 
“A to J” showing in detail the simple 
elementary strokes and the five posi- 
tions of the hand in which the brush 
should be held in order to make the 
twenty-six letters of the alphabet. 

In making the capital letter “A,” 
the oblique or slanting strokes 1, and 
2, are made as shown in Fig. 3. The 
brush is held between the thumb and 
first two fingers with the point of 
brush at right angles with the stroke. 
This stroke is made without any pres- 
sure upon brush, being just the width 
of the point. Stroke No. 2 is made 
with the full length of the hair, adding 
sufficient pressure to keep the stroke 
uniform. Stroke No. 3, a _ horizonta!] 
stroke crossing at the center is made 
by holding brush as shown in the Fig. 
4. While the basic strokes are all 
made with single brush strokes no 
letter can be completely finished in two 


54) 


or three strokes. Finishing off a 
letter with sharp “serifs’” or spurs 
requires several little strokes as in the 
center part of the letters E and F, and 
the top and bottom of the letters A 
and H. 

In making the capital letter “B,” 
stroke No. 1 is made by holding brush 
as shown in Fig. 2. Strokes 2 and 3, 
the top and bottom loops are made by 
holding brush as shown in Fig. 5. The 
same position applies to making the 
capital letter “G.” 

The lower case letters are much more 
simple to make and require fewer 
strokes; the arrows denote the direction 
each stroke should be taken and the 
numbers their sequence. The letters 
b, d. f, g, h, i, j, should extend the same 
distance above and below the body 
guide line. 

Most beginners are likely to make 
mistakes only to be discovered when 
the card is finished; if the mistake is 
not too large it may be fixed in several 
ways. If the card is of rough 
uncoated surface the letters may be 
removed by either washing with water 
and a piece of absorbent cotton or 
erasing with a very sharp knife. If 
the card is of white glossy coated sur- 
face tear off a strip of the coated paper 
from the back of the card and paste 
it over the word to be corrected; do 
not cut the paper any wider than the 
word it is pasted over and if a neat 
job is done using white library paste it 
will not show the patch. 

In conclusion, I would like to em- 
phasize again a point that has been 
mentioned many times, but which can 
bear repeating, namely, the necessity 
of application, of constant practice and 
of steady patience. Success in show 
card writing, as in anything else, de- 
pends on what is put into it. It is sur- 
prising what a little practice will do. 
Try it out. 








A Good Cutlery Policy 


ANY pocket knives are returned with the claim they 


will not take or hold an edge. 


Entirely side from 


the question of replacement it is desirble for your cus- 
tomers and self to know the quality of the brands of 


pocket knives you handle. 


If your pocket knife business merits the prominent dis- 
play space you give it, or if not, you desire it should, then 
it may be worth while keeping in a handy place close to or 
in your pocket knife case two stones, one an India oil 


stone medium, the other a Hard Arkansas. 


Whenever a 


knife is returned with the claim the blades will not hold an 
edge, sharpen them first on the India medium and finish 
on the Hard Arkansas—time required, to satisfy your 


customer and self about two minutes. 


Teach your sales 


people how to sharpen a knife—they will sell more of the 
merchandise they know the most about. 
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Washington News 


(Continued from page 58) 


violation of the statutes. By avoiding 
publicity the Commission would obviate 
the injury that it has frequently in- 
flicted upon reputable business houses 
by giving the weight of its influence to 
charges which could not be sustained 
by evidence. 

There can be no doubt that in the 
case of a number of complaints filed by 
the Commission the publicity of the 
charges, backed by the authority of an 
important Government bureau, has 
caused financial loss running into hun- 
dreds of thousands of dollars if, in- 
deed, reputable concerns have not been 
forced into bankruptcy. 

It goes without saying that this dam- 
age would be entirely avoided if the 
Commission would withhold publicity 
until after a careful investigation, dur- 
ing which the respondents would have 
' ample opportunity to present their case. 
If this reform can be brought about it 
will be hailed with gratification by man- 
ufacturers and merchants alike in every 
important line of trade. 


Paint Production Takes Big Jump 


The Department of Commerce an- 
nounces that, according to data col- 
lected by the Bureau of the Census, 
there were produced during the six 
months’ period from Jan. 1 to June 30, 
1924, 253,744,100 pounds of paste paints 
(comprising 177,259,000 pounds of white 
lead in oil, 5,960,000 pounds of zinc 
oxide in oil and 70,525,100 pounds of 
other paste paints); 45,122,500 gallons 
of ready-mixed and semi-paste paints; 
34,718,300 gallons of varnishes, japans 
and lacquers, other than pyroxylin, and 
1,430,700 gallons of pyroxylin (nitro- 
cellulose) varnishes or iacquers. 

The statistics for the first half of 
1924, as compared with the second half 
of 1923, show increases of 32.1 per cent 
for paste paints, 17.7 per cent for ready- 
mixed and semi-paste paints and 5.7 per 
cent for varnishes, japans and lacquers, 
other than pyroxylin. The second half 
of 1923, as compared with the first half 
of that year, however, show decreases 
of 22.3, 12.3 and 13.3 per cent respec- 
tively for these three classes of prod- 
ucts. 

Comparison of the first half of 1924 
with the first half of 1923 brings out 
increases of 2.7 per cent and 3.2 per 
cent respectively for paste paints and 
ready-mixed paints, and a decrease of 
8.4 per. cent for varnishes, japans and 
lacquers, other than pyroxylin. Pyrox- 
ylin varnishes were first reported in 
1924, and therefore there are no com- 
parative data for this class of products. 

The statistics are based upon the re- 
ports of 519 establishments, of which 
154 reported the manufacture of white 
lead in oil; 151, zine oxide in oil; 302, 
other paste paints; 415, ready-mixed 
and semi-paste paints; 327, varnishes, 
japans and lacquers, other than pyrox- 
ylin, and 35 pyroxylin varnishes or 
lacquers. 

Data are included for 43 establish- 


ments that reported for the last half of 
1923 but not for the first half of 1924. 
For these establishments the produc- 
tion for the first half of 1924 has been 
estimated on the basis of the ratio 
which their production for the last half 
of 1923 bore to the total production of 
all establishments which reported for 
both periods. These 43 establishments 
produced, during the last half of 1923, 
only 4.1 per cent of the total paste 
paints, 5.2 per cent the last half of 1923, 
only 4.1 per cent of the total paste 
paints, 5.2 per cent of the ready-mixed 
paints and 6.8 per cent of the varnishes, 
japans and lacquers. 


Big Savings Through Simplification 


Chief Hudson of the Division of Sim- 
plified Practice of the Department of 
Commerce made the members of the 
Ohio State Foundrymen’s Association 
sit up and take notice at Cleveland a 
few nights ago when he told them that 
no less than twenty billion dollars are 
now lost annually by industry which 
could be saved through standardization 
and simplification. 

“Profits do not always come from vol- 
ume business at good prices, nor do 
they always come from low costs,” he 
declared. “As a rule the most success- 
ful businesses are those building vol- 
ume on quality products, dependable 
deliveries and fair prices; using good 
materials, modern machinery, up to 
date methods and paying good wages. 
They watch expenses; they know their 
costs; they allow no waste, 

“Waste arising from our annual fire 
loss arouses deepest concern through- 
out the country, yet that $500,000,000 


loss is less than 5 per cent of the an-| 


nual waste in industry! Surveys made 
by 18 leading industrial engineers of 
six major industries at the request of 
Mr. Hoover when he was head of the 
Federated American Engineering Socie- 
ties showed that there was an average 
of 50 per cent waste in the six. Esti- 
mates place the loss which could be 
eliminated through standardization and 
simplification in industry at twenty bil- 
lion dollars! 


Simplification Immediately Applicable 


“Standardization is a slow process, 
often taking years before the develop- 
ment is complete. But simplification is 
immediately applicable in many lines. 
Simplification considers the existing 
variety in sizes, dimensions and imma- 
terial differences in everyday commod- 
ities. 

“When simplification is asked by an 
industry through our division, the first 
step is to get the facts as to the variety 
of production and the demand for the 
various items, for it has been pretty 
generally shown that in the average 
case 90 per cent of the demand comes 
for 10 per cent of the variety of prod- 
ucts made. The other 10 per cent of 
demand causes the extra expense and 
trouble. 
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Fits any door- 
way—will not 
scratch or mar 
woodwork 
—goes up in 2 
minutes an d 
down in 1! 


Che 


Swing, Ring and Trapeze Bar 
(All Three in One Set) 


IG_ seller—big profits— 
first dealer in every new 
city gets unique proposition 
whereby we help pay for local 
advertising. Also, we are using 


good space in November and De- 
cember Saturday Evening Post. 


The Busy Kiddie is a good seller. 
Write for special proposition and copy 
of Jim Conrow’s “Swing Away the 
Raindrops, Bobby”—the letter that sold 
37% of the youngsters it was sent to. 
We'll tell you, too, how any boy or girl 
can quickly learn to demonstrate Busy 
Kiddie on the full-size display stand we 
furnish FREE. 


Write today. Only one store in 
each city can get in on the local 
advertising, so it will pay you to 
act promptly. 


Standard Pressed Steel Co. 
Box D 


We still have openings for representatives to 
work on a commission basis, and call on 
Write for our proposition. 


Jenkintown, Penna. 


dealers. 
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MADISON, WIS. 
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Something New for the 
Radio and Sundries Dept. 


Re 





SOLDERING FURNACE 


HE increasing demand of radio dealers 

and manufacturers for a small, compact 

soldering outfit of exceptional quality 
and an absolutely safe solder and flux, has led 
to the development of the Reddy Hot Solder- 
ing Furnace. 
This complete home outfit offers for the first 
time, commercially, the same high-grade 
materials and tested formulas of the big 
electric companies, one of which Mr. Fahl- 
berg, the manufacturer, was associated with 
as Metallurgical Engineer. In addition, Mr. 
Fahlberg was for five years Professor of 
Metallography at one of the big Mid-Western 
universities. 
Reddy Hot, while especially valuable for 
radio soldering as an aid to conductivity, is 
alike useful in work shop, farm and store, 
garages, among electricians and plumbers, 
jewelers and dentists—in fact, wherever fine 
repairing is desirable or necessary. 


$150 ; 


LIST 
ith 


Nationally 
Advertised 













Reddy Hot Replacement Supplies 


Refill supplies come on counter display card 
with the proper selling ratio of Flux, Sal- 
Ammoniac, Tape and Solder. All Reddy Hot 
supplies are made under Mr. Fahlberg’s su- 
pervision and are exactly the same high 
grade as in the original package. A steady 
replacement business is assured on Reddy 
Hot supplies. 


E. D. Fahlberg Mfg. Co. 


MADISON, WIS. 


Hardware Job- 
bers and Dealers: 


Write or Wire for 
samples and for the 
Reddy Hot proposition. 
Material now ready for 
fall and winter ca- 
talogs. 


Note to hardware spec- 
ialty salesmen: Some 
territory still 
open for live 
men calling on 
Hardware Job- 
bing Trade. 
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Dollars in the Autumn Leaves 


HEN autumn frosts start the leaves tumbling 
\ down, Mr. Home Owner faces the task of rak- 
ing them up and burning them. For the first 
process he requires a good rake,@md for the second 
he should use a wire rubbish burner so that his fire 
cannot spread or blow apart. For that reason rakes 
and rubbish burners are good staple fall hardware 
items. 
Thomas Jamison, East Cleveland, Ohio, inaugurated 
a sales campaign on these articles last fall which met 
with considerable success. He put in a window dis- 
play of wire rakes and autumn leaves, and arranged 
an interior display of rubbish burners. These dis- 
plays helped him sell about 60 rakes and a number of 





Jamison’s Clever Rake Display 


burners. The displays were simple and direct, basing 
their sales appeal on the practical suggestion that 
leaves must be raked and burned. 

Naturally, Mr. Jamison followed up the display sug- 
gestions with personal selling effort. He knows the 
home owners of his district because he wires their 
houses, repairs their electrical appliances and sells 
them their general hardware. When one of them gave 
him the least opportunity he started talking rakes and 
rubbish hurners. If a friendly patron commented on 
the weather, and the approach of winter, he introduced 
the subject of falling leaves, and a sale frequently fol- 
lowed as a natural sequence. 

There are leaves in your trade territory and cus- 
tomers who need rakes and burners. Try Jamison’s 
plan on them and increase your fall profits. 














Sell Yourself First 


To the Salesman I should like to say—you must 
first sell yourself on the economic value of TURN- 
OVER, and get enthusiastic upon the subject, so 
you can generate enthusiasm in the Dealer, and 
you will be his life-long friend if you can cause 
a Dealer to go after the Paint and Varnish 
business, and there is no better way, no better 
life-line to use, no more conclusive analysis to 
submit, than the survey of the Save the Surface 
Bureau. 




















September 25, 1924 HARDWARE AGE 87 


. ~ 6 Aa? ye: my are i“ > Ai ey . ‘sefteecia S| . % 
OG PL SLOSS OE a te when te OF tt ORIN ee OD a GS 


Making the Furniture Fit TE FOES 
\ \ ] HEN the architect submits a blue print for the Ag 


oN a wk 


home, one of your customers is planning to 

build, there is one important detail which has 
always been difficult to visualize. Will the furniture 
of the home owner fit in with the plans as drawn? 
Or will the furniture he plans to purchase fit in. Often 
an electric base outlet, a door or closet, should be 
shifted to another location. 

To help the home builder in this detail, McKinney 
Mfg. Co., Pittsburgh, Pa., has introduced a novel 
service known as the Furniture Forethought Plans. 
A set of these embraces three cards on which are 
drawn standard furniture pieces for the bedroom, 
dining room and living room. The scale is %4 in. to 
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You'll make money by stocking this efficient and quick selling ‘ 
weatherstrip. Hundreds of your customers will want it when 



































1 ft., the same as used in general practice by architects. they eee it displayed on your counter. Order a reel today. ; 
Small Investment—Big Profits 
LIVING ROOM rm You make over 100% profit on Home va py Pag 2 — 
Deen tie eee sisi buy it for 434c per foot. in 500 tt. lots, and sell it for 10. It is within 
at your bonetobes Yet to bea easy reach of everybody's pocket book and quickly pays for itself 
> aol 7 in fuel saved. Hardware men particularly like it. It comes on a reel 
a. F Ty Bd in one continuous length. This means no waste or lost profits in left 
“ oO ORBe o over ends. No lost stock, as it is also moth and vermin proof. 











The Home Comfort Weatherstrip is a novel weatherstrip that has 
pone itself, over a period of years, to be the best strip on the mar- 
et. It provides an insulation for door and window contacts of 























sure that everyth era sordes : ; , 
mit on do th before work bane yr pt genuine cotton tufting covered with a rubberized fabric. The strip 
McKinney will feel amply repaid if, when is cylindrical in shape with a flat nailing lap. 
you visit your builders’ hardware man 
ee et : 6 Superior Features 

MCKINNEY os Weathertight: When in place the Home Comfort Weatherstrip 
HINGES forms a resilient caulk around window and door contacts. 





Flexible: It adjusts itself to wavy surfaces such as warped or settled 
| mem | Lovina’ q een - 7 doors and windows. This flexible strip follows the warped surface 
= and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 














MCKINNEY furnishes these little plans*in a spirit of helpfulness r ’ . i 
in the same spirit MS KINNEY urges you to buy your hardware early. Noiseless: The cushion effect of this strip absorbs and prevents the 


Non-Conductive: Home Comfort Weather- 


The home builder may cut out the pieces and arrange | | strip contains no metal, therefore it is non- 




















— ager ine Tite fi ‘ DOOR | conductive of heat or cold. 
In e proper rooms, eac piece aS sul 18 tancy. eo : i W aterproof: The rubberized fabric covering 
Should he find outlets, doors or closets in unhandy \s oe i Nl renders the strip impervious to moisture, ver- 
locations, he can instruct the architect to make any > | min or decay and prevents crystallization. 
changes at practically no additional expense. Whereas, | pat. san 22, 1004..The abovecut Easy to Apply 

* should the plans be approved, the house completed, and Weatherstrip « sed tog ccctien Simply tack on—turn the corners. That is one 


changes be desired they would be very costly. apertect westhertight contact” Of thereasons why the Home Comfort Weather- 
; strip is such a big seller. Nearly anyone can 


McKinney Mfg. Co., has already distributed two apply it. No expensive mechanic needed. No 
thousand sets to persons listed in a home building taking down of doors or windows; nomitering, 
service. The response has been so enthusiastic, that no sawing, no waste. It is rustless, metalless, 
the company plans to design similar sets for the ity a Sey pa. Weta and flexible. It is the 
library, kitchen and bathroom. Hardware dealers only insulated cushion weatherstrip. 
selling builders’ hardware will upon request be fur- Sells on S t 


° " * 40,8 i ~ This handsome display stand that demon- 
nished with a supply of these cards, to distribute as a BA) strates the Home Comfort Weatherstrip will 
personal service from the store. sent you with your initial order of 500 or 
more feet. 

Put this stand on your counter. It will build 
weatherstrip sales for you. Send in your order 
now for this big money maker. We prepay all 
shipping charges. 
Here’s what one dealer says: “We appreciate your hand : 
ing over your inquiries to us. Some nice orders have resulted and we are 





















. doing a big business on Home Comfort Weatherstrip.” 
New York City = : GE, Marshall Bros. Hardware & “ae Co., 5 City, Tenn. 
Enclosed find check for $3. BT ne ; Be Loui te. 
The loss of HARDWARE AGE to 
me would seem like a loss of a 
poe ee MAIL THIS COUPON 
Yours very truly, E. J. Wines Orcanmation, 1285S. 177TH Sr., Sr. Louis, Mo. 
THEO. F. MULFORD, (Signed ) ; Please send mea ....... foot reel of Home Comfort Weatherstrip at 43/c per 
Shields & Bro., Philadelphia. foot. To retail at 10¢ per foot. Enclosed find check, money-order, cash for $....« 
@ or more 600 ft. reels, 4 1-2c per foot.) 
WMH Ne eel atetedandgsenss Bl sis a uacebumbbdaenycuch nd. <.,,. 
dn Gs bah OSCSU¥e sneWbssanedbadebvewaheseoacieece chcuce... 

















=i 
Sell the qa = Gallon Size 
Hunters NE3 ~~, 


in far West 
as well as the tourists. 


Also sell Aladdin Jars for year ’round use at 
Twelve exclusive features make Aladdins 
the leaders. Superiority 
sticks out all over them. 
And they are the only 
heavily advertised large 
jars. Let people see you 
sell the genuine. Keep 
Aladdins on display. 










home. 


5 
Aladdin Industries, Inc. 
4 
mi i/, Dept. P Chicago 
{ 
Sold by all the leading jobbers. 
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THE NEW G-W 
SIDEW ALK ICE CHOPPER 


All-Steel 
Practically Unbreakable 


Here's a tool your trade will like. Just the 
thing for fall and winter business, too. 


This new G-W Sidewalk Ice Chopper is 
far superior to the ordinary wood handle 
type of chopper. 
out—practically unbreakable! 
special alloy steel, 4” 
hollow steel handle. 
prices. 


Made of steel through- 
Blade of 
thick, welded to a 
Write for circular and 


Our complete line of ice 
tools is described in Cata- 
log No. 70. Have you a 


copy? 
Main Office 
Hill St., Hudson, N. Y. 


New York 





Chicago 


Boston Pittsburgh 





2289-R 








ICE HANDLING MACHINERY AnD TOOLS 
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Something New—A Door Display 


OUR store door is an important factor in your 

, business during working hours, but do you put 
it to work at night after the store is closed? H. 

D. Thayer, Conneaut, Ohio, does. He has built a small 
display box which just fits in the plate glass of the 
door. A strip of 2 x 4 in. along the base of the glass 
supports the box with the aid of two hooks. One 
bulb illuminates the box which will display three or 








four small articles. The box is 18 in. deep, two feet 
high, and must be of a width to fit your door. Mr. 
Thayer changes the items every night and has never 
run up a sales goose egg the next day as a sales score 
for the items shown. 

All of Thayer’s store fixtures, cases, etc., are mount- 
ed on ball bearing casters. At least once a month he 
changes his complete interior stock arrangement just 
to make people keep a careful eye on his stock. They 


do! 


WHERE THE PROFITS GO 


By A. Rowden King 


The Bureau of Business Re- 
search of the University of IIli- 
nois recently turned loose its 
“fact hounds” in order to run 
to earth information about 
losses in retail stores; and they 
ran to cover some facts which 
are highly interesting, if indeed 
not startling. 

They selected a typical retail 
store employing fifty people and studied its methods 
over a period of sixteen weeks. They found that 
forty supposedly capable clerks made at least 157 
errors of addition on charge account slips alone. 
To be sure, the amount of error averaged only two 
cents each, but, on the basis of eighty sales a day 
and forty clerks, that would total $20,000 in the 
course of a year. One hundred of this store’s in- 
active accounts were investigated and fifty-two of 
them were found to be due to delivery errors, short- 
sighted handling of returned goods, misrepresenta- 
tion of merchandise and poor service. 

Over-measurement showed itself to be responsible 
for enormous losses, being as much as three cents 
each on 152 sales which averaged $3.54 each, total- 
ing as much as $4.56 in one department in one day. 
And another staggering loss was found to result 
from changes in personnel. Each instance of labor 
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turnover cost the management from $50 io $200. 
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Making a Can of a Can’t 


HE following letter by Roy Smith, of The 

Walter Tips Co., Austin, Tex., is typical of 

the inspirational messages this company 
sends out to its traveling force. The text of this 
letter has so broad and general an application, 
that we take pleasure in publishing it herewith 
for the benefit of our readers. 

The cry has arisen, “We can do so much—we 
can’t sell everything.” | 

This is a pitiable stand, and he who admits 
it is whipped at the start. He will never succeed. 
No man with a man’s brain can possibly sub- 
scribe to this cry. 

The greatest brain humanity ever produced 
was, at one time the brain of a babbling baby, 
which if its owner had lacked energy, enthusi- 
asm and desire to grow and develop, would have 
remained, no doubt, as it came into the world, 
a mushy, porous, fibrous substance, and nothing 
more. 

No other class of man has so many opportuni- 
ties for brain development as the salesman, if 
he would by thinking, use the opportunities, 
continue to use them and grow. One’s success 
and happiness all depend on one’s ability to do, 
and his attitude towards those things by which 
he gains his livelihood. 

We have heard of many who admit they are 
too small to push the sale of everything all the 
time, but this is no reason why you should not 
try it. Take yourself in hand for a determined 
period of two weeks. Say to yourself, I am 
going to try ME out. I am going to prove this 
thing. Either it can be done or it can’t be done, 
and I am going to sentence myself for two weeks 
trial. I am not going to let anything interfere. 
I am going to try to sell some of everything my 
house carries, especially, I am going to push the 
sale of items on the push list, for I know that 
nonmoving stock is nothing more or less than a 
cancer in the profits of my house, and that my 
house would not single out items for me to push 
if it were not absolutely imperative. 

“Get the habit” 

Do these things, do them well and watch the 
effects. See the increase in wealth, health and 
happiness as the days, months and years roll by. 

“OR” 
You can say 
“This rot makes me sick.” 
Then get. out of line and don’t crowd the trail 
or muddy the water, some day will bring a 
realization. 
“Business is Business” 

“Fun is Fun” 

The biggest mistake one can make is to kid 
himself. 

(Signed) Roy SMITH. 


First Radio World’s Fair 


The First Radio World’s Fair opened in Mad- 
ison Square Garden and the Sixty-ninth Regiment 
Armory, New York City, on Sept. 22 and continue 

' until Sept. 28. 
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Rubber Chair Tips 


‘of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark, ; 

Our Catalogue shows our complete 
line of rubber specialties with prices. 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. Boston 
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THE KNIFE SHARPENER 
WITH THE HANDLE 





The Most Useful 
The Most Beautiful 
The Most Durable 
Retails at $1.00. 





The Phillips-Laffitte Co. Philadelphia 
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mo Cap Screws, Set Screws, Stov 
~} Bolts, Sink Bolts, Hanger Bolts, 


: deme acon — ie 


eR ANT 





ef DoS ols ol) 


patted ptf ~ 


RUE economy in the selection of Screw or Bolt Products 

consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy. 


REED & PRINCE MFG.CO, 440, 


WORCESTER, MASS..U.S.A. 
WESTERN BRANCH arCHICAGO- 121 NORTH JEFFERSON ST. 


















Manufacturers of Mechanics’ Auto Tools for 14 Years 





Send for Samples—Send for Prices 


The Miller Set includes 6 sockets packed with an off- 
set handle in a convenient cardboard box. These tools 
are of high grade carbon steel perfectly hardened and 
guaranteed the most popular selling sizes for motor 
repairing. Packed 100 sets to carton. 

Jobbers and Dealers who handle our Socket Wrench 
Sets and Feeler Gauges can count on handsome profits. 
Our Feeler Gauges are called 


“The Cat’s Whiskers of Mechanics’ Tools” 


They are made 
of high-grade 
Swedish tem - 
pered feeler 
stock. Guaran- 
teed absolutely 
accurate. Blade 
range from .0015 
to .015 takes in 
any setting used 
by motor me- 
chanics or ma- 
chinists. 

One-piece han- 
dle, 3” blades. 
. Write for Circu- 
Feeler Gauge lar and “Dis- 

count. 


MILLER TOOL & MFG. CO. 
DETROIT, MICH. 


Eastern Representatives : James A. Gaffney Co., 35 Warren St., New York, 
N. ¥. Western Representatives: Alden Glaze & Co., 143 ” Second St., 
San Francisco, Calif. 











IMPORTANCE OF DEPARTMENTIZING 
YOUR BUSINESS 


(Continued from page 53) 


cans, garbage cans and pails, tubs, pails, coal 
hods, etc. Exercise care in arranging the stock 
of household goods so that there are not too 
many of each item on display. Maintain a sur- 
plus stock room for the overstocks. 

This department is the one where extreme 
care must be exercised to maintain the highest 
degree of cleanliness and orderliness. Women’s 
trade will be attracted to the store by advertis- 
ing and window display, but they will only be in- 
duced to buy if the goods, themselves, appeal to 
them. Household goods belong primarily in the 
hardware store and, for this reason, a well as- 
sorted stock will go far toward profit and larger 
success if properly pushed and maintained. 

When possible to do so, a 5c. and 10c. type of 
hollow square counter arrangement should be 
used for the small items displayed in trays or 
baskets. If the store is wide enough to permit 
doing so, the 5c. and 10c. counter arrangement 
can be placed advantageously toward the front 
immediately preceding the pyramid tables, but 
this should not be done in a narrow store. If 
a horseshoe case is used in a narrow store, the 
5c. and 10c. counters can follow the wrapping 
counter. 


Paint Department: 


Following the Household Goods Department 
with paints, creates many sales to people who are 
buying household needs and kitchen utensils. 
Cleaning and polishing preparations blend into 
both lines and can be readily put in either de- 
partment. Therefore, it is a good plan to show 
them just between. 

Some paint manufacturers are advocating the 
plan of showing paints right inside the door. 
This is not the best practice because too many 
things in the paint department do not lend them- 
selves for attractive display and are frequently 
messy requiring special equipment. Putty, glass, 
oils, dry colors, etc., are important items which 
no sane man would divorce from the paint de- 
partment and must necessarily be carried in the 
rear so it is a common sense practice to put both 
canned goods, which it must be admitted, can be 
attractively displayed, and the bulk goods in the 
same location. 

Next to the cleaning and polishing materials, 
paint and varnish brushes should be shown sam- 
pled on panel doors, followed by open shelving 
for “canned goods.” Many paint stocks are ar- 
ranged with the larger cans or pails at the bot- 
tom followed by the next size and so on until 
the smallest size is found way up near the ceiling. 
This is a mistake. It is well to put one gallon 
pails of fast-selling paint near the floor because 
of bulk and weight. This idea should be followed 
below the ledge, but should be reversed at the 
counter ledge where the smallest cans should be 
placed, followed by the next size, and so on until 
the one-half gallons are placed. If possible, all 
the rapid selling articles should be placed so that 
they are within easy reach from the floor. Gallon 
cans of varnish and other slow selling items 
should occupy the upper shelves. 

There are two reasons for this arrangement. 
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The first is that the smaller items have the most 
frequent sale and the second is that they are not 
so apt to be overlooked when seeking a particu- 
lar item for a customer. 


Cutlery Department: 


By all means, put cutlery in a horseshoe case. 
Nothing in the store can be more attractive than 
a horseshoe cutlery case. This, if strategically 
located so that it will create sales through sight 
appeal will be a paying and turnover department 
where it is now in a comatose state. 

Besides cutlery, silverware, clocks, toilet ware, 
fancy goods, kodaks, etc., should constitute the 
department. If radio is not carried as a separate 
department, it should be included also. 

The eighth department is undefined because 
any special department can be, thus set apart. 
Farm implements, tin shops, plumbing shops, 
furniture and undertaking are all important lines 
found in well regulated hardware stores. These 
are not considered in this article because they are 
in themselves usually important enough to be 
treated as distinctively separate. 

It goes without saying that each department 
should be definitely in charge of one person, but 
if the personnel of the store does not permit 
this, two or more of them should be assigned to 
one person. This will facilitate the work of main- 
tenance and give each his or her definite respon- 
sibility. 








SUN-FLOWER STOCKS 


By A. Rowden King 


In every walk of life we find 
that things of opposite na- 
tures do not readily prosper 
aN, side by side. Oil will never 
|P 4 Ir — with — ago re- 

Sid) se’ igious and moral instincts 
ZW" separate men as far apart as 
AWS, = the seven seas. Nor do fast 

” - selling stocks and slow selling 
| stocks belong on the same 
shelves in the same stores. 

It reminds us of the neophyte farmer who was 
longer on cleverness than on experience and prac- 
ticability. He bethought him to obviate the labor 
of providing brush for his beans to grow up on every 
summer. He placed a sunflower seed in the center 
of each hill containing bean seeds. “The beans will 
grow up on the sunflower’s stalk,” said he to him- 
self, complacently. 

All went well until the middle of the summer 
when, the beans having caught tightly hold of the 
sunflower stalk, the latter started to grow at a rate 
about five times as fast. The result was that the beans 
were finally lifted right up out of the ground, roots 
and all, and died. 

Similarly, the theory of “planting” one brand of 
goods known to be quick on turnover along with 
every group of “slow sellers” sounds very possible 
but in practice it does not work out. The real re- 
sult is either that the “quick seller” is held back 
and prevented from doing its best because the “slow 
sellers” about it are a hindrance; or else they will 
be pulled up by the roots and prove to be worse than 
“slow sellers,” in fact, “dead stocks.” 
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Waen a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know v hat he 
wants and who know how to 
provide for those wants. 








Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 


MECHANICS & METALS 
NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 























the No. 45 
DO YOU? 


_ FURS 


The sale on this blow torch has 


No. 45 been made popular through the 
Capacity 1 Quart quick recognition of the important 
Weight 4% Pounds improvements (TURNER PAT- 


ENTS) which enable the operator to use present-day 
gasoline or kerosene, effect MORE heat, with absolute 
safety. 

No other blow torches have the baffle in the burner, the 
heater plug, the safety valve, pistol grip handle, etc., 
etc., because they are exclusive TURNER PATENTS 
and will not be licensed. 


FEARLESSLY GUARANTEED 


Quantity production makes price reasonable. 
Your jobber can supply you. Order TODAY. 


("Tk 


The World’s Largest Exclusive Manufacturers of Blow Torches, 
Fire Pots and Brazers 





Edgewood Ave. 


District Representatives: 
San Francisco: Rice-Hitt Co., 623 Larkin St. Los 
Angeles: Rice-Hitt Co., 324 N. San Pedro St. Seattle: 
Rice-Hitt Co., 1427 L. ©. Smith Bldg. New York: 
The Turner Brass Works, 36 Murray St. 


wu = = Most Dealers Sell 
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Chicago Fall Sales Brisk—Prices Firm 


—Spring Commitments Satisfactory 


(Chicago office of HARDWARE AGE) 
URRENT business, both from a retail and a jobber’s 
In fact, sales are 
running ahead of those of the corresponding period 
Commitments for seasonable goods for spring, 
especially lawn mowers, are being placed in a very satis- 


standpoint, shows improvement. 
last year. 


factory volume. 


Owing to the lack of future buying during the past 
few months, the jobbers’ sales of fall merchandise are 
very brisk, now that the season is actually here. 
generally conceded that the retailers’ stocks are low, and, 
consequently, they are ordering for immediate delivery. 

Conditions in the agricultural districts are steadily 
The small grain harvest has 
been abundant, and prices have been good. 

Wholesale prices in the Chicago territory have continued 
on the same general level, there being only very slight 


becoming more satisfactory. 


AUTOMOBILE ACCESSORIES.—Sales 
are holding up in spite of the approach 
of colder weather. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Piugs.—Splitdorf, 50c. each; 
Regular, 58c. each; Champion X, 45c. 
each, lots of 100, 4lc. each; Champion 
Blue Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 


stocks, 





Special Ford, 44c. each. 

Spot Lights.—Anderson No. 3280, 
$6.50 each: Stewart, $5.67 each. 

“Pca A. Electric (Ford), $4 
each. 

Jacks. — Reliable Jacks, No. 46, 
2.50 each; in lots of 10, $2.25 each; 
Ajax, No. 6, 90c. each; National 
Standard, No. 21, $1.20 each. 

Pumps. — Rose, 1%-in. cylinder, 
$1.55 each. 


Chains.—Non-skid, dozen pair lots, 
331%. per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% over- 
size cord tires, $10.45 each; regular 
cord, $8 each; gray inner tubes, 30 
x 3%, $1.20 each: red inner tubes, 
30 x 3%, $1.50 each. 


AXES.—Fall sales are good on the 
lower priced grades, but only moderate 
on standard goods. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 


axes, same weight, single bitted, $13 
doz. base: single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BOLTS AND NUTS.—The recent 
manufacturers’ advance has brought an 
expected advance of 5 per cent in local 
jobbers’ prices. 


We quote 


from jobbers’ stocks, 
f.o.b. Chicago: 


Carriage bolts, cut 
thread, 50 per cent discount; small 
carriage bolts, rolled thread, 50-10 
per cent discount; machine bolts, cut 
thread, 50-10 per cent discount; small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE.—No mar- 
ket changes. Good demand. Factories 
are making prompt shipments. 


We quote jobbers’ stocks, 
f.o.b. Chicago: 3% steel butts, 
old copper and dull brass finish, $3 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $4.50 per 
doz. pair; heavy steel bevel inside 
sets, case lots, $7.80 doz.: steel bit- 
keyed front door sets, $1.90 per set; 
wrought brass bit-keyed front door 


from 
o% xX 


It is 


sets, $3.25 per set; cylinder front 
door sets, $7.50 per set. 


CHAIN.—Chain lines are selling in 
good volume. No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof coil chain, 
$8.50 per 100 Ib.; No. 00-4% electric 
welded cow ties, $2.75 per doz. 

COPPER RIVETS AND BURRS.—Lo- 
cal prices are unchanged, although the 
general market is higher. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Sales are keeping up well, and 
prices are considered attractive since 
the recent decline. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single bead lap joint 
gutter, 5-in., $4.50 per 100 ft.; Cor- 
rugated conductor pipe, 3-in., $4.85 
per 100 ft.; Plain ridge roll, 1%-in., 
$3.80 per 100 ft.; Corrugated conduc- 
tor elbows, 3-in., $1.36 doz. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No change in prices. De- 
mand for electrical heating appliances 
strong. Radio business good. 


We quote from jobbers’ 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $7.25 per 1000 
ft.: in 1000-ft. lots, $7; No. 18 lamp 
cord, $14.50 per 100 ft.; in 1000-ft. 
lots, $13.75; %-in. brush brass key 
sockets, 20c. each: two-way plugs, 
60c. each; in lots of 10, 52c. each; 
one-piece attachment plugs, 13c. 
each; two-piece attachment plugs, 
12c. each: dry cells, boxes of 50, 
. each; less than case lots, 34c. 


stocks, 


each. 
Radio Supplies.—Radio B batteries 
No. 766, $1.40 each; No. 767, $2.62 
each. 


FILES.—The sales volume is satisfac- 


tory. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 


per cent off list: Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


FRUIT PRESSES AND CIDER 
MILLS.—The demand is good and sales 


brisk. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.40 each; 6-qt., $4.20 each; 


12-qt., $5.75 each. Enterprise, No. 6, 
$5.50 each; No. 12, $7.30 each; Junior, 


Reading matter continued on page 94 


changes in two or three items from last week. 
seem to be no present indications of any sharp price 
changes, and there is no tendency to buy speculatively 
either on the part of the jobber or retailer. 

Construction work continues to go ahead on a large 
scale; in fact, the building permits issued during the 
month of August were exceptionally large. 
indications that there will be a tightening up in some of 
the prices in the materials market. 

Gasoline declined 2c. per gallon at the service stations. 

A marked improvement has been noted in the demand 
for iron and steel. 
to increase the number of blast furnaces in order to fill 
their current orders. 

Money conditions continue easy, with commercial paper 
quoted at 3% to 3% per cent. 
ahead of those last year and are satisfactory. 


There 


There are 


Several of the mills have been obliged 


Collections are running 


$10 each; Medium, $13 each; Senior, 
$18 each; Extia large, $28 each. 

Cider Mills. — Junior, $21.75 each; 
Medium, $25.50 each; Senior, $38 
each; Self Feed, $16 each. 

WARE.— 


GALVANIZED AND TIN 
The demand continues to be good, with 
no price changes. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galva- 


nized after made water pails, not 
made of galvanized sheets with seams 


cemented, 8-qt., $1.95 doz.; 10-qt., 
$2.20 doz.;: 12-qt., $2.40 doz.; 14-qt., 
2.75 doz.; galvanized washtubs No. 


1, $6.35 doz.; No. 2, $7.15 doz.; No. 3, 
$8.35 doz.; 1-bu. galvanized baskets, 


$6.50 doz.; 1%-bu., doz.; 5-gal. 
galvanized oil cans, galvanized breast, 


$7.75 doz. 

GARDEN HOSE AND LAWN 
SPRINKLERS.—tThe prices remain un- 
changed with buying for spring about 


to start. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 0% ¢. 


per ft.; %,-in., 13c. per ft.; 3-ply, good 
quality wrapped, %-in., 10c. per ft.; 
%-in., 12c. per ft.; 4-ply, good qual- 
ity, wrapped, %-in., 12c. per ft.; 
%,-in., 14c. per ft.; 5-ply, good qual- 
itv, wrapped, %-in., 9c. per ft.; %-in., 
lic. per ft. Lawn sprinklers, Rain 
King, $28 doz.; Original Fountain 
Sprinkler, $8 doz.; Rainbow, 38-in. 
high, $24 doz. 


GLASS AND PUTTY.—Sales continue 
good. 


We quote from jobbers’ 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 88 per cent discount; 
single strength A, 34 to 40-in. brack- 
et, 86 per cent discount; single 
strength A, all other brackets, 85 per 
cent discount; double strength A, all 
sizes, 86 per cent discount. Putty— 


stocks, 


Pure grades, $3.75 per 100 Ib.; com- 
mercial, $3.40 per 100 Ib. 
HATCHETS. — Sales on the lower 


priced grades continue very good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.: medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
itv hatchets, No. 2, broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 
has been very good, due to the fact that 
hammer prices are well below 1923 


prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-o0z. 
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Necessities 
In Every 
Home— 








“RINGCO” 





Bath Fixtures 











No. 3554 White Enamel 


Home builders and people who rent homes are giv- 
ing particular attention to those things which make 
for their convenience and comfort—the Bath Room 
included. 


And Hardware dealers are realizing more and more 
the importance of displaying a good variety of 
modern Bath Room Fixtures for the home. 


In this connection ‘“‘Ringco’’ Bath Room Fixtures 
are “Doing their bit’’ and doing it well. They are 
of the very newest designs and are constructed to 
give everlasting service, being made of SOLID 


BRASS. 


Brass when heavily and properly nickeled as are 


‘“Ringco’’ Bath Room Fixtures are a source of con- 
tinual satisfaction to customers and continual repeat 
sales and good profit to dealers. 


We'll gladly send catalog—your Jobber will gladly 
supply you. 


AMERICAN RING COMPANY 
Waterbury, Conn., U. S. A. 


Branch Offices: 


New York, No. 2 Hudson St. 

San Francisco, No. 116 New Montgomery St. 
Chicago, No. 29 E. Madison St. 
Boston, No. 170 Summer St. 














Manila Rope 
Sisal Rope 
Binder Twine 


No Hardware Stock Is Complete Without ROPE 


And no Rope stock is complete with- 
out Rakco Rope. 


Foot for foot,. pound for pound, 
Rakco Rope invites inspection and com- 
parison with other brands. 


Then, quality considered and prices 
realized, Rakco Rope makes its own bid 
for trade or real rope merit. 


We take the same pains to give ser- 
vice to dealers that we do to give quality 
to Rakco. 


Try us and see. 


The R. A. Kelly Company 


Main Office 
Xenia, Ohio 


Ohio’s Model Town 


Schermerhorn Bros. Co. 
Omaha, Neb. 


STOCKS 


Branch Office 
New Orleans, La. 


The Morey Mercantile Co. 
Denver, Colo. 
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nail hammers, $10.50 doz.; first qual- galvanized nails is now $2.25 for 1-in. 
ity, 16-0z. machinists’ hammers, $7.85 and longer; $2.50 for shorter than 
doz. Medium quality, 16-oz. nail 1-in. 
hammers, $6 doz. OIL STOVES.—Fall sales are good. 

demand good. f.o.b. Chicago: Old line New Perfec- 

. : tion 2-burner stoves, $17 each list; 

We quote from jobbers’ stocks, 3-burner, $22 each list; 4-burner, $28 
f.o.b. Chicago: t . each list; new Improved New Perfec- 
Axe Handles.—No. 1 hickory, $4 tion 2-burner, $22 each list; 3-burner, 
doz.; No. 2, $3 doz.; second growth $28.50 each list; 4-burner, $35 each 
hickory, $5 doz.; finest selected sec- list; Superfex 2-burner, $36 each list; 
ond growth hickory, $6 doz. 3-burner, $45 each list; 4-burner, 
_Hatchet and Hammer Handles.— $58.50 each list. All subject to 30 per 
4 Be 90c. doz.; finest second growth cent discount. Lots of ten or more 
ckory, $1.50 doz. are subject to 30-5 per cent discount. 

HANDLES, AGRICULTURAL.—Busi- PAINTS AND OILS.—Turpentine goes 

ness continue to be good. another cent lower. 

We quote from jobbers’ stocks, ’ 

f.0.b, Chicago: me si Pk, en jobbers’ stocks, 
ay or andies. — Straig Linseed Oil.—Raw, barrel lots, $1.15 

ft. $450 — vores weet, Brace. 1% per gal.; 5-barrel lots, $1.10 per gal. 

41,-ft.. $4 -~® 5-ft a 80 pt X Linseed Oil. — Boiled, barrel lots, 

t%-ft. ($2.40 doz.; 5-ft., $2.80 doz. — ot At per gal.; S-barrel lots, $1.15 per 
ay Fork Handles.—Bent, chucked - 

and bored, ee grade with aan, Turpentine. Barrel lots, $1.02 per 

errule an cap, ft. 7.50 doz.; ae 

5-ft., $8.50 doz.; XX bent, with strap, F Denatured SOON. <= SETS, Sate, 

ferrule and cap, 4-ft., $5.50 doz.; 4%- White lLead.—100-lb. kegs, $14.75: 

ft., $5.75 doz.; XX bent, 4%-ft., $4.50 50-Ilb. kegs, $7.65; 25-lb. kegs, $3.90; 

doz. ; 5-ft., $5.50 doz.; X bent, 4%-ft., 12%-Ib. kegs, $2. 

af aot Gg doz. Dry Paste.—Barrel lots, 6c. per Ib. 
anure Fork Handles.—Bent, best Shellac.—(4-Ib. goods), white, $3.50 

grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 per gal.; orange, $3.25 per gal. 

doz.; XX bent, 4-ft., $4.15 doz.; 4%- English Venetian Red.—In barrels, 

ft., $4.40 doz.; X bent, 4-ft., $2.60 $3.50 to $6.75 per 100 Ib. 


doz.; 4%-ft., $2.95 doz. ; 
Garden Hoe Handles.—XX 4%-ft., PYREX WARE.—Selling freely. 
$3.45 doz.; X 4%-ft., $2.40 doz. 


Garden Rake Handles.—XX 514-ft., ok eee Oe, 
$5.25 doz.; X 5%-ft., $3.25 doz. ‘ik Giee,-tte, Gh, 200: ten. 
Shovel Handles.—Regular pattern, “ge ae iggy calla 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 Casseroles. — Round, No. 167 $12 
doz.; D-handle, best grade, $7.95 doz.: No. 168, $14 doz. No. 183, $12 
a = ——, $6 a" h al b doz.: No. 184, $14 a Set 4 
pade andies. — -handle, est 
grade, $7.75 doz.. X grade, $6 doz. Nonasereles.—Oval, ‘No. 193, $12 doz.; 
HINGES.—Prices about same. Pie Plates.—No. 202, $6 doz.; No. 
, 203, $7.20 doz.; No. 209, $7.20 doz. 
We quote from jobbers’ stocks, Tea Pots.—2-cup, $20 doz.; 4-cup 
f.o.b. Chicago: Heavy strap hinges, $24 doz.: 6-cup, $28 doz. : : 
in bundles, 4-in., $1.26; 5-in., $1.74; Utility Pans.—No. 231, $8 doz.: No. 
6-in., $2.12; 8-in., $3.54: 10-in., $5.43 232, $14 doz. 


per doz. pairs; extra heavy T hinges 


in bundles, 4-in., $1.90; 5-in., $2.01; ROOFING AND PAPER.—The active 
G-in., $2.52; S-in., $4.30; 10-in., $6.13 sales continue. Red rosin sheathing is 


per doz. nairs. 
L AW N a er ERS AND GRASs ™UCh stronger, though local prices are 
: : still unchanged. 


CATCHERS.—Future business is con- 
We quote from jobbers’ stocks, 


tinuing in a fairly good volume. f.o.b. Chicago: Best grade slate sur- 
We quote from jobbers’ stocks, taced prepared roofing, $1 95 per 
f.o.b. Chicago: square; best tale surfaced, $2.35 per 
Lawn Mowers.—16-in., ball bearing, square; medium tale surfaced, $1.65 
5-knife, 1l-in. wheels, $12.35 each: per square; light tale surfaced, 95c. 
16-in., ball bearing, 4-knife, 10%-in. per square; red rosin sheathing, $55 
Hes OI in eel i bearing, per ton. 
-knife, -in. wheels, $8.65 each; — j 
in tae Gee ee ee ROPE.—A good demand with no change 
sana | $8.85 each; 16-in. plain bear- in pr-ces. 
ng, 4-knife, 9-in. wheels, $7.35 each; To ’ 
16-in. ball’ bearing, 4-knife, 8-in. at ae a 
wheels, $8 each; 16-in. plain bearing, itt ye nw 714 to 1914 ~ 2 } 
“ ard brands, 17% to 19%6c. per Ib.; No. 
3-knife, 8-in. wheels, $5.85 each. 2 Manila, 16% to 18%c er lb.: No 
Grass Catchers. — Galvanized bot- 1 sisal 14% to Wwe m5, 4 . ‘No 9 
tom, for 14 to 16-in. mowers, full sisal, 13% to ible. pa aati mln 
packages, $8.80 doz.; galvanized bot- aaa” | ae , _ ; : 
tom, for 18 to 21-in. mowers, full SASH CORD.—The demand is only 
packages, $9.60 doz.: plain bottom, fair 
canvas, for 18 to 21-in. mowers, $7.60 . 
doz.; plain bottom canvas, for 12 to We quote from jobbers’ stocks, 
16-in. mowers, $5.90 doz. — Chicago: No. Fncgas i brands, 
ee . . 10.55 per doz. hanks; No. 8, $12.10 
NAILS.—Business remains steady. per dos. hanks. $ 
We quote from jobbers’ stocks, : ; 
f.o.b. Chicago: Common wire nails, SASH PULLEYS.—Sales continue fair. 
$23.55 per kee base; cement coated, We quote from jobbers’ stocks, 
$2.80 per keg base. The extra for f.o.b. Chicago: Common sash pulleys, 
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50c. doz.; barrels, 54c. doz.; Common 
Sense, 2-in., 60c. doz.; barrels, 54c. 
— ; No. 105, 52c. doz.; - barrels, 48c. 
OZ 


SCREWS.—No changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Chciago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list; round head brass, 74-5 per cent 
i list; japanned, 74-5 per cent new 

st. 


SLEDGES AND WEDGES.—The de- 
mand is good. Prices have been firm 
and unchanged for some time past. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths’ sledges, 5-lb. and heavier, 
10c. per Ib.; common wood choppers’ 
wedges, 7c. per Ib. 


SOLDER AND BABBITT METAL.— 
The demand is holding steady, but 
prices are slightly easier. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $35 per 100 Ib.; medium, 45-55 
solder, $34 per 100 Ib.; tinners’ 40-60 
solder, $33 per 100 lb.; high speed 
babbitt metal, $20 per 100 lb.; stand- 
_ No. 4 babbitt metal, $12 per 100 


STEEL SHEETS.— Local prices are 
low and demand is very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per foo” lb.; 28-gage 
black sheets, $4.50 per 100 Ib. 


STOVE PIPE, ETC.—Volume of orders 


for immediate shipment is good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
30 gage, 13c.; 28 gage, 15c.; 26 gage, 
17c. per joint. Corrugated elbows, 
30 gage, $1.35; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 


WIRE GOODS.—No change reported 
in prices or demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 lb.; No. 9 gal- 
vanized plain wire, $3. 90 per 100 7». 
catch weight spool galvanized cat- 
tle or hog wire, $4.25 per 100 Ib.; 
80-rod spool galvanized hog _ wire, 
$3.67 per spool. Polished fence staples, 
$4 per 100 lb.; 12-mesh black wire 
cloth, $2.10 per 100 sq. ft.; 12-mesh 
galvanized wire cloth, $2. 45 per 100 
sq. ft.; 14-mesh bronze wire cloth, 
$6.20 per 100 sq. ft.; galvanized be- 
fore poultry netting, 45-10 per cent 
discount; galvanized after poultry 
netting, 45 per cent discount. 


WRENCHES.—Orly a fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list: Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off list; knife- 
handle wrenches, 40-10 per cent off 
list; Stillson, 70 per cent off list; 
Trimo, 65-10 per cent off list. 

Snap-On Wrenches.—No. 50, Radio 
and electrical set. $4; No. 101 Master 
Service set, $15.25; No. 202, Heavy 
Duty set, $8.80; No. 303, Ford Master 
Service set, $14.85; No. 404, Universal 
Socket set, $7; No. 505B, Screw Driv- 
er set, $3.40: No. 900 set square sock- 
ets, $3.70. All Snap-On Wrenches less 
40 per cent. 








Don't F or get ! 


Be sure to attend the First Radio World’s Fair, now being held at Madison Square Garden 
and the Sixty-ninth Regiment Armory, and which will continue until Sept. 28. Plans have 
been made to accommodate dealers, manufacturers, and jobbers from every section of the coun- 
try as well as the fan attendance, which it is estimated will be in excess of 250,000. Over one 
hundred and fifty exhibitors from every section of the country, together with displays from 


eight European countries and Japan, are represented. 
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‘It Must ‘Make Good’ or We Will’ 


Every dealer is authorized to sell the Coes Knife Handle 
Wrench with the distinct understanding: “It must ‘Make 
Good’ or we will.” 


It is this sales policy originated in 1841 and unchanged 
in 1924 that has made the COES the most popular selling 
screw wrench on the market. 


Keep supplied through your regular Jobbers. 


Coes Wrench Co. Selling Agents 


“In Business Since 1841” J. C. McCarty & Co.....29 Murray Street, New York 
John H. Graham & Co...113 Chambers Street, New York 
Worcester Mass. Fenwick Freres........ 8 Rue de Rocroy, Paris, France 


TREMONT NAILS 


Scientifically Designed 


Tremont Hardened Steel Cut Nails win the approval of 
carpenters and all who use them because the carefully 
tempered high carbon steel from which they are made 
will not bend or twist while being driven. Tremont 
Hardened Steel Cut Nails are scientifically designed to 
shear their way into the wood with the grain in a manner 
that assures the strongest possible grip. 


The best you can buy and the best you can sell is the 
Tremont Brand. 










Tremont Nail Company 
205 Lincoln Street Boston, Mass. 





TRADE 
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BRIDGEPORT. CONN. 


[IRON—STEEL—BRASS—BRONZE 
AND MONEL 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 








Representativ 
George E. Quigley, Detroit 
Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Babcock Spruce Ladders 
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A Ladder for Every Purpose—We Pay the Freight 


W. W. BABCOCK CO. - BATH, N. Y. 
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Modern Homes 
Want 
Modern Door Butts 


Owners of modern residences with hand- 
somely finished doors are usually particular 
about the Hardware. 

They want hinges that will add to appear- 
ances—not detract. These people are quick 
to see and appreciate the superior qualities 


of the 


GRIFFIN 


‘‘The Door Butt of America’’ 


The pleasing design of these hinges and 
the attractive finish give a touch that adds 
beauty to the home. 

These strong, all-steel hinges also give the 
right kind of ‘‘service’” every time the doors 
are opened and closed. 
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The Griffin is made in its entirety in our 
own mills—each butt wrapped in moisture 
proof paper and packed one pair in a box 
with screws to match. 


We want these popular butts which are 
finished in the various Griffin hardware fin- 
ishes to reach you and your customers in 
good condition. 


Let us send Catalog and quote prices 


GRIFFIN MANUFACTURING CO. 


WARENOUSE 


A5 Warren St..New York ERIE : PENNA. 74w.ake St.,Chicago, Ill. 
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The “Long Distance” Customer 


The fact that a certain station is hard to 
get on his radio makes no difference to 
him—it’s the “programme” he’s after 
and he’s going to get what he wants. 


The fact that your store may be a little 
further for him to go—isn’t the point— 
“Perfect” Brand Screen Cloth is what 
he’s after and the dealer who has what 
he wants gets the business. 


Your jobber stocks “Perfect.” 


FOUL CULLUM MUU UR UM 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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By manufacturing 
Tubular and Clinch 
rivets that are made 
from the best of care- 
fully tested materials, 
that are scientifically 
designed to clinch 
firmly and drive easily, 
that have the strength 
and uniformity neces- 
sary to meet all de- 





mands and, finally, in 








establishing a reason- 
able selling price, we 
have made it easy for 
the dealer to get the 
best. 


AAAI 


TUBULAR RIVET & STUD 
‘COMPANY 


BOSTON 
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**Allith” Trolley 
Track Door 


Hanger 






“Sixty-One” with 
“Sixty” Track 







For Straight Sliding 
Barn, Garage and Warehouse 
Doors 






No. 61 Hanger has positive lateral adjust- 
ment, roller-bearing steel wheels, one-piece 
malleable frame, hinged malleable pendant 
and two steel aprons. 

No. 60 Track, with its concave treads, is 
stronger and permits easier and straighter 
running of the hangers with less friction than 
other types of trolley track, 

This outfit is illustrative of our complete line 
of hangers, tracks and brackets of the trolley 
track type—comprising a range of sizes and 
varieties suitable for carrying all kinds of 
sliding and folding-sliding doors—equipping 
them in the better way that characterizes 
all A-P hardware. 

Ask your favorite hardware source regarding 
A-P products—or write us. Catalog upon 
request, 











Allith-Prouty Company 
Danville, Illinois 


Representative Jobbers Distribute A-P Products 
throughout the United States 
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AMERICAN BRAND § 


Screen Wire Cloth 


“The Recognized 
_ Leader” 


Satisfactory service to the 
consumer, year in and year 
out, has won for GALVANOID 
the pre-eminent favor of the 
trade. 


ms 


It is heavily zincked after 
weaving by our modern elec- 
tric process. Then a trans- 
parent coating of varnish is 
baked on. This protects the 
attractive finish, and adds to 
the firmness and durability of 
GALVANOID. . 


Order now and take ship- 
ment early so as to assure your 
supply. If your jobber can- 
not furnish GALVANOID, ad- 
vise us and we will see that 
you are supplied. Your trade 
will appreciate the even mesh, 
uniform finish and the long 
wearing quality of GAL- 
VANOID. 


Do not accept substitutes. 
Look for the red-lettered tag. 


We also manufacture 


“AMERICAN BRAND” 


oe 
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Painted—Bright Galvanized— 
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Bronze — Copper — Special 
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grades for particular require- 








ments. 
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American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Cerporation 
General Offices: 41 East Forty-second Street, New York 
eerie? yn ie Franslece 


es—Seatile 
Western Gales Office: 268 So. LaSalle Street, Chicago 





Do You Handle 


Harness 
Horse Collars 


Saddles 
Leather 


If So, You Will Want Our 
Bi-Weekly Market Report on 
the Leather Situation 


Sent to you free of charge, without obli- 
gation. 


Pronounced by leather, harness and hard- 


ware merchants as being absolutely in- 
dispensable in their business. 


Edited and distributed without charge 
to those interested, by— 


The Perkins-Campbell Co. 


622 Broadway 


Cincinnati, Ohio 


Use This Coupon 


Perkins-Campbell Co., 
622 Broadway, 
Cincinnati, Ohio. 


Please send to me, without charge or obligation on our 
part, Campbell’s Bi-Weekly Market Letter and Leather 
Trade Report. We (do or do not) handle harness, 
leather, collars, strap goods. 


Signed 


Ceeeeeeevseeneenereeeoeoeeteeoeeesev eve eaeeeeeeeeeeeeGeseeseeeveeeeeseeaneeeve 
S®eeeseeseeveveeeeeeee eee eeseeveeeee ee eeeeeeeteseeet tee eaeseeeee eee eves 


eeveeeeeevneeeevneeneoee ene eeeeoeveeveeevneevr eee eee ete eee eeegeeveeeeee eevee eeeé 


Town and State 
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Stove Pipe 
Elbows 
W ood Heaters 


Gas Heaters 
Coal Heaters 
Sheet Metal 


Specialties 





Let Jackes-Evans Help You 
Over the Rush Period 


F you are caught short-stocked in 
the middle of the rush season, 
that is the time when Jackes-Evans 
service will appeal to you most. That 
is the time to try out this company 
that has been faithfully serving the 
hardware trade for more than 35 
years. 


Not only will your order be filled 
promptly enabling you to serve 
your customers without delay; but 
you ll find the highest quality at the 
right price. 


Everything in Sheet Metal 


Specialties 


To the left is a one-piece, 
oval reducer made of special 
drawing stock that is built 
to fit and does fit. It is one 
product of our complete line 
of sheet metal specialties 
for the hardware trade. The 
J-E line imecludes all types 
and sizes of stove pipe and 
elbows. Also wood, gas and 
coal heaters. 





Send for 
New Catalogue. 


Jackes-Evans Manufacturing Co. 





Main Street at Tyler, St. Louis 


September 25, 1924 








FIRST Point 
of the Clemson Star 


wep STAR 


PM / HACK SAW 


CLEMSON EXPERIENCE— 


STAR blades were first intro- 
duced in ‘'1883.’’ Previous to 
this time the Clemsons were 
engaged for two generations in 
the manufacture of saws. Over 
120 years combined saw ex- 
perience has evolved this su- 
preme blade. 





CLEMSON BROS., INC. 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 
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......this 1s some tool! 


Show the Simore screwdriver or combination knife and 
screwdriver to your customers, let them see just how handy 
and well built a tool it is, and then you'll hear “this is 
some tool.”’ Right after that the cash register will make a 
noise you like to hear. 

Each tool has three blades in the handle always ready for 
use—the blades are selected and produced by gravity action 
through the chuck and cannot be lost or misplaced—you 
change blades almost instantly. 

Every customer you have would be glad to have one, be- 
cause the tool is so handy for all kinds of work and it is 
built to last a life time. 





Write for full information about these tools 
and the Simore Automatic Trysquare. 


The Simon & Skidmore Mfg. Co. 


Dept. 1-8, Santa Ana, California 








SIMORE TOOIS SEZZ. 
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ALWAYS THE SAME 
GOOD QUALITY 


Universal Hose Clamps can always be de- 
pended upon. They are always of good qual- 
ity—good workmanship—and behind these is 
a selling policy that the Trade is entitled to 
and gets—the Square Deal. 


Combined with these protections are the 
“Scores Between Holes” and the “Bead,” two 
patented features that make Universal Clamps 
different from all others and that provide ad- 
vantages users need and look for. 








The ‘Scores 
Between Holes’’ 


This original, patented fea- 
ture provides a quick, clean 
break-off. No rough edges. 
No wasted time. Simple 
but extremely efficient. 
These little scores save a 
lot of time and speed up 
every hose job. 


The “‘Bead’’ 


Another original and pat- 
ented feature that makes a 
leak impossible. This bead 
is located on the nut and 
bolt end of the strip and 
the pressure of the overlap, 
as it is tightened, on this 
bead provides a permanent 
leak-proof connection. 




















Universal Hose Clamps are Electro-Galvanized — not 
heat treated. They are made from steel ribbons cold 
rolled. They are rust proof throughout. Their edges 
are smooth. No pieces project to catch in the fin- 
gers. One size—l to 3 inches—is adjustable to fit 
any size hose. For occasional needs of small hose 
We also make a Junior clamp % to 1% inches. 


Specify Universal Clamps and be sure you get the genuine. The 
name is on every clamp and every box. 


Universal Industrial Corporation 
Hackensack, New Jersey 


Department of Sales 


DALLAS 
Harry Knight 


BOSTON 
Burton Rogers Co. 


26 Brighton Ave. 


PHILADELPHIA 
T. Scott Eavenson 
1536 Cherry St. 











2218 Commerce St. 


HOSE 
Adjustable to Lit arzy Lose of ary See 




















Only Warren Can Build 


a Warren Fixture 


It is a significant tribute to Warren 
ideas, construction and dependability 
that Warren Fixtures have been the 
standard of comparison for nearly 
half a century. 


This confidence is of importance to 
every hardware merchant—impress- 
ing upon him the truth that only 
Warren can build a Warren Fixture. 


Others may duplicate Warren materials, 
may imitate Warren designs, may strive to 
match Warren workmanship, but they can- 
not duplicate Warren craftsmanship and 
ideal. These are the growth of half a cen- 
tury, and have earned confidence through 
years of service. 


And Warren qualities impress you more as 
you know Warren Fixtures better. The final 
proof lies in the fact that when a Warren 
user expands he specifies Warren Fixtures. 


If you are planning store changes, 
let our Service Department offer 
suggestions. 


“There is no substitute for Warren Fixtures” 


J.D. WARREN MFG. COMPANY 
159 N. State Street 


Chicago, Illinois 
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WELL DISPLAYED 
IS HALF SOLD— 


This is especially true of such a well-known, 
high quality line as 


K & E 
MEASURING TAPES 


The above illustrated, handsome golden oak display 
case will help you to keep your stock of tapes com- 
plete and in good order. 


It will be furnished without charge to any dealer 
ordering the assortment of Tapes it contains. 


SEND for DETAILS 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton St. Gen. Off. and Factories, HOBOKEN, N. 3. 


CHICAGO ST. LOUIS SAN FRANCISCO 
516 S. Dearborn St. 817 Lecust St. 30-34 Second St. 
MONTREAL 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 








Continenta 








ISloLarhars 


(Reg. U. 8. Patent Office) 





WOOD SCREW CO. 
New Bedford, Mass. 
















Bores Any Arc 


of a Circle 


The Forstner Aue Bit, 
like other bits, is guided by “its 
circular rim instead of its center 
consequently it “> bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
~~ a. combin For core boxes, 
an icate patterns, veneers, screen 
scalloping, fancy scroll twist columns, newels, 
ribbon molding and mortising. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 








Side Lines For Salesmen 


Many good salesmen are looking for profitable “Side Lines” 
to handle. 


What have you to offer? Give details—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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= Among those who love fine things, 


Wane ete 
I Oe) 


ole Heisey #) Glassware 
WM has long been established as the standard of 
quality. 
Asa Heisey dealer, these discriminating people will 





| | come to. you for the glassware that bears the dis- 
Ee AMI I | _  tinguishing 4 mark. There is an endless variety or 
< — \V/ VO ae a original Heisey patterns and shapes from which 
>= 1 Mees PASE: «= they can select. 
1eR : | The Heisey line will be a source of most gratifying 
< profit to you. 








Write for particulars 


A. H. Heisey & Company 


: agate 2 = <> —t f: Department H. A. Newark, Ohio 
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Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros. °°" 7.” 


Selling Agents 


Wiebusch & Hilger, Ltd. 
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No. 1111—6 inches Wide Heel Cut Back New York 
MANUFACTURERS JON GENERAL OFFICE 
Established and WORKS 
1863 Ava PITTSBURGH, PA. 


BOLTS, NUTS, WASHERS, RE PORA?! SCREW RAILROAD SPIKES, 
RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEELBARS, 
GRUBHOES AND CROWBARS MATERIAL.ETC.BOAT SPIKES, CONCRETE REINFORCEMENT BARS. 


EASTERN OFFICE PACIFIC COAST OFFICE 











50 CHURCH ST, NEW YORKCITY. MONADNOCK BLDG.,SAN FRANCISCO,CAL. 
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You Need “Em 


Anchor Brand Clothes Wringers 


We Have ’Em 


Send us your orders. 


LOVELL MANUFACTURING CO. 


World’s Largest Manufacturers of Clothes Wringers 


Erie, Pa. 














when you carry one of these tools. 


ARMSTRONG’S 
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Improved Nipple Holder 


No. 20 for No. 2 Stock 
Range 4%4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


The right nipple is always on the job 


The Armstrong Mfg. Co. 
Bridgeport 
Conn. 






















Saisdel 


























Lylaisce!f 





“BUILDERS” 





Building activity means an 
added de 




















Better brace up 


your stock of carpenters’ 
a 660 illustrated is flat, octa- 


lead, red 


sha 

Solish with black edges, stamped 
in silver, 7 inches long. Its bright 
red polish makes it easily dis- 
cernible in carpenter work. 

This pencil can also be had in 
HARD lead under our trade 
number 659. 


Send for samples and prices. 





PENCIL COMPANY 
PHILADELPHIA 


U.S.A. 
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STANLEY 











No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs pre- 


edges of strap do not cut the hands. 


THE STANLEY WORKS 


New Brita‘n, Conn. 
New York Chicago San Francisco 
Seattle 


of 
800 feet 


Manufacturers of Wrought Hardware and Carpenter’s Tools 


vent the nails from slipping in driving. Round 


Los Angeles 





BOX STRAPPING 
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“YANKEE” RADIO TOOLS 


The handiest tools ever made for Radio Work 


**Y ANKEE”’ TOOL SET No. 105 
Contains Ratchet Holder (6%,” over all) for all attachments, comprising one 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench, one Reamer 
and one Wire Bender. (See illustration.) 
Packed one set in extra heavy cardboard box. Weight 1 Ib. 


“YANKEE” RADIO DRILL No. 1431 (with special display box) 
A small, powerful drill especially designed for Radio Work. Has special chuck 
with 9/32” capacity, to take largest drills usually furnished with Radio sets. 
Length over all 91.”. Wt. 11/2 Ibs. 

DISPLAY STAND (See Illustration) 

For Tool Set No. 105 and Radio Drill No. 1431. 

Furnished free with each order for 1% doz. No. 105 Tool Sets, and two only 1431 
Drills; but only when specified on order. 


Your Jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 























This machine i 


Sidewalk Elevator ]] ,2»: 2«::: 


Deddateek Retin cake a0 This sidewalk elevator, or ash hoist. is de- noes 4 means of 

aC OL RIM aa ital i 9 pS signed for use in mercantile establishments, ang ll — & . 
schools, office buildings, churches, hospitals The Detroit School 
or in any type of building where it is nec- Board has instal- 


essary to reach the basement from theside- led twelve in their 
various public 











walk level. It eliminates hoisting ashesor etal laci 
Sell the Stay merchandise by hand with a crank andcan |] hand and water 
be arranged to travel truck height if neces- drive apparatus. 
Home-Owners Want sary. 
















doors and bow for op- 


Qysowmalic CASEMENT STAY weg aa 


complete information. 


KIMBALL Bros. Co. 


MONARCH with sicel sidewalk | 
if 


The only stay with adjustable spring-locking 
friction shoes. 


Our advertising in House and Garden, House Beautiful, 1103-19 9th $t., Council Bluffs, la. 
Literary Digest and other magazines is emphasizing this 48 E. Pavette St, 
exclusive Monarch advantage—and the fact that the Baltimore, Md. 
Monarch Stay holds casement windows secure at any ian & « well 
angle, regardless of wind or weather. Fits any case- Elevator for every 
ment, transom or pivoted window, no matter how opened. requirement 





Can be attached concealed or exposed at right, left, top 
or bottom. ‘ 


Write for free illustrated Manual which gives complete 
list of finishes of Monarch Automatic Casement Stay, 
Monarch Control Lock, Monarch Casement Check. 


MONARCH METAL PRODUCTS CO. 


4960 Penrose St. St. Louis, Mo. 


Also Manufacturers of Monarch Surface Bolts K M BALL = R OS . LO 


COUNCIL BLUFFS. IOWA 

















Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 





Main Office and Factory Eastern Display Roome 
—— ———————————— 700 Wabash ace ms voz bi 
Heller Shelving in Payne-Cummings Hardware Co., North Adams, Mass. Montpelier, Ohio es ty 
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| REFUSE 
grade of basic steel 
tt trically welded 


“UNITED” PRODUCTS : 
BURNER C | S 
wire. All inter- 
Eeeeeeee > under pressure. 


== Collapsible 
Built from the best ALL KINDS 
sections are elec- 
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Hittite Se sSSeessses S This is the most 


| iii 2252250022 ger practical method of z T 
ie . joining steel and | J 
| wire. 








CAPACITY—Built square, having one-third more ca- 
pacity than a round burner of corresponding size. 


COLLA PSIBLE—Folds flat for shipment and storage. 
Takes cheapest freight rate. 


EFFICIEN T—Raised on legs. Draft at bottom, sides 


and top. Maximum combustion obtained. 
SAFE—Waste matter completely destroyed. Spreading 


flames and blowing embers reduced to negligible degree. TOW ER MFG CO 
° . 


We also make other wire specialties. : , 
Madison, Indiana 


Write today for catalogues. 


UNITED STEEL and WIRE CO. | | Cincinnati, Ohio 
30 Fonda Ave. Battle Creek, Mich. 
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Walden-Worcester Display | | When Buying Sole Leather 


consider the 


Boar ds Will Make Money protection afforded you by the 


for You iit = = 
YELLOW LABEL 


The board illustrated con- 


tains five each of eight of ; It guarantees the Quality. 
—— ALLEN’S SOLE STRIPS 


It takes up little space in Made from real bark-tanned selected hides. 


your store—3’9” x 1’. 

It will hang on a wall or on 
a post. 

The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large.or 
small dealer, you will find 
our display boards profit- 








able. 
THE STANDARD OF COMPARISON FOR OVER 
Walden-Worcester 30 YEARS. 
INCORPORATED MANUFACTURED BY 
General Offices and Factory ? 
Worcester, Mass., U. S. A. N. R. ALLEN S SONS co. 
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The “AJAX” 


Handsome, Economical, Durable 
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II =“ * 
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Here is a Spring Pivot Hinge that embodies 


every practical feature that could be desired; Only the key can open it. It 


may be operated just like an 


that is profitable to sell; and that is backed ordinary night latch; or by 
to the limit by this company’s good name turning the key one turn 
and unparalleled reputation. backward; it securely locks 
, . . the bolt and the inside knob. Thus 
Place your order for it with your jobber’s locked, the bolt positively cannot be 
salesman or let us send you Catalog H 39, forced back or the door opened from 
either inside or outside without the proper 
key. 

[ i i Also our line of Padlocks is complete 
Chicago Sopring Ainge Company in every respect. We also make Special 
CHICAGO NEW YORK Cylinders for Special Locks, including 

Automobile Locks of all kinds. 





And ge Fyiing us a you need a 
Blanks and Cut Switch Keys. e make 

TRADE C r ICAGO MARK over 1000 different patterns—all of best 
material. Write for Catalog 6. 


SPRING HINGES ae any 


LEOMINSTER, MASS. U. S. A. 
Mfrs. of cylinder locks, padlocks and key blanks 




















sur | A MILLION KEGS 


Good 

Felt Steadily A million kegs were sold last year by 

W eather All Hardware Stores. | 
‘hs : Are you getting your share of this 

Stripping W inter profitable business? 





Best quality kegs,direct from a respon- 
sible manufacturer will have a ready sale 
Good Wool Felt Weather Strip- from April to November. 
ping will bring warmth and The best kegs are trade-marked with 

a the “Triangle C” and are made only by 
comfort to winter homes—and : 


steady profits to dealers. 





FELT WEATHER STRIPPING 


is the big 10c household necessity. First in demand as 
long as cold weather lasts. The best felt obtainable for 
the purpose. The quickest seller on the market. Offered 
in attractive cartons that help sales. 


—p 
iy 











“bts Ne IAS 
Ask your wholesaler or write today for profitable CLEVELAND COOPERAGE COMPANY 


dealer offer and sample. 
Cleveland, Ohio 


GERSTEIN BROTHERS 
Builders of ‘Triangle C”’ Barrels . Right to Hold Tight” 











517 Broadway, New York 
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INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 


For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 














Russell J e 
, Auger Bits 


T Setisfied 
oneal 
Profitable 
Sales 


Our bits and braces have been accepted as agg by the 
2 finest woodworkers for over fifty years. Bits for every 
oe purpose—auger bits, dowel bits, car bits, machine bits, ete. 


Send for booklet. 
Russell Jennings Mfg. Co. 


Chester, Conn. 


= ¥ 
a 
















Sell More Pulleys 


Every Dealer can greatly increase 
pulley sales by selling the more 
practical and profitable— 


“Ezyrun” Pulley 


It is enclosed — en- 
tirely protected against 
the elements. Line can- 
not tangle or slip off. 
It operates on 


Ball Bearings 


For gymnas.um work, 
specify ““Ezyrun.” 





EXTERIOR DESIGN 


Ask your jobber or write us. 


BROOKLYN PULLEY CO., Inc. 


8S Sth Ave., Brooklyn, N. Y. 











Sells on Sight 


No. 22 Improved coil Fire Pot has 
many good points that recommend its 
use. Tank is drawn steel tinned, 
making it leak proof and rust proof. 
Patented three piece coil cup fits into 
grooved top plate. Can be removed 
by cussvewing’ three nuts. No u mpetane 
connections to tank. Improved 

Filler Plug and other patented fea- 
tures. Extra strong and serviceable. 
Jobbers supply at factory prices. 
Send for a catalog. 


Clayton & Lambert 
Mfg. Co. 


10619 Knodell Ave. 
Detroit, Mich., U. S. A. 





No. 22 Fire Pot 
Ask for latest price. 














G. F. Wright Steel & Wire Co. 


Manufacturers of 

















BEST BY TEST 


Fully Guaranteed 
Free Booklet, “Cutting Hack Saw Costs” 


Diamond Saw & Stamping Works, Buffalo, N. Y. 


ae eee” ee Se BE SOK c's cbs ce ea ccc bn bec cececnbese 
booklet “‘Cutting Hack 
Saw Costs.” i ceed teen ad bimieisiaae bile 











UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 


fie. DIETZGEN 
a cae 


are widely used by the build- 
ing trades. Quick sellers with 
good profit. Catalog on request. 















Drawing Tables, 
Boards, Scales, 


T Squares, Tri' EUGENE DIETZGENCO. 


angles, Curves, Chicago NewYork San Francisco New Orleane 
Instruments. etc. Pittsburgh Philadelphia Washingtoa 
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THE HAMMER 
HOLDS 
THE TACK 





Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 
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age. Liat price, $1.56. 


ALLEN WRENCH SETS 


with cold-drawn sockets come in combinations covering 
every wrench requirement of mechanics and car owners. 
Box Sets and Bag Sets—embodying all features of high- 
grade mechanics’ tools in the ndiest possible combina- 
tions. Write for booklet and proposition to the Dealer. 


THE ALLEN MFG. CO., 139,SHELDON sT. 


HARTFORD, CONN. 








Aadiovise Presents Itself 


When a customer passes the “Radiovise” he has 
to stop and admire it. 

That’s just why we have made it so attractive 
with a bright red finish. It shows itself off and 
helps the dealer make the sale. 





Swivel Base — Anvil 
Tool Steel Jaw Faces 


Jaw Width 3%”—Opens 4” 
Weight 19 lbs. 


Type 


Type and Size 


for Every Service 





Write us for prices and details. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 








Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23“%A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 


6186 






































THE BIGGEST SELLING 
POCKET SCREW DRIVER 


MARCY TOOL WORKS, Inc., Putnam, Conn., U. S. A. 


NEW YORK CHICAGO 
75 Barclay St. 180 N. Market St. 


















STORE LADDERS 













chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and proves vee 

ze 


na” 


tion. Erection as simple as A, B, 
small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
Thousands in 
ase. Circular on 





cs ee ee em ee 
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SG cushion 
TIRE 


Insure perfect shelf service for any line of mer- . 


ee 







ime Saving 


t 
BOLT CLIPPERS 
WIRE CUTTERS 





POP 


z = = = fi u z= = 4 
iz — Lorain r= 8 





For cutting bolts, rods and 
wire, ranging in size from 
% inch to % inch. Used in 
garages, repair plants, 
farms, homes, shops, eta, 
saving time and labor. 

The name PORTER is 
assurance of _ reliability — 
protection against inferior 
material and poor workman- 


ship. 
Every PORTER tool is 

built for efficiency and dur- 

ability. 

H. K. PORTER, Inc. 


EVERETT, MASS. U. S. A. 




























ADJUSTABLE 
PIPE WRENCHES 





KEYCO 


— 
He nEYCO % 
Frag ve G 





PATENT APPLIED FOR 


“Keystone lity.” Made from Alloy 5 heat treated 
’ “go The most durable Wrench on_ the 

market. Light in weight, can be used with one hand on 

pipe, nuts or studs. Fully Guaranteed. Packed 12 to « 
rton. Write for Discounts. 


The Keystone Manufacturing Co. 
7 Buffalo, N. Y. 
Sales Repr tatives—Surpl 





. Dune & Ce. 
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DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog “4 
























































irs 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, 0. 
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BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 








STRATTO 
HANDLES 


Fer Smali Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO., 


Plain 


or paneer in 
colors 


Stratton, Maine 








WE PROTECT THE DEALER. 
(|BS 








BROWN & SHARPE MFG. Co. 
Providence, R. I., U. 8S. A. 
“Superior” Screw Driver Bits 
Five Sizes, 14 to % inch 
The Conn Valley Mfg. Co., 





Centerbrook, Conn., U. S. A. 











Sturdy, Dependable 


New York 





Superior Quality, Rigid, 


“W & B” 
KNIFE HANDLE WRENCH 


J. H. WILLIAMS & CO.—‘“‘The Wrench af el 
BUFFALO 








Chicago 





CORRECT 
CES'IGN 


screw “TEI NOX” privers : 


FORGED 
BALANCED 


SUPER 
QUALITY 





=< 


The Soots in Lhe Pui Bor” 


AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











FESTSPDPDLLEODE DAT 








MINT 


PADLOCKS 





FOR EVERY CONCEIVABLE PURPOSE 


FRAIM-SLA YMAKER 


HDW. co., 


Lancaster 





INC. 
Pa., U. S. A. 








THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
1000 MILITARY RD., BUFFALO, N. Y. 





ver TT 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


New Britain, Conn. 
Western Factory: Dayton, Ohio 


229 High Street 


Makers of Every 
Kind of Screw, 
Nut 


and_ Bolt. 





eS 





STANDARD SINCE 1865 
For $8 eee oe Priest’s Cli 
ee ton, ‘None sell _ —_ ereal satistac- 





















Uy, 


Panay »" ») 





A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince oo“ & selling SQUBEZ- 


The that 
aie 


Keeps hots 9g eut ef water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 


EZY. 
by a twist of the 

















UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 














New York Office 





Waste — Mops — Wicking | 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 


MASSASOIT MANUFACTURING CO. 
Fall River, Mass., 


U. 8. A. 
250 Broadway 








SAMPLE 
FREE 














By Saunders Norvell 


Price $3.00 per copy. Order now. 
Hardware Age, 239 W. 39th St., New York City 
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Jack—For Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 


Double Screw—Ball Bearing 
Low Placement—High Lift 
Height when closed, ° inches 
Extends to 17 inches. 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 


Convenient handle excellent 
workmanship and quality. 


Dealers—Jobbers—Wirite 
us for discounts 


Weight 8 pouas 1 HE SHAWVER CO. 












































Ca a | a Springfi eld, Ohio St. Louis, Mo. : 
q Packed 1 or 2 doz. 10c pkts.to a Carton : atte 
= Advertised for et 
secie weed 24 years : | ar | Bhar dine Mm NAD: 
Great Demand 7 “an oi 1a Ge 
Glass Heads , ? 7 BR 
‘ Good Profits DEH AQEA eee 

with Sharp Attractive Atthritittitt ; 
Tool-tempered 6 for SIEESIUEITE 2: | —_ 

Steel Points 10c pn ee TTT all profes- 

isplays 





4 arirttie sional barbers, as 








well as many home users, 
find complete satisfaction in Koken Razor 
Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 


2k me pessieaginn A Type for Every Service 


American Steel & Wire 
ee ee THE GOULDS MANUFACTURING COMPANY 


Company 

On Clerstand, New a Aerts 

oe ig a ve Am. Special, Een, Falls, N. Y. 

Perfect , Lyman 
eee 1 Ellged Hot Galv’d Nails : 
INC 'INSULA 1 American, Royal, Antheng, GOU ; DS 

ARROW STEEL POSTS F 
CONCRETE REINFORCEMENT 
BALE TIES: Old reliable brands 
TELEPHONE WIRE 
WIRE fer every purpose : 


Quick Delivery. Write us for selling plans. 





Moore #L) Moore 
Push-Pins Push-less Hangers 
**Glass Heads-Steel Points’ **The Hanger with the Twist’ 


To “ Hang Up Things ” in Homes, Offices 
and Schools. Ask your Jobber. 


Moore Push-Pin Co. ( Wayne Junction), Phila., Pa. 














SHGKAUATALTIGIGSASSRAEAATARLALTLSOLGAELDRRAGURLIDEGOSDORATSASHLUR DOR SFARATORRT OLE \, ' 


























neta 
Barnes House Pumps 
PaineT oggle Bolts 
The one 9 type toggte The Barnes “Handy” House Force Pump 


is one of our many attractive items of 
pumps for practical household require- 
ments. 


The wings open instantly 
in any position in hollow 
material. 
an * — head 
length bolt 
emesis! a bolts threaded 
o hea 
iiaaliina no guiding— 
just insert—The spring 
does the rest. 
Samples on request— 
no charge Write for prices of complete line. 


THE PAINE COMPANY The Barnes Mfg. Co. 


Cor. Sacramento Blvd. & Carroll, Chicago, II. 
33 Warren St., New York, N. Y. ‘ Mansfield, Ohio 


Finished in bright red with deep bronze 
trim. Polished brass cylinder, brass 
plunger rod, brass stuffing box and 
valve seats. Provided with back outlet 
for piping water to any part of house. 








Fig. 211 




















112 


HARDWARE AGE 





September 25, 1924 


Classified Opportunities 





Business Opportunities 


Business Opportunities 


Business Opportunities 





—_—-- — 








trical goods is offered to a quick buyer. 


No other established hardware store in town. 
of capital. Direct inquiries to Box G 308, care of HARDWARE AGE, New York. 


_* opportunity to buy an excellent stock of builders’ hardware, houseware, and a small stock of elec- 

We are going out of business for excellent reasons, and will 
rent part of our building to buyer of the above stock. Location East Central Virginia on main line railroad 
north and south in town of 1800 population, serving adjacent territory, mostly farmer population of 27,000. 
This is the chance for a man with initiative and a small amount 











Business Opportunities 


Help Wanted 


Positions Wanted 





AN OPPORTUNITY IS AFFORDED AN 
EXPERIENCED HARDWARE MAN WHO IS 
CAPABLE OF MANAGING AN _ UP-TO- 
DATE HARDWARE STORE TO PROCURE 
ONE-HALF INTEREST IN AN OLD ESTAB- 
LISHED MONEY MAKING CONCERN, 
WHEREIN ONE-HALF INTEREST AF- 
FORDS ALL RIGHTS ENJOYED BY SOLE 
OWNER, AS PRESENT OWNERS HAVE 
OTHER INTERESTS THAT REQUIRE ALL 
THEIR TIME. LOCATION NORTHWEST- 


ERN OHIO. 12,000 POPULATION IN THE 
HEART OF OHIO’S FINEST AGRICUL- 


TURE AND MANUFACTURING DISTRICT. 
A WONDERFUL OPPORTUNITY FOR THE 
RIGHT PARTY WITH ABOUT $10,000 TO 
INVEST. ALL CORRESPONDENCE CON- 
FIDENTIAL. FOR FURTHER PARTICU- 
LARS ADDRESS BOX G-311, CARE OF 
HARDWARE AGE, NEW YORK. 





SPECIAL: DRIFTWOOD LAND_ COM- 
PANY FOR AGREEMENT WITH RESPON- 
SIBLE PARTY TO ESTABLISH PERMA- 
NENT INDUSTRY AT DRIFTWOOD, 
PENNSYLVANIA, EMPLOYING TWENTY 
TO TWENTY-FIVE WORKMEN, 
DEED ABOUT FOURTEEN ACRES _ OF 
LAND ALONGSIDE PENNSYLVANIA 
RAILROAD SYSTEM. FINE LOCATION, 
EXCELLENT RAILROAD FACILITIES. 
MUCH GOOD SECOND GROWTH TIMBER 
IN THIS SECTION OF PENNSYLVANIA. 
ADDRESS DRIFTWOOD, PENNSYLVANIA. 





FOR SALE: HARDWARE BUSINESS, AT- 
LANTIC CITY, N. J. WONDERFUL OPPOR- 
TUNITY FOR EXPERIENCED MAN. WILL 
SELL STOCK AND FIXTURES AT A LIB- 
ERAL DISCOUNT FROM PRESENT MAR. 
KET PRICES. ON ACCOUNT OF OTHER 
BUSINESS INTERESTS NECESSITATING 
CONSIDERABLE TRAVELING, OWNER 
CANNOT GIVE BUSINESS PROPER AT- 
TENTION. LOW RENTAL. ADDRESS 
BOX G-305. CARE OF HARDWARE AGE, 
NEW YORK. 





FOR SALE: Chicago Supply business. The 
chance of a_ lifetime. Established 18 years. 
Well known, whose profits now enable owner to 


retire. Everything for Engineers, Plumbers, 
Steamfitters, Electricians, Janitors and Repair- 
men. We sell direct to consumers. Rated 


$50,000 to $75.000, highest line of credit. Have 
never borrowed one penny. Occupy 3 floors and 
basement in heart of Chicago. Rent $260.00 per 


month. Medium size business. Profits average 
$20,000. You can step into an established busi- 
ness without one cent beyond purchase price. 


Price $65,000. 


Statements to those of proven 





financial ability. Address Box G-309, care of 
Harpware Ace, New York. 
HARDWARE STORE (ffor sale or trade. 


Twenty-four miles north of Chicago on the 
North Shore. Have a long lease. Suburb of 
10.000, and only one other hardware store. Will 
sell at bargain to dissolve partnership. Address 
Box G-307, care of Harpware Ace, New York. 





FOR SALE: A clean stock of general hard- 
ware and fixtures, inventory about $12,000, in 
a thriving city of 15,000 people. For full in- 
formation address Box G-306, care of HARDWARE 
Ace, New York. 





FOR SALE—First class hardware business in 
rowing town in Fairfield County, Connecticut. 
usiness can be sold either with or without real 
estate and on liberal terms. For particulars 


write P. O. Box 463, South Norwalk, Conn. 





' HARDWARE BUYER 
WANTED 


ASSISTANT HARDWARE BUYER WANTED 
BY LARGE DETROIT DEPARTMENT STORE. 
OULD PREFER AN H 


SHELF HARDWARE. IN 
GIVE FULL DETAILS OF YOUR HARD- 
WARE EXPERIENCE, AMOUNT OF BUSI- 
NESS ACCUSTOMED TO HANDLING AND 
AMOUNT OF UI . ALL 

EBS KEPT STRICTLY CONFIDENTIAL. 
ADDRESS BOX G-270, CARE OF HARD- 
WARE AGE, NEW YORK. 








vs 








BUILDERS HARDWARE MANUFAC. 
TURER requires salesman for Greater New 
York and vicinity to cover the jobbing and 
hardware trade. his is a real opportunity for 
an aggressive, energetic young man of experi- 
ence to build up a permanent business for him- 
self and to grow with a progressive concern. 
Write fully, giving complete details as to age, 
education, experience, present position and com- 
eng record of previous employment. Address 

x G-281, care of Harpware Ace, New York. 





WANTED for Permanent Position: Orient 
high class, thoroughly versed and experienced 
all-around hardware man. Give complete record 
of employment, including firm, positions, salary 
and term of service. State salary expected. Ad- 
os Box G-304, care of Harpware Ace, New 

ork, 


AN INDUSTRIAL MANUFACTURER with 
an established staple product requires a sales- 
man with an acquaintance in the mill supply, 
heavy hardware, and manufacturing trade in 
Wisconsin, Minnesota, Iowa and Nebraska. 
Headquarters Chicago. Application will be 
treated in confidence. not answer advertise- 
ment unless you are a producer and can furnish 
best of references. ddress Box G-287, care of 
Harpware Ace, New York. 








BILL CLERK—To price sales sheets and figure 
profits. Salary $100.00 per month. Louisiana. 
Address Box G-312, care of Harpware AGE, 
New York. 











AN UNUSUAL OPPORTUNITY is available 
to a high grade, reliable man to call on hard- 
ware jobbers and do sales promotion work for 
an established advertised oil stove and range 
manufacturer on salary and commission basis. 
Acquaintance with hardware trade desirable but 
not essential. Include complete details in first 
letter which will be kept confidential. Address 
Box G-295, care of Harpwarp Acp, New York. 








2) 
os SALESMAN | 


Selling to Retail Hardware Stores the fastest 
selling and growing line of asphalt products. 
This is a real opportunity for a man to 
establish himself and make a permanent 
connection that becomes bigger and better 
every year. Only men with highest references 
and experience considered. Write fully 
whether you prefer salary or commission. 


DRESS BOX 265 














AD 
228 West 42nd St., New York City 














POSITION WANTED by experienced hard- 
ware man as bookkeeper or salesman. Age 26. 
Want permanent connection. Will consider posi- 
tion with a live retail store offering atractive 
Sppectunity for acquiring interest in business. 

est of reférences. Address Box G-261, care of 
Harpware Acz, 





New York. 





Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 
change. Experienced cutlery, hardware, house- 
furnishings. Now under sixty-day clause con- 
tract. Will work salary or straight commission. 
Furnish own office if necessary. Earned $5,000 
last three years. Replies treated confidential. 
Address Box G-237, Harpware AcE, New York. 





RETAIL HARDWARE CLERK with thorough 
knowledge and over twenty years’ valuable ex- 
—— in all branches of the business, both 

uying and selling. Ten years in last position. 
Good salesman and worker for employer's inter- 
ests. Highest business references as to character, 
ability and qualifications. Address Box G-284, 
care of Harpwarge Acs, New York. 


YOUNG MAN, 
thoroughly experienced 





energetic and ambitious, 

in the hardware line, 
electrical supplies and plumbing supplies, seeks 
position with reliable concern located in etro- 
politan District. Wholesale or Retail. Will 
furnish highest references and recommendations. 
Address Box G-314, care of Harpware AGE, 
New York. 


Sales Accounts Wanted 


TOOL LINES WANTED. — Manufacturers of a} 

one STANDARD TOOL LINE desire SALES 
AGENCY for other HARDWARE ARTICLES 
to carry with our own. We call personally on 
the largest JOBBING TRADE EAST AND 
WEST AND ON THE PACIFIC COAST and 
) sell quantity buyers only. We are in financial 
position to contract for entire output of factory 
if desired. Correspondence treated strictly con- 
)} fidenial. Address Box G 303, care of HARDWARE 
AcE, New York. 























MANUFACTURERS REPRESENTATIVE 
with Los Angeles office calling on hardware, 
housefurnishing and department stores, golf sup- 
lies, etc., is desirous of securing lines of merit 
for Pacific Coast and adjoining territory. Have 

sales force. Address Box G-283, care of 

ARDWARE AGE, New York. 


Sales Representatives Wanted 


EASTERN MANUFACTURER of builders 
hardware has the following territories o for 
representation: Western Pennsylvania, State of 
Ohio, and the cities of Baltimore and Washing- 
ton. Write full particulars as to lines ha ; 
experience and exact territory covered. Address 
Box G-272, care of Harpware Ace, New York. 











Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has od territory 
open for the right men. Only hard workers and 
those with representative lines need apply, giving 
all details, territory, etc., in first letter. Pp. O 
Box 130, Patterson Post Office, Baltimore, Md 


SALESMEN and REPRESENTATIVES 
wanted to call on Hardware, Electrical and Radio 
trades, to sell several very fine tools which have 





the broadest possible market. Also seeking 
agents thro the country. Well paying 
proposition. In writing for details, state terri- 


to travelled experience. dress Bo 
G-290, care of Harpware Ace, New York. : 
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CLASSIFIED OPPORTUNITIES—Continued 





Sales Representatives Wanted | 


Sales Representatives Wanted 


Sales Representatives Wanted 











SALESMEN WANTED. — Manufacturers of a 

standard line of IRON PLANES equal in qual- 
ity to regular high priced lines, but at a con- 
siderably lower price, desires salesmen in terri- 
tories still open to sell TO THE JOBBING 
TRADE oither as side line or as special—on 

straight commission basis. Territories open— 
Entire SOUTH, SOUTHWEST and FURTHER 
MIDDLE WEST. In application state experi- 
) ence, trade and territory. References. Address 
2) Box G 302, care of HARDWARE AGE, New York 














Experienced salesmen wanted to carry an old 
and well known line of heavy-and shelf hardware 
as a side line on a liberal commission basis. 
Territories open in the following states: Arkansas, 
Missouri, Iowa, Minnesota, Oklahoma, Kansas, 
Nebraska, North Dakota, ‘South Dakota, New 
Mexico, Colorado, Wyoming, Utah, Arizona, 
Nevada, Idaho, Montana. In reply state experi- 
ence, age, lines now representing, etc. Address 
Box G-299, care of Hiarpware Ace, New York. 








( 


MANUFACTURER’S AGENT | 


NEW ENGLAND STATES AND 
NEW YORK EXCEPT 
METROPOLITAN DISTRICT 


To sell hardware jobbing trade a 
new first class article well known. 
@ne every hardware jobber is in- 
terested in. Priced lower and made 
better than product now on market. 
When replying state companies you 
now represent. 


Address Box G 310 


care of Hardware Age, New York 


is the total number of re- 
2738 plies for 1924 which have }) 

been received uv to the 

closing date of this issue }) 
and forwarded through this department to 
advertisers using Box Numbers. This does 
not include repli¢és that have gone direct 
to advertisers using their signature. 


























SALESMEN now calling on hardware trade 
to carry popular priced line of plumbers’ brass 
and rubber Ss, On a commission basis, for a 
well-known house. State territory you now 
cover and lines selling. Address Box G-279, 
care of Harpware Acre, New York. 





PATENTED DEVICE, sells to all hardware 
stores. Excellent side line. Vest pocket sam- 
le. Moss-Schury Mfg. Co., Guaranty Trust 

dg., Detroit, Mich. 


WANTED: Man to sell Sole Leather Strips and 
Taps to Wholesale Hardware and Finding Trade 
in the South on a commission basis. Lynn 








Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 


1420 Widener Bldg., Philadelphia, Pa. 








Leather Co., Manchester, Conn. 


WANTED: Experienced salesmen who 
now selling the hardware and _ general store 
trade in :EKastern Ohio, Eastern Pennsylvania, 
New York, Michigan and Indiana. The line is 
stamped ware made by an old established manu- 
facturer possessing a reputation for making a 
high grade product. The right men can make a 
very profitable contract. Address Box G-313, 
care of HARDWARE AGE, New York. 


are 





SALESMEN to sell our complete line of 
brooders and poultry supplies on liberal commis- 


sion. Also Redbird Speedsters, Scooters and 
Thermic Jugs as side line for Christmas busi- 
ness. Will send sample Scooter post paid for 
$1.25. Royal Mfg. Co., Toledo, Ohio. 





SALESMEN TO SELL ON COMMISSION: 
Hardware, Tools, Regular Goods, Specials, and 
Job Lots, one for each of the following locations: 


Philadelphia and Eastern Pennsylvania, New 
Orleans and vicinity, California. No objection 
to side lines, providing they do not conflict. 


as well as 
all terri- 
care of HARDWARE 


Will pay commission on mail orders 
orders taken. We have customers in 
tories. Address Box G-236, 
Ace, New York. 





PADLOCKS—FAUCETS: Want a number of 
good side line salesmen. Line well known and 
good territory open. Liberal commission. Must 
have close association with hardware trade. 
State lines now handling and territory covered. 
Address Box G-301, care of Harpware AGE, 

















Osborne High Grade Punches 











and Upholsterers’ and Plumbers 


Besides Punches Our Lime Includes: 


A varied and attractive line for the Hardware Trade. 

bers’ Tools of superior quality 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 

We stand back of every tool we make, Try us. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


New York. 


Also: Leather Workers’, Trimmers’ 


Write for Catalog and Prices. 








a 








The “TORREY” 
A Real Man’s Razor 


Send fer Catalogue ef Full Line 
J. R. Terrey Razor Co., Wercester, Mase 


“They Have a 
Bull Dog-Grip” 
Manufactured by 











B. & Glethes Pin Co., Montpelier, Vs. 
Seles Dept. 
Uutew Bank Bildg., Pitteburgh, Pa. 


Economy 
ee Attachments 


Fer evnnecting hose 
faucets. Slips on and on — 
Beornomy Mfs. Co. 
6660 Germantown Ave. 
Philadelphia, Pa 























backed by 30 years of experi- 
ence and knowledge. 


Trow & Holden Company 
Barre, Vermont 











“Barre” stone-working tools— 








American Can 


Tomtamweas ca RON 





American Can Company 


SILVER LAKE! 
SASH CORD 


NET WEIGHTS PULL LENGTHS 
Sliver Lake Ce., Newtonville, Mase. 














Molaxses anid 
Dairy Gates 
Perfection Pattern 
Made in All Styles 


Syracuse Stamping 


Oil, 








0. 
Syracuse, New York 








Scythes since 1913. Axes since 1886. 


RIXFORD Bent Highgate, Vi 


LUMBER 








CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 


ie 
% 








BALE TIES 


Best Made — Prompt Shipment 
Baur Bale Tie Co. 


IND!...APOLIS, IND. 


* 


J. L. THOMPSON MFG CO. 
Waltham, Mass. 
Tubular and Bifurcated 


—- RIVETS — 


ELEVATORS 
DUMBWAITERS 
Write for eur catalog 
Energy Elevator Ce. 
211 NewSt., Philadelphia 


ELEVATORS 


and Dumbwaiters 
fer House, Store or Warehouse. 
Write for wy State your 
requirements as size, capecity 
and lift. 
fhe SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohle 
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| Interchanaeability of Parts 








cll Sterling Wheelbarrow Trays 
have standard hole punching so 
that any tray will ht any frame.. 
One size and style wheel for all 

Sterling wheelbarrows. The handles 


are bored alike and suitable for either | 
right or left. One style leg fits all 
steel handled barrows, and oney 


style for all wood handles-...... 
Saves warehouse room atid expense. 
By reason of Standard Component 


Parts a large stock of Sterling, 


Wheelbarrows can be stored in a 


comparatively small space. You 


who have sultered the annoyance 
of measuring and figuring to de. 
termine the required repair to 
order will welcome the wheel- 


barrow line which is Fp pps 


interchangeable and that is 


Jterling- 








Sterlin G (Wheelbarrow (D. Mil nukee, ONS. 


« (2 


—— Fn a > ; 
Doston , New York, Chicago, Oiaaaleate Det Uli, 
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It’s Gaining in Favor Daily — 


HE BIRD OF PARADIS E—newest, and perhaps most distinctive, of all CommMuNITYy PLATE designs. 
Strikingly fresh and colorful, yet suggesting the best of early Georgian days, this interesting pattern Is 
expressive of the strictly modern trend in decorative art. 


An explanation of its growing acceptance is not hard to find—the Bird of Paradise is keyed to the times! 


And dealers featuring this pattern in the improved Chest-Tray, here shown, are reaping quick, sure profits 
for their pains. 
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